





With five (5) 
time-saving, 
profit-making 
advantages! 


The New Beaver 26-R 
Easy-Working 
1 to 2” Pipe Threader 





Why “Fully-Adjustable’’ Threaders are Better! 


© The new Beaver No. 26-R ““‘fully-adjust- 
able’’ pipe threaders are better because: THE ole 


1. They cut standard, oversize or undersize threads of uni- 
form length. 

2. The cam-controlled dies adjust as a single unit — which 
means that all die segments ‘cut equally. 

3. The Beaver 26-R is the only 1 to 2-inch threader on the 
market which will cut either standard ‘‘taper’’ or electric 
“straight’’ conduit threads. 


. No die-changing — one set of dies threads four sizes: 1, 
l 1 ” 
1 tas 1 ve and 2”. Standard Thread— Standard Thread 
. The Beaver 26-R is the ONLY 1 to 2” easy-working pipe Standard Length Standard Length 


threader on the market which is ‘‘fully-adjustable’’. All 
others are semi-adjustable. 


Write today for new Complete Catalog No. 49. 
Address Beaver Pipe Tools, Inc., 216-300 Dana 
Avenue, Warren, Ohio, U.S.A. 


—— 
YOUR OLD-STYLE NO. 26'S CAN BE REBUILT! 
Yes, your old-style No. 26's can be rebuilt and converted into Oversize Thread— Oversize Thread 
new No.26-R's at a substantial saving. Look around your shop— Standard Length Too Long 
perhaps you have some old No. 26's which you can have rebuilt. 











Undersize Thread— Undersize Thread 
Standard Length Too Short 5 
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The Cover 


“A memorandum to the wise is suf- 
ficient”—close misquote. You can 
take our word for it—you won’t 
make a mistake by following the 
advice on the cover. The article on 
“More Sales—Lower Costs” alone 
should be worth its weight in gold. 
For this issue we were again faced 
of mind for a 


After doodling 


the face of a memo pad for hours, 


with a_ blankness 


cover illustration. 


we finally picked up the tortured 
thing, carried it to the Art Depart- 
ment and came out with a cover! 
And that, my friends, is how a 


cover is born—believe it or not. 
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... the screw that stays flush with success! 


H-K Flat Heads stay flush with success because of 
their accuracy and positive holding power. Rolled 
threads with Class 3 Fit assure a quick start. 
The precision fit of key and socket affords maxi- 
mum leverage in minimum space. H-K Flat Head 
Socket Cap Screws are completely cold forged from 
Hetraspan* Steel for the ultimate in strength and 
reserve stamina. PERFORMANCE? .. . ask the 
men who use Holo-Krome. 


Holo-Krome Authorized Distributors, too, are flush 
with success because they are selling the Completely 
Cold Forged Socket Screw .. . 
welcome anywhere. They are smart, too, to cap- 


the screw that’s 


italize on the increasing success of Holo-Krome’s 
100% Distributor Distribution Sales Policy, the 
unwavering policy that has paid off in orders and 
repeat orders. SATISFACTION? . . . ask the men 
who sell Holo-Krome. 


*a special analysis heat treated alloy steel scien- 
tifically held to exacting Holo-Krome specifications 


HOLO-KROME 


| Gaplily Cl Fed a Socket Screw Prodacld 


schtws 
“ng pent® 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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Case-hardened pin free to 
rotate within bushings. Wear 
distributed over entire surface. 


Smooth, hardened pin rotates be- 
tween two semi-circular hardened 
steel bushings —adds years of life 
to the drive. 


Removable segmental bushings ex- 
tend across the entire width of 
chain. Doubles bearing surface, 
and halves bearing pressure on 
joint. 


Elastic guide link achieves 


aE OES DE 


equal load distribution across 
the entire width of chain. 


~ 
a 


Broached holes in links form lock 
grip for bushings. 





The new Industrial Standard Silent Chain 

is available in two stock pitches — 2” 

(SC-4) and %” (SC-6), middle guide type. 

SC-4 Stock Widths — %4”, 1”, 1%)”, 2”, 
1°, T. 6". 

SC-6 Stock Widths —2”, 3”, 4”, 5”. 


Sprocket made of cast iron, with new In- 
dustrial Standard tooth form. Taper-bored 
to accommodate Taper-lock Bushing. No 
reboring or keyseating necessary. 


Taper-Lock Bushing made of gray iron 
having a high steel content. Tapered for 
easy assembly into sprocket hub. Assures 
tight fit of sprocket on shaft. 


The “Pre-selected” 
drives listed in Book 
No. 2125-A can be 
delivered from many 
distributor stocks im- 
mediately. 

Book No. 2125-A 
contains easy-to- 
use selection tables 
on ¥% to 50 h.p. 
stock drives. 


LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, 
Philadelphia 40, Atlanta, 

Dallas 1, Houston |, 

Minneapolis 5, San Francisco 24, 

Los Angeles 33, Seattle 4, 
Toronto 8. Offices in 
Principal Cities. 
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DeEFIES ABRASIVE busts! 





The Famous Dodge-Timken Type € Bearings 
in Your Plant Assure Uninterrupted Production 


eee 
oh 


POSITIVE TRIPLE SEAL | 
— ANOTHER 2 
DODGE “FIRST” 


WHEN you grind steel, ce- 
ment, iron or rock you get dust 
— powdery, abrasive dust that 
seeps everywhere—except into 
Dodge-Timken Type C bearings like the one pic- 
tured above, which keeps the mill on which it is 
installed running smoothly at 3000 r.p.m.! 
Wherever you have operating conditions of ex- 
treme dust and dirt, standardization on the Type C is 
your answer. Triple steel seals keep the lubricant in 
and the dirt out of this bearing, and in thousands of 
installations Dodge-Timken Type C pillow blocks 
are operating successfully under adverse conditions 
where other bearings failed. Rugged in construc- 





tion, fully self-aligning, with both radial and thrust 
carrying capacity, Type C is suitable for heavy line 
shaft service as well as many machine applications. 

For complete information concerning this bearing 
and other Dodge “Firsts” in power drive equipment 
call a Transmissioneer— your local Dodge Distrib- 
utor. Look for his name under ‘Power Transmission 
Equipment” in your classified telephone directory. 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, IND. 


The Transmissioneer is a graduate of an intensive training 
course at the Dodge factory. He can help you find the 
answer in applying power to the job. 








1N LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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LEAK - PROOF 
ASSEMBLIES 


PERMATEX COMPANY INC., BROOKLYN 29, N. Y. 
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"Wasting Money 
- in Inventory ? | 

















bes 


(HEN production inventories are 
being closely watched, as now, are you tying 
up needless money in inventory for mainten- 
ance? Your Distributor carries a maintenance 
inventory for you. In his stock are all the many 
things needed to keep your production mov- 
ing, including Bronze Bars and Bronze Bear- 


ings—Bunting Bronze Bars and Bearings. 


You do not need to duplicate, in your plant, 


an inventory which your Bunting Distributor 
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is already carrying as a normal, natural part 
of his function. Nor can you expect to rival 
the completeness of his Bunting Stock without 


needlessly tying up your capital. 


Your Distributor is prepared to serve you 
and interested in doing so. The leading Dis- 
tributor in your area is,—almost certainly, — 
the Bunting Distributor. The Bunting Brass & 
Bronze Company, Toledo 9, Ohio. Branches 


in principal cities. 89 
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1 Contersless Grinding Costs 


And Making Sales for Norton Distributors 


ES, Norton distributors are finding that in hundreds of plants this Norton 

wheel—the 57A60-M5VBE*—has just the right characteristics to give 
their customers the lowest possible costs on centerless grinding jobs. In this 
wheel, sharp, tough, 57 ALUNDUM abrasive and BE bond combine to give both 
a fast cutting action and long life. That means more business and more good- 
will for the Norton distributor. 


Of course this wheel may not be the answer to all customers’ centerless jobs. 
Some may need the extra sharpness of the sensational new 32 ALUNDUM 
abrasive or the extra toughness of regular ALUNDUM abrasive or even a 
hard, sharp silicon carbide like CRYSTOLON abrasive. But whatever their 
centerless grinding jobs may be you can be sure that the Norton line in- 
cludes a wheel that will do each one at minimum cost—a wheel of exactly the 
right combination of abrasive, bond, grain, grade and structure to cut costs 
for the customer and build business 

for the Norton distributor. 


It pays to handle 
the Norton line. 
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Do YOU Get 
Backing Like This? 


If your cutting tool volume is disappointing 
despite your best selling efforts, maybe it’s time 
to take a look at the kind of backing up you’re 
getting. 

Butterfield Distributors can count on 100% 
cooperation from Butterfield because we realize 
the tremendous importance of Industrial Dis- 
tributors in our marketing picture. Take a look 
at these helps for example: 





And every one 
of those 
business-building 
messages directs 
the business 
to you. 
















And your selling efforts are solidly backed up by fac- 
tory-trained experts who help your customers get the 
most from Butterfield cutting tools. They're “on call” 
for you — anytime. 


There may be an open franchise in 
your area. Why not inquire? Write: 
Union Twist Drill Company, 
BUTTERFIELD DIVISION, Derby 


, TAPS 
Line, Vermont. 







BUTTE 


THE 100% inspec 
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An aggressive, consistent national space advertising 
campaign reaching your prospects through the most 
powerful trade publications in the metalworking field: 
MACHINERY, AMERICAN MACHINIST, MILL AND FACTORY and 
MODERN MACHINE SHOP. For 1949 this campaign carries 
972,079 convincing sales messages, about Butterfield’s 
100% Inspected Tools! 





C88 UM HRT AD me AN OE 

















Butterfield’s merchandising materials are things your 
customers want and con use... including tap size 
charts, decimal equivalent charts... and re-designed 
distinctive, up-to-the-minute packages that protect the 
contents and help prevent spilling. 


Furthermore, Butter- 
field’s written Dis- 
tributor Policy in- 
sures you full sup- 
port. It’s spelled out 
point by point — 
the agreement is 
clear, simple, pro- 
gressive. When you 
see it, you'll say: 
“That's for me!” 


RFIELD 


TED TOOLS 


Inspected 
REAMERS , 





Every Too! Individually 


DIES . 






SCREW Plates 











This is one of a series of ads that 






are appearing regularly in DO- 
MESTIC ENGINEERING; FACTORY 
MANAGEMENT AND MaAINTE- 
NANCE; HEATING, PIPING AND 
AIR CONDITIONING; MILL AND 
FACTORY; and PURCHASING. 























® Every month another double-barrelled Spang ad reaches 
your customers and prospects through leading trade journals. These ads 
remind them of Spang CW quality and of the fine service you have to offer. 
Each ad also directs customers to you .. . not only for Spang CW Pipe but 
... for fixtures, fittings, valves and all the other things you have to sell. 








' Messages like the one above are just one of the ways we are trying to help 
you. Recently we replaced existing equipment with a new, automatic 10-stand 
) Continuous Weld pipe mill for producing 2” to 1/2” sizes of Spang CW 
Pipe. This new mill is tangible evidence of our continued efforts to maintain 
and improve quality that is recognized wherever pipe is used. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Detroit; 
Houston; Los Angeles; New York; Philadelphia; Pittsburgh; 
St. Louis; San Francisco 
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Fast SELLERS steavy REPEATERS |= 


LISSTON * 11 


A complete line 


Whatever your customers’ file 

needs, you can meet ALL of im 

them with Disston Files. File . ; —_ ee. 
users know that the name as — 


Disston stands for top quality 
and top performance. Disston 


Files create repeat sales for 
they live up to their reputation 
for outstanding service and 


long life. 


Uniform quality is maintained 
by constant checking and re- 
checking in actual perform- 
ance tests throughout the 
Disston plant where thousands 
of dozens of Disston Files are 
used yearly. You can sell 
Disston Files with confidence 
...and with profit. 


DISTON ameERICAN 


PATTERN FILES & RASPS 


All standard cuts... all stand- 
ard sizes and shapes . . . for all 
types of work—hand or 
machine. 


DISTON SUPERFINE, ices wee 
SWISS PATTERN FILES —_—s*iles the 


Precision made files for exact- 
ing work . . . full line of shapes, 
sizes and cuts for every type of 
Superfine filing. 


: vy HENRY 





DISSTON & SONS, INC., 1023 tacony, Philadelphia 35, Pa., U.S.A. 


delihs it °F fevilis patie 
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DISSTON 
HACK SAW 
BLADES and 

FRAMES 


DISSTON 


CIRCULAR 
SAWS 


bY A GOOD DISTRIBUTOR POLICY 


HARD EDGE FLEXIBLE BACK... Hard- 
ened on tooth edge only for greater flexibility 
and longer life. Two types (Regular for 
general metal cutting; Buttress tooth, spe- 
cially recommended for magnesium and 
aluminum alloys). All sizes. 100 ft. coils, 
4’ to Va", packed in the handy Disston 
Safety Reel. 


HARDENED THROUGHOUT... For high 
speed cutting of non-ferrous metals, plastics, 
etc. Also recommended for friction cutting 
of ferrous metals at speeds of not less than 
12,000 f.p.m. Two types. All sizes. 


* %+ 


DISSTON DI-MOL.. . for hand and machine 
use. 


An all-round general purpose blade that 
withstands extreme use and hard strains. For 
cutting tool steels, machine steels, cast iron, 
tubing and cluster-cutting of small stock. 


DISSTON KIGH SPEED STEEL... for hand 
and machine use. 


Highly resistant to wear and abrasion. Saws 
easily through metals that ordinary blades 
cannot cut. For all metal cutting includin 
stainless steel, chrome nickel steels an 
similar alloys. 


DISSTON CHROMOL... for hand use only. 


Made of a special Disston Alloy Steel that 
stands up well in hard service. Excellent for 
metal cutting where the use of higher priced 
blades is unwarranted. 


DISSTON DURAFLEX ... for hand use only. 


A hard tooth edge, flexible back blade that 
cuts fast... is tough and durable. 


* *% & 


Disston Solid Tooth Metal Cutting Circular 
Saws are made of Alloy Steel and High Speed 
Steel made in the Disston steel mill. Five 
tooth styles available for best performance 
on yews job. Also solid and inserted tooth 
Carboloy fitted saws. 


FLEXIBLE 
BACK 


Regular type for normal low 
speed cutting. 


Buttress tooth pattern for speeds 
of 3000 f.p.m. and over. 


HARDENED 
THROUGHOUT 


net ihe 


a cbs cd 


Regular type for normal high 
speed cutting. 





Reinforced type for heavy-duty 
high speed cutting. 





Available in 4 types. 


For hand and machine 


\ 


Solid tooth circular saw. 


ee 


Carboloy fitted solid 
tooth saw, 
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Circle ® Bolts and Nuts are 
carefully inspected for size and strength. 
Their uniformity appeals to customers and 
develops profitable repeat business for dealers. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 
















PRODUCTS — BOLTS 
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Seventh in a series of 
Unusual Grinding 
Wheel Operations 


e(eyntint 
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oy\tS ae 
yeati wil 


@... problem of removing flash that forms 
in molding tennis balls is solved by the use 
of grinding wheels. 





























This unusual operation may not be suited 
to your particular requirements but, WHAT- 
EVER your grinding problems may be, BAY 
STATE can help you solve them . . . fast. 
Possibly the exact specifications you require 
can be supplied directly from large stocks 
either in Westboro, branch warehouses, or 
from our distributors strategically located 
throughout the United States. 


Send us your grinding problems. We can 
help you. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U.S. A. 


Branch Offices and Warehouses 
Chicago, Cleveland, Detroit, Pittsburgh 
Distributors — All Principal Cities 


uewserormen, Lof Perpormauce (Conststently Duplicated 
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Number One 
supplier of 


STEEL EQUIPMENT 


to the 
Nation’s Industries 
and Institutions 


LY OW) meat propucts, incorporatep 


General Offices: 1053 Monroe Avenue, Aurora, Illinois * Branches and Dealers in All Principal Cities 






















6 OE Oe Oe 








A PARTIAL LIST OF LYON PRODUCTS 


Shelving Kitchen Cabinets * Filing Cabinets * Storage Cabinets * Conveyors ® Tool Stands ~~ ® Flat Drawer Files 
Lockers Display Equipment ® Cabinet Benches ® Bench Drawers * Shop Boxes ® Service Carts * Tool Trays ® Tool Boxes 
Wood Working Benches akolatefiate Mm ke] lial; ML aelle liste @litel igs © Work Benches ® Bar Racks ® Hopper Bins ® Desks ® Sorting Files 


taelaleluh ae hela <-1an cold <3 Welding Benches Le Ol deh alate Mm el oli -13 ® Drawer Units ® Bin Units ® Parts Cases ® Stools ® Revolving Bins 
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Help your customers PROFIT with “Cordura” 


Inherently stronger than natural fibers commonly used 
... and usually more economical! “Cordura” is a yarn 
your customers can’t afford to overlook. Remind them 
about the advantages of products made with “Cordura.” 
And perhaps you can help customers find still another 
use for “Cordura.” Du Pont will be glad to furnish a 
detailed analysis of any applications they have in mind, 
along with other helpful information. Rayon Division, 
E.1.du Pontde Nemours & Co.(Inc.), Wilmington 98, Del. 


For rayon... for nylon... for fibers to come. 


.. look to DU PONT 
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Du Pont “Cordura” 
yarn gives these 
products high strength 





at low cost 





V-BELTS made with Du Pont Cordura* High 
Tenacity Rayon are stronger . . . have longer 
life. Because of their strength, “stretch” is vir- 
tually eliminated. There is less slip. You have 
fewer take-ups and less maintenance. 


TIRES run cooler, resist excessive bruising and 
ruptures under the most punishing operating 
conditions when the carcass contains “Cor- 
dura.” The thinner carcass made possible by 
strong “Cordura” cords not only contributes 
to better performance, but also reduces raw 
material costs. 


- CONVEYOR BELTS sinewed with “Cordura” 


—_——"_ are light in weight. They’re easier to carry 
about, install and take down. And for long-lift, 
fixed installations, “Cordura” provides neces- 
sary extra tensile strength plus remarkable 

a Maa troughability and resilience. 

Di ie . 

___=_ HOSE _ reinforced with “Cordura” offers many 


advantages. Safety factors can be well-nigh 
doubled. Or hose weight can be reduced— 
sometimes as much as 50%. And “Cordura”’- 
reinforced hose has greater flexibility, extra 
durability. 


*REG. U. S. PAT. OFF. 
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Fafinir announees... 


Spherical Roller Bearing 


Pillow Blocks 


A sa further service to its customers, The Fafnir 
Bearing Company is adding a line of Spherical 
Roller Bearing Pillow Blocks to amplify its range 
of power transmission units. The Fafnir line will 
then provide for every conceivable pillow block 
requirement—speed, load and operating condi- 
tion—in light, standard and heavy duty series— 
ball or roller bearing type. 


The Spherical Roller Bearings for these 
units will be manufactured by The Torrington 
Company, well-known name in this specialized 
anti-friction bearing field. Fafnir Spherical 


Roller Bearing Pillow Blocks will be available 
only as complete units: Torrington spherical rol- 
ler bearings will be sold only by The Torrington 
Company. 


Fafnir Spherical Roller Bearing Pillow Blocks 


will be distributed in the same manner as Fafnir - 


Ball Bearing Pillow Blocks. First shipments will 
be made about January 1, 1950. Literature list- 
ing the complete range of sizes and types will be 
available at a later date; meanwhile, your in- 
quiry, with specifications and blueprints, is cord- 
ially invited. 


The Fafnir Bearing Company 


New Britain, Connecticut 
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There's a Cai MOTOR 


To Supply Dependable Power 
For All Popular Applications 








POLYPHASE 


Type SC—OPEN PROTECTED 
—Form J, general purpose motor— 
meets the needs for most installa- 
tions where operating conditions 
are relatively clean and dry. The 
top half of the motor frame is 
closed to keep out falling solids or 
dripping liquid. 


Type SC—SPLASH PROOF 

gives the necessary protection 
where plants must be washed 
down—keeps water out of the 
motor even when a hose is applied 
directly on the frame. Also provides 
protection against rain, snow, sleet 
and ice for outdoor installations. 


Type SC—TOTALLY EN- 
CLOSED FAN COOLED—pro- 
tects against dusts, mist or fog 
detrimental to the vital parts of 
the motor. The inner frame pro- 
tecting the motor is sealed to keep 
out harmful matter. 


Type SC—EXPLOSION PROOF 
protects against atmospheres 
charged with explosive dusts or 


SINGLE PHASE 


Type RS—REPULSION 


START INDUCTION~—single \ 


phase brush lifting motor suitable 
for applications requiring high 
starting torque with low starting 
current, 


Type CSH—CAPACITOR 
START INDUCTION —single 
phase motor suitable when high 
starting torque with normal start- 
ing current is required. 


Type SP—SPLIT PHASE, IN- 
DUCTION single phase motors 
—suitable for light starting duty. 


DIRECT CURRENT 


Type DN—DIRECT CURRENT 
MOTORS-~ suitable for use where 
direct current is available or its 
use desirable. 








These illustrations are typical of Century's com- 
plete line of motors. Others available include 
gear motors, generators, AC and DC motor 
generator sets. 


gases. They carry Underwriters’ 
label for specific kinds of hazards. 


Type SR—SLIP RING- wound 
rotor motors are suitable for appli- 
cations requiring low starting cur- 
rent with high starting torque, re- 
versing, or adjustable speed. 


Specify the right Century motor for all your 
electric power requirements. 


Popular types of standard ratings are generally available 
from factory and branch office stocks. 


CENTURY ELECTRIC COMPANY 


f : 


1806 Pine Street 
St. Louis 3, Missouri | 


Type SY~—SYNCHRONOUS 
MOTORS. suitable for continu- 
ous operation at a uniform load 
for power factor correction. 
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R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


Seattle, Wash 


San 









Barry Conveyor Pulleys 
Offer all the features of cast iron pulleys with the 
advantages of welded construction and light weight. 
Easier to install . . . breakage eliminated. Tight 


drum construction prevents materials and liquids 
from getting into pulley. Removable and inter- 
changeabie hubs. Crown or Straight Face. 





Barry Steel Split Pulleys 


Scientific design and distribution of material give 

Pulley greater strength and durability 
with minimum weight. Tubular construction and 
electric welding provide the means of attaining 
these advantages. Easy installation, true, vibra- 
tion-free running and long service life are assured 
with these pulleys regardless of toad. 





Dick Rope V-Belt Drives 


Dick Rope V-Belts can be depended on for engi- 
neered efficiency. They are built to provide maxi- 
mum service with minimum stretch and without 
impairing resiliency. 

Dick Cast Iron Sheaves are carefully balanced 
with grooves accurately machined to minimize belt 
wear. They are highly efficient in performance 
under all conditions. 





Dick's Balata Belting 


Designed and fabricated to attain the maximum 
in wee re and see. DICKBELT 
and DI LT provide long life and dependa- 
bility for power transmission applications, con- 
veying and elevating: Immune to water and steam, 
they assure a high friction coefficient with mini- 
mum power toss. 
































DISTRIBUTORS 















| featuring the 


DICK LINE- 











Francisco, Cal. 


Chicago, III. 


Ability to cover the essential needs of in- 
dustrial power users with power trans- 
mission and conveyor equipment available 
from one source of supply gives distribu- 
tors a valuable “in” with their customers. 
That’s why the Dick line is so attractive 
to industrial distributors. The basis for 
building sales is sound because Dick 
equipment has a long record of accept- 
ance and this acceptance is the result of 
the economies which result from its su- 
perior operating service. 


Sales appeals include greater efficiency, 
lower cost maintenance, long life and all- 
round dependability . . . appeals that can 
readily be substantiated and which answer 
today’s needs throughout all industry. 
Every power user is a potential customer 
for the Dick Line. 
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“Here’s one case 
where wire rope care 
paid off big!” 


"Usually when I show up on the job, 1 
hear all the 'gripes' about wire rope 
but today it was different. This con- 
“tractor got rid of the bugaboo of early 
rope breakage and saved himself thou- 
sands of dollars. He was feeling so 
good, he even Slipped me a cigar. 
"He's done everything in his power 
to minimize wear and breakage of 
wire rope by keeping the condi- 
tion of his equipment right up to 
‘snuff'. And he's got the best 
bunch of shovel runners you ever 
saw. They certainly know how to 
handle these machines without abus- 
ing the rope. 
"But that's not all. Last year they 
switched to Tiger Brand Excellay 
Preformed Ropes and they've been 
getting better service than ever 
before. You can see that with 25 
trucks on the job, any work stop- 
page—even for half a day—would cost 
them real 'dough'." 











How proper wire rope application saves you money 


There is always one best type of wire rope for every To help you maintain these operating standards, 
application and the Ticer Branp Wire Rope Spe- we have prepared a booklet entitled, “Valuable 
cialist can help you select the right ropes for your Facts about the use and care of Wire Rope.” Every 
particular needs. He'll check your equipment, keep key man on your operating staff should be supplied 
you posted on proper rope care, and a dozen other _ with this much needed information. Send the handy 
things to assure long service life at low unit cost. coupon for your copy. 





AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO y 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS Aeateen tit tk Utne Caeenin “tf i 


: Rockefeller Building, Dept. D-10 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK Cleveland 13, Ohio a 


Pay 
Gentlemen: ae 
AM E Rj CA N Tl G c 4 B RA N D Please send me a copy of your booklet, “Valuable 


Facts about the use and care of Wire Rope.” 
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MORE POWER, TOO, for your LUNKENHEIMER SALES! 


@ Here’s another example of the way famous-name manu- 
facturers are coupled with the Lunkenheimer name in the 
latest of a series featuring modern valve applications. 


This advertisement appears in a selected list of industrial 
publications, reaching a half-million readers, many of them 
your customers. 


ESTABLISHED 1862 


THE LUNKENHEIMERCG: 


—=“ QUALITY” = 
CINCINNATI 14, OHIO, U.S.A. 


NEW YORK 13 * CHICAGO 6 « BOSTON 10° PHILADELPHIA 34 
EXPORT DEPT. CINCINNATI 14, OHIO, U.S.A: 
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REDESIGNED 


Cleveland END MILLS 








STRONGER! CUT FASTER! CLEAR CHIPS BETTER! 
Much Greater Durability and Accuracy! 


The new Cveland End Mills are far superior 

to any you have ever used! They have been com- 
pletely redesigned to give you strength, speed and accu- 
racy that were never before obtainable! ~ Many months 
ago we set out to design a different and better end mill. 
Neither time nor effort was spared in patient develop- 
ment work. We even worked out a new technique for 
testing the cutting qualities and the stamina of end mills. 
Users are enthusiastic about the results: Less breakage, 
many more cuts per grind, consistent accuracy . . . with 
up to 50% increase in feed. <> For high speed, low cost 
operation, use the new C@veland End Mills on your 
next job. Contact our Stockroom nearest you, or 




















STRONGER 


No sharp corners or points where 
localization of stresses migh? 
8 occur. Minimum amount of metal 


LS has been cut away. 


MORE DURABLE 


8 New-style clearance supports the 
cutting edge; assures against 
“flaking” or "chipping out." 





Telephone your Industrial Supply Distributor 


CLEAR CHIPS BETTER & 





Redesigned flutes are machine 
polished. There are no pockets. 
Chips are free to move. 














LONGER LIFE 


a Radically new flute shape and 
chip clearing ability reduce wear 
on the cutting edge, thus main- 


taining consistent accuracy. 


GREATER ACCURACY & , ' 
New clearance and accurate ma- F 
ult 
doumVe« ; —- CUT FASTER 


C | New flute shape gives maximum 
cutting qualities at increased 


THE CLEVELAND TWIST DRILL CO. <a 
1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 * Chicago 6 © Dallas 1 * San Francisco 5 * Los Angeles 1) 

E. P. Barrus, Ltd., London W. 3, England 












ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CGveland TOOLS 


\ 


V) es 
! 






sin oe 





\ * 





DISTRIBUTORS EVERYWHERE 
are ready to serve you! 








@ Buckeye gives you everything you want in a 
bronze maintenance bearing line;—a quality product; 
wide coverage of customer’s needs; a recognized “‘name’”’; 
adequate factory inventories upon which to draw; and 
full distributor protection. 


Manufactured from selected materials under our exact- 
ing laboratory and metallurgical controls of charging 
ratios and pouring temperatures, every bearing is a 
quality product, free from porosity — of uniform metal 
analysis throughout—and accurately dimensioned within 
the required limits. Buckeye fully-finished ready-to-use 
sleeve bearings, and fully machined cored and solid 






k, Ine. New York 
Chicago, i, 












maintenance bars are nationally recognized for long, etz90r Mocan Inc. Sa prs 
efficient trouble-free service. S. H. Pooley io “4 Cincinnati; Ohue 
aac : Seat) "9 Co, Buffalo, 
Stocked and sold by representative distributors in the Seema Co. ome Y. 
°. « Wash, 





Strong, Carlisle g, Baltimor e, Md, 


ammond Co, Cleveland, Ohio 


Tristate ¢ 
rp, 
estern Brass Wor adelphia, Pa, 


principal industrial centers, — some of whom have 
handled the Buckeye line for more than 25 years. 









(Gi lks 


BRASS AND MANUFACTURING COMPANY 


BRONZESMITHS SINCE 1900 


6410 HAWTHORNE AVENUE CLEVELAND 3, OHIO 
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Individual Jaw Adjustment 








to within .001 Concentricity 














CUSHMAN  « 


fot 


The Cushman Power Chuck has been designed 








to obtain the full out-put potentials of modern machine tools in 
repetitive production by speeding the grip and release of work 
holding jaws . . . reducing operator fatigue to a minimum. 


In addition, the ‘‘Accralock'’, Cushman's exclusive device for 
quick and extremely accurate individual jaw adjustment assures 
concentricity to within .001” for safe holding of irregular work 
under heavy loads and feeds. 


Cushman Power Chuck installations are simple, and applicable to 












all types of single and multiple spindle automatics, horizontal 
turrets and chucking machines, grinders, etc. 


To answer questions on selection and application, Cushman 
Engineers are always ready to serve you. 


THE CUSHMAN CHUCK COMPANY 


Hartford 2, Connecticut 


Consult 


CUSHMAN 
| Ooh Egsne See le 
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7 both are jet-assisted ” by 
AMERICAN PHILLIPS SCREWS 
d when American Phillips 


Wises Savings zoom skywaf 
savings alone climb as 


ost-controls in any assembly operation. Time- 
d-fume slotted screws! Mean- 


. over old fashioned, slowpoke, {umble-an 
and rejects --- yes, and lost-time accidents, 00 --* are grounded once 















NEW ALTITUDE MARKS 


Screws take over the c 
high as 5070 -- 
while spoilage 
and for all. 


New ALTITUD 
for that matter - -- 
Phillips Screws- T 
yy savings and the vibration- 
paive® cant su? : there, also - -- because there’s 
g.wince? ¥ prune? gies hands. Buyers of everything from airplanes tO zithers, 
ot prt! ognize and look for the American Phillips crossed recess 4 
quality in any product. Does yours have this sales a 
AN SCREW COMPANY, PROVIDEN 
Detroit 2: $02 


Norristow, Pa. 
















ou board a commercial airliner . - - OF any 
see what the aviation industry thinks of 
m the assembly 


— MARKS IN NETTE Next time y 
1 And aside fro 





plane, 


American 
are coming tO rec- 


ce index of inbuilt 
¢ write: 





sa sure surfa 
dvantage? Jus 


CE 1, RHODE ISLAND 
Stephenson Bids. 









AMERIC 
Chicago 11: $89 





E. Illinois St. 
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Thermoid Impregnation Process 


Assures Longer Hose Life 


In every branch of industry ...in mines... in the oil fields 
...in foundries, food plants or factories . . . everywhere quality 
rubber hose is required, you can safely specify Thermoid hose 
for customer satisfaction. Thermoid makes a complete line of 
quality hose for every industrial use. 





For every service...air, water, steam, oil...there is a 
Thermoid hose “built for the job”, each designed for highest 
operating efficiency. 





. ‘ . . the : 
Thermoid sales engineers are available at any time to help ru Sen gies ni 
1 


you with hose application problems. Strength. The 


assures maximum 
on and 


For more profits and customer good will, 
it will pay you to Speetfy Thermoid! 











Thermoid Quality Products: Transmission Belting « F.H.P. and Multiple 
V-Belis « Conveyor Belting « Elevator Belting « Wrapped and Molded 
Hose e Molded Products ¢ Industrial Brake Linings and Friction Materials. 








Main Offices and Factory * Trenton, N. J., U.S.A. 


- 
hermol Western Offices and Factory * Nephi, Utah, U.S.A. 


4 Industrial Rubber Products « Friction Matertels « Oil Field Products 
| Company 
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Westi nghou Sse 


8 A hcouucead Lamps 


OW LAST S TIMES 
$ LONG! 


oo - YET COST NO MORE! 


ONE LAMP NOW LASTS 
~ LAMP COSTS 


TIME SPENT REPLACING BURNED-OUT LAMPS 


a SAVE THIS- pe NEED BE REPLACED 
SAVETHIS-_ Jet 4 AS OFTEN. 


























Here’s the biggest news in fluo- 
rescent lamps that’s come along in 
years... NOW Westinghouse flu- 
orescent lamps will last 22 years 
in average store installations . . . 3 
years in average one-shift office 
or factory installations. 


Light output, too, has been im- 
proved—Westinghouse fluorescent 
lamps now burn brighter and long- 
er than ever before. So, when you 
buy lamps, buy Westinghouse and 
save! Lamp Division, Westinghouse 
Electric Corp., Bloomfield, N. J. 


YOU CAN BE SURE...IF ITS 


Westinghouse 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1949 








Wi soins 








Hot- but not bothered 













RESIN BONDED RESIN BONDED 
® ® 
SPEED-WET METALITE°DISCS | RESINALL METALITE® BELTS 

Grinding heat can't affect the grain- They beat the heat in fast, continuous 
grip of their resin bond. It retards heavy-duty grinding. The heat-set resin 
loading, eliminates shedding, and keeps bond can't melt, can't get "tacky," 
every grain cutting. Moreover, SPEED- pick up chips, load or glaze. This belt 
WET METALITE Fibre Discs have a cuts sharp and keeps on cutting sharp. 
tough, all-fibre backing with the liveli- There is 2 to 4 times more production 
ness of spring steel. Get the extra with a RESINALL METALITE Cloth Belt. 
"cutting mileage" of SPEED-WET Try it out in your own shop — ask for 
METALITE Fibre Discs. . They'll pay off a demonstration by a Behr-Manning 
every time. Field Engineer. 

New brochure on belt age 

and finishing — contains the 

latest information on stock re- 

moval, metal finishing, contour 

polishing, and other operations 

send seb-upe, bend for pour tee 

copy today — use the coupon. 

BEHR-MANNING, TROY, N. Y., Dept. MG-949 








Please send me a copy of your new brochure on belt grinding and finishing. 










COMPANY... 


STREET... 


Use QNORTONVabrasives CITY = — | ae 












Sharpening Stones SIGNED. | 
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Now MORE SALES with the improved line of 
MILWAUKEE 


META] MADE 


ALL METAL sé 
This brush line, so popular in the pas}, is now 
even better because of construction improvements. aa 


You can sell these brushes to a cross section of 
industry, as these brushes are particularly adapted 
to welding operations or for any industrial applica- 
tion where durability is required due to unusual heat 
conditions or rough handling. 


The handle is of Galvanite steel which is corrosion “REMUYV-ALL” WIRE BRUSH 


resistant. Specially tempered high carbon steel wire 
is used for the brush. These brushes cut quickly, 
withstand strain, and wear evenly. 


Prompt shipments made. 


Indestructible ALL METAL—all purpose 
wire cleaning brush for gas burners, bat- 
tery terminals, etc. Has unlimited num- 
ber of uses in shops. Quickly and easily 
removes solder, chips and filings. 





WOOD HANDLE 


STEEL WIRE 
Power Driven Wire Fibre Wheel Brushes SCRATCH BRUSHES 


Wheel Brushes Wire Scratch Brushes . | 
“Mono-Bilt” Boiler & Furnace Brushes B lg Sa es f aor 
“Steel-Clad” Foundry Brushes 
“Dura-Bilt” Platers Brushes BRUSHING-weta! Parts, Welded Joints, 
“Di-Bilt” Beach Brushes Pipe Thread, Tires, Tubes, Battery Terminals, etc. 


“Peerless” a : 
“Twis-Tuft” pane Seay Sees CLEAN | NG-smait Castings, Tanks, Drums, 


Fine Wire Polishing poset rea Machinery, Tools, Meat Blocks, Ironwork, Stone, 
Wheel Brushes ven ont : Brick, etc. 
Miscellaneous Mainte- 


“Sturdi-Bilt” Wire Cup 
pom nance Brushes REMOVING -nust, Scale, Weld Spatter, 
Chips, Borings, Paint, Varnish 
Dirt, Grease, Floor Wax, etc. 





WRITE FOR 
BULLETIN No. 40-11 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 








UALITY , 
LWAU AUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES » WIRE SCRATCH BRUSHES 
BRUSHES 


The if to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES » PUSH BROOMS + BENCH BRUSHES - FOUNDRY BRUSHES” 
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YOURE REALLY IN BUSINESS © 


UL ML LLL 








The big complete line of SKIL Saws pays off! 


MORE MODELS fo sell! MORE PROSPECTS to sell them to! 
MORE PROFITS for selling them! 


Here’s why leading distributors every- 
where prize the SKIL Tools line: 9 SKIL Saw 
models mean prospects in every field, on every 
job, for every operation. AND the complete 
line of SKIL Saw blades, accessories, attach- 
ments and supplies means automatic “add-on” 


sales, steady repeat volume, big extra profits. 








SKIL Saw is the world’s best-known, 
most widely preferred electric handsaw. The 
market for SKIL Saw is bigger! Selling SKIL 
Saw is easier, more profitable! Write us today! 
We'll tell you promptly if there is a SKIL Tools 
Distributor Franchise open 


in your territory. 


Model 77" SKIL Saw 
2% in. Capacity 


SKIL Tools ADVERTISING AND MERCHANDISING 
MAKE SALES FOR YOU! 


Ads every month in leading magazines .. . 
displays .. . mailings to your customers... 
catalogs .. . ad reprints! They all work for 
you to build your profits on SKIL Saws and 
SKIL Tools! 


SKIL Tools are made only by SKILSAW, Inc. 





CHAIN SALES.. 


Dealers who handle the McKay line gain the 
reputation among chain users of being the supply 


source for chain for every purpose. 


And that’s good ... because this reputation means 
you’ve provided your customers with exactly the 
chain they needed . . . and satisfied customers are 
profitable business builders—not only for chain, 


but for the other lines you carry as well! 


So take a tip from the men who are profiting by 
selling the McKay line; stock up now on the McKay 
Chain you need to service your customers in the 
home, shop, farm and factory fields. For full details 
on the many types and sizes of McKay Chain avail- 
able—see your nearest McKay jobber or repre- 


sentative. Write us for his name and address. 


i i 
CHAIN 


For more information — 


SEE YOUR JOBBER OR WRITE DIRECT 
CHAINS 


for Every Use \GZe L THE C COMPANY 
from ONE Central oe NAF PITTSBURGH 22, PA. 
Source ae \\E TF. 
WELDING ELECTRODES ... COMMERCIAL CHAINS ... TIRE CHAINS 


441 McKAY BUILDING PITTSBURGH 22, PA. 
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Specials 


“Greenfield” has made in the last 


75 years were brought together, they 


|" all the “special” taps which 


would make a fantastic display of styles, 
shapes and sizes of threading tools. 

File cases full of drawings and blue- 
prints attest to the ingenuity and experi 
ence of “Greenfield” men in designing 
special taps for all kinds of applications. 
These files are @ storehouse of knowl- 
edge for “ Greenfield” engineers to use 
in meeting new problems or in dupli- 
cating previous orders even after a lapse 
of many years: 

To handle orders that are not covered 
by the thousands of different P regular” 
taps listed in ” Greenfield’s” catalog, 
there is available not only a large staff 


of engineers put also a complete separate 





plant just for making specials” Fast 
delive n specials” is 
convincing testimon “Greenfielc 5” 


tap-making ability. 


GREENFIELD TAP and DIE CORPORATION 


greentield, Massachusetts 


CME? and 
Ice THE GEOMETRIC TOOL CO. 


Wew Haver 15, Connecticut 


7; and 
GN/D 
awpco TWIST DRILL corr. * 


Jackson, Michiga® 


Divisions of Greenfield Tap and Die Corporation 




























The product of 104 years’ experience 


in fastener manufacturing, 





sold through the finest distributors 
in the world. 


When you offer your customer a complete 
line of fasteners, you reduce his costs of 
purchasing and receiving and help him get 
True Fastener Economy. In promoting RB&W 
Plow, Step and Elevator Bolts, stress the 
completeness as well as the quality of the line... 
the product of more than a century of 
continuous research and progressive 
development in fastener manufacturing .. . 
backed by the skill of four generations 
of RB&W men and women. 


Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, lil., los Angeles, Colif, 
: Additional sales offices at: Philadelphia, 


Detroit, Chicago, Chattanooga, Oakland, 


THE COMPLETE eer Vane 4 LINE . Portland, Seattle. 





104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 








go together on job after job— 


| sell them as a package 
and reduce costs, increase profits! 







Q 


| ..\ 
| Loom 


(_f 


sells all with 


| these Carey Asbestos products’ 

















en ee 




















WEW YORK. .VAnderbilt 6-1530 


, BOSTON... . CHarlestown 2-1725 

PITTSBURGH... .. .. GRant 7490 

CINCINNATI... .. CHerry 5080 

DETROIT....... MAdison 4680 

ee CEntral 6609 

WASHINGTON, D.C. FRanklin 1365 

j LOS ANGELES. .MAdison 6-1358 
MONTREAL...... 


























these Carey offices 
are as near as your telephone 


PHILADELPHIA. BAidwin 9-6430 
CLEVELAND... .HEnderson 6500 
$T. LOUIS. .. . .NEwstead 1930 


CHICAGO...... DEarborn 4775 
SEATTLE........SEneca 2351 
GRITS a6 oe sere LAmaor 5451 
PROVIDENCE..... GAspee 1-4723 
INDIANAPOLIS... ... Riley 7332 


Plateau 8489 
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ASBESTOS PAPER—A standby for many furnace pipe 
and insulation uses; for lining ovens, making gas- 
kets, wrapping furnace pipes. Available in reason- 
able quantities. 







ASBESTOS MILLBOARD—-For fire screens, partitions, 
range lining, radiator recesses and other uses 
where heat resistant, fireproof material is required. 
Promptly available. 






MW-50 INSULATION CEMENT—The leading monolithic 
cement. Maximum insulation value; toughness, 
hardness and excellent sticking properties. Manu- 
factured with lead slag wool pellets and asbestos 
fibre. Easily and quickly applied. Promptly ovail- 
able. 






ASBESTOS INSULATION CEMENTS—For all types of heat 
insulation jobs . . . from pointing up fittings to final 
surfacing insulation. Special types for specific 
requirements. Promptly available. 






ASBESTOS FURNACE CEMENT—Developed especially 
for mounting furnaces, stoves, boilers and flue 
pipes—for setting or patching refractories, cement- 
ing joints and cracks exposed to heat. For tem- 
peratures up to 2000° F. Promptly available. 


ASPHALT PRODUCTS—Roofings, felts, pitches and a 
wide variety of paint and plastic roof coatings: 


PIPE COVERINGS—Asbestos, 859% magnesia, wool 
felt, etc., for low and high temperatures. 


THE PHILIP CAREY MFG. COMPANY, CINCINNATI 15, OHIO 
In Canada: 

THE PHILIP CAREY CO., LTD. 

1557 MacKAY STREET, MONTREAL 25, P.Q. 


© OCTOBER, 1949 33 











Tube Working Topics 


BY IMPERIAL... For Men Who Sell Tubing Tools 
and Men Who Work With or Connect Tubing 


V 
IMPERIAL 











NEW TUBE CUTTER 
HAS BALL BEARING ACTION 


Something new has been added in tube 
cutters. A “free wheeling” tube cutter with 
ball bearing action is the latest develop- 
ment in this type of equipment. This new 
Imperial tool not only makes cutting easier, 
but this free wheeling feature speeds size 
adjustment. 

This cutter makes speedy, right-angle 
cuts on hard or soft temper copper, brass, 
aluminum and thin-wall steel tubing in 
sizes from 14” to 1” O.D. 

An unusual feature is the flare cut-off 


asennad —_—— NUT CLAMPING 





Fig. 2. Yoke slides on 
over end of die holder 
and compressor cone is 
turned down firmly. Rc- 
sult is a 45° 
flare without scoring the 
tubing. 


Fig. 1. Tubing is inserted 
between segments of 
proper size die block. 
Then cam action clamp is 
swung into position and 
thumb screw tightened. 











Retractable Free 
Reamer Wheeling 
_ Re 
NS ol “ai 
~> 
Enclosed Flare Cut-Off 
Mechanism Groove 





| 
i 
| 


groove which permits removal of damaged 
flares from tubing with a minimum of 
waste. 

Cutter has a retractable reamer which 
folds out of way when not in use. Body is 
aluminum alloy providing high strength 
with minimum weight. Overall length only 
4", making cutter extremely convenient 
in close quarters. 

Tool is listed as Imperial No. 274-F . . . 
$3.30 each. Other cutters available for tub- 
ing up to 214” O.D. 


Here's How New Imperial Hi-Duty 
Flaring Tool Does A Better Flaring 
Job... Faster 


In place of the usual flaring bar, this unique 
tool has a new die holder with sliding dies 
for clamping the tubing. There is only one 
thumb screw to tighten. This greatly speeds 
up tube clamping. See Fig. 1. 

Yoke slides right over end of die holder 
without twisting or turning; then a few turns 
of the compressor screw and a precision 45° 
flare is made. See Fig. 2. 

Due to construction of the extra depth die 
blocks, tubing is not scored—an advantage in 
making stronger flares. 

This tool will flare 5 different sizes of soft 
copper, brass and aluminum tubing—14”, 
ie" 3%", Yo” and 5%” O.D. It is listed as 





Imperial No. 300-F. Sells for $5.45. 


MAKES BENDS WHEREVER 
YOU WANT ‘EM 


These convenient open-side hand tube 
benders will slip over the tubing at the 
exact point where bend is desired. This 
makes them especially handy in hard-to- 
get-at-places where tubing has been par- 
tially connected. 





They will make neat, accurate bends to a 
short radius to any angle up to 180°. Cali- 
brations on bending form show degree 
positions. 

Imperial No. 364-F Benders are furnished 
in 7 sizes for bending tubing 3%,” to 34” 
O.D. A separate bender is used for each 
size. Prices range from $6.35 to $31.00. 


HANDY TOOL REAMS 
INSIDE AND ‘OUTSIDE 


Here is a 
handy tool 
for fast and 
efficient 
reaming on 
both the in- 
side and out- 
side edges of Ls 
copper, brass or aluminum tubing. 
Just the thing for preparing tubing 
for connection. It has three hardened, 
, hollow-ground steel cutters. It is 
known as Imperial No. 208-F Inner 
and Outer Reamer and is for use on 
tubing from 34,” to 114” O.D, Priced 
at $2.20. 


TUBE WORKING HANDBOOK 
HAS WEALTH OF INFORMATION 


This practical book is a ready reference on 
working with tubing. Gives valuable “how- 
to-do-it” information 
on tube cutting, flar- 
ing, bending, ream- 
ing, pinch-off 
soldering, swedging. 
Write for a copy. 























_ The Imperial Brass Mfg. Company, 511 S. Racine Ave., Chicago 7, Ill. 








IMPERIAL 





Pioneers in Tube Fittings 
and Tube Working Tools 
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Consistent National Advertising to Your Customers 


7” 


WE TELL ’EM 
YOU SELL ’EM 











CONNEC TEC UT Us ea 
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Priced to 
outsell competition! 


$795 


Complete with 5 H.P. 3-phase or 
3 H.P. single-phase motor and 
switch, f.0.b. Leetonia, Ohio. 


Plus zone delivery charge. 


Cash in on Delta's biggest saw value in years! 


The capacity of a 16° saw 
for the cost of a 12° machine! 





1. 
2. 


10, 
11. 
12 
13. 


14, 





Combines the most desirable 
features that have ever been 
put on a saw table! 


True-running arbor is carried on 
lubricated-for-life ball bearings. 
Motor is belted to arbor, to provide 
arbor speed of 3750 R.P.M.; also 
higher-frequency speeds. 


- Efficient 4-belt ‘‘Texrope” drive. 


Box-type aluminum fence extends 
full length of table and can be used 
on either side of saw. 


. Fence locks front and back. 


Rip-fence support-tubes extend be- 
yond table, to permit full use of 
table for bearing on extremely wide 
stock. (Machine can rip a 4-foot 
panel into two 24” parallel sections.) 


Scale magnifier lens makes it easy 
to set rip fence accurately. 
Cast-iron table, 38”x48”, has ac- 
curately ground surface. 


- “Auto-Set” Miter Gage has individ- 


vally-adjustable index stops. 

T-slots on either side of saw blade 
hold miter gage securely. 
“Super-Safe" guard (withsplitterand 
anti-kickback fingers) tilts with blade. 
Hand-wheel controls are convenient- 
ly located.’ 


Motor mounting takes Standard 
Delta or NEMA No. 225 frame 
motors. 


Welded steel cabinet encloses work- 
ing parts. 


D-81 
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Sell the capacity of this Delta ° 





12” blade cuts stock 41” thick 
—with 16” in front of bladel 


Name any woodworking production 
plant and you’ve named a place 
where you can sell this machine. 
Orders from distributors everywhere 
rove that. The market is big — and 
it extends to schools . . . to lumber 
yards . . . to maintenance depart- 
ments in industrial plants . . . to 
aviation work ...even to some metal 
working applications, such as cutting 
aluminum and extruded metals. 

Like all Delta-Milwaukee tools, 
this saw is versatile. It does many 
jobs: Straight ripping. Cut-off work. 
Angular cutting. Compound angular 
cutting. Dadoing. Grooving. Mould- 
ing. Rabbeting. This builds your re- 
placement business on attachments 
and accessories, such as rip blades, 
cross-cut blades, combination blades, 
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12" Tilting-Arbor Saw 





At 45° tilt, 
blade takes 27/,” cutl 






Cuts a dade ates 
2” wide! ee 


hollow-ground blades, dado heads 
and inserts, moulding cutter heads, 
V-belts, etc. 

We spent nearly one hundred thou- 
sand dollars to make this 12” tilting- 
arbor saw so you could sell it to your 
customers. We think you'll agree 
that it’s the greatest saw-table value 
ever offered! 

To make the most of your many 
opportunities with the Delta 12” Tilt- 
ing-Arbor Saw, you’ve got to stock, 
i and demonstrate!. Be sure 
to have a sample on your sales-floor. 


POWER TOOL DIVISION 


@ Rockwell 


Manufacturing Company 
MILWAUKEE 1, WISCONSIN 
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» Here are six typical Alemite “Barrel- 
to-Bearing” Lubrication Systems that 
can open the door to more and bigger 
sales for you. Are you using them? 


» It's easier than you think to sell com- 
plete “barrel-to-bearing” lubrication. 
Because you can actually prove it saves 
time, work, and lubricants... reduces 
maintenance costs...increases produc- 
tion and profits. And those are things 
that every plant operating man in every 
industry wants, especially in these days 
of high costs! 


» So don’t be satisfied with selling a 
few hand guns and fittings... get the 
equipment business too! Sella complete 
Alemite “Barrel -to- Bearing” System 
consisting of all equipment necessary 
(1) for transferring lubricants from 
original drums quickly, without mess 
or waste, (2) for loading lubricants into 
guns with a saving of 334 man hours for 
every 100 lbs. and (3) for applying lu- 
bricants to machines with a saving of 
up to 23.9 man hours for each 100 Ibs. 


e You'll find it pays off in more sales 
and bigger dollar volume per sale. In 
better served, better satisfied custom- 
ers, too! Alemite, 1886 Diversey Pkwy., 
Chicago 14, Illinois. 





Another Product of 


STEWART 
WARNER 


= 


————EE 





ALEMITE 


Modern Lubrication Methods 
That Cut Production Costs 
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OLEWS 


Be ALEMITE 


“Barrel-to-Bearing” Selection Guide 













UN 2 Bt + =O 


From Barrel | thro and Guns—from Hand Gu to Bearing 














From Barrel through Transfer Pump—to Load nd Gun to Bearing 
om. > hull = 
From Barrel to Bearing 
\ 4 
SS + - 
From Barrel hrough Transfer Pum to Bearing 
6’) 
} 5 
\ LS B —_— 
“> 
From Barrel . through 100 |b. portable Barrel Pump with hose and control valve . to Bearing 
\ a 6 —s 
Lass A ot mh oe By oo 
SS 
From Barrel ; ough pipe line, hose and control valve to Bearing 


Why the Alemite line is Easier to Sell 










Cleveland builds security in every link! 





Factory headquarters and general offices of The Cleveland Chain & Mfg. Co., and its associate, David 
Round & Son, Cleveland, Ohio. Similar plants are operated by associate companies in Bridgeport, 
Conn.; Seattle, Wash.; So. San Francisco, Cal., and Trenton, N. J. 


IX plants of The Cleveland Chain 

& Mfg. Co. and its associate con- 

cerns produce chain of every type... 

to meet every home, farm, automotive 
and industrial chain need. 

History of the Cleveland organiza- 
tion, now in its 80th year, is typical 
of American industry under our free 
enterprise system. 

David Round, company founder, 
learned his trade as an apprentice in 
his father’s hand-forge chain shop in 


Staffordshire, England. His first chain 
works, established in 1869 at New- 
burgh (near Cleveland), was little more 
than an enlarged blacksmith shop. 

But, Mr. Round’s insistence upon 
master craftsmanship . . . his refusal 
to compromise with quality resulted 
in constant business growth. 

Today, Cleveland Chain is sold 
throughout the world ... preferred by 
users who demand utmost security 
in every link. 








SLING CHAIN 
(length as required) 














VELAND (HAIN 










The Cleveland Chain & Ufy. Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 
5, Ohio. e The Bridgeport Chain & Mfg. Co., Bridge- 
port 1, Conn. @ Seattle Chain & Mfg. Co., Seattle 8, 
5 Wash. ¢ Round California Chain Co., So. San Francisco 
wo and Los Angeles 54, California e Woodhouse Chain 
Works, Trenton 7, N.J 


Since ry y 1869 


David SOym 








BUCKEYE S aC 
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More OEM's Specify US Gauge ‘ 
Than Any Other Make! ; 

































Original Equipment Man 


.. Because USG Assures More Value 




















UGES 

ET CASE GA 

re line of bokelite ora case 
ss forming to —_ ~ s 


Throughout industry, the story is the same 
from year to year. Original equipment 
manufacturers (OEM’s) demand substantial 
gauge value ... accuracy, durability, and 
quality at economy prices... and 6 out of 10 
specify US Gauges. 

They know that US Instruments give more 
service, more accuracy, more value for the 
money. They know USG can supply all their 
needs-—from highly specialized instruments 
measuring as low as 1” of mercury absolute, ' 
to standard type gauges measuring from 30” 
vacuum to 100,000 pounds pressure per square 


* n 
ifications. For poet plants. 


ical oF vo 
refinery, chemic ~ S 
Bourdon tube of ph A ster types 
corrosion resistant 





RMOMETER 
NATION THE 
COND ALTITUDE GAUGES 


a te hot water 
inch. And they know that for more than 40 For installation on dome, one. dial: 

tems. Py ate 
years US Gauges have been the standard of heat emperalut® eS bronze 


dependability. So more original equipment 
manufacturers specify US Gauges than any 
other make. 
Next time you order gauges, follow the lead 
of these satisfied users ... buy US Gauges. 
For more information about US Gauge write 
today. United States Gauge, Division of 
American Machine and Metals, Inc., 


Sellersville, Penna. UGES 


puPLEX GA ; 


t where it is 








US GAUGES—BETTER INSIDE... BETTER 


OUTSIDE. ,.BETTER ON YOUR PRODUCT 


Ee tt tell Ub 2 


_ 


2 
1000 p.S.1. 





PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges «+ Aircraft Instruments « Air 
| Volume Controls + Altitude Gauges + Boiler Gauges + Chemical Gauges « Dial Thermometers * Glass Tube 
Thermometers « Flow Meters « Inspectors’ Test Gauges « Laboratory Standard Test Gauges « Marine, Ship 
and Air-Brake Gauges + Recorders « Controls and Alarm Gauges « Voltmeters » Ammeters « Welding Gauges 


Re Ee RNR 
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+e brush oP on 5 


Now’s the time to brush up on your sprocket 
sales story. There’s many a sprocket that’s get- 
ting up to and past the retirement age. Putting 
new chains on worn sprockets is a good way 
to lose customer confidence . . . the resultant 
quick chain wear will wear out your welcome 
in a hurry. 

Remember the big sales advantage you have 
with the exclusive Baldwin-Rex tooth form 
as compared with ordinarytooth forms... how 
it allows up to 50% more pitch elongation in 
the chain before the chain will jump the teeth. 
It spells far longer drive life . . . a far easier 
sales job for you. 

Sell sprockets. It’s good business. If you 
would like some additional sales help, write 
us. We'll be glad to assist. Baldwin-Duck- 
worth Division of Chain Belt Company, 378 
Plainfield Street, Springfield 2, Mass. 











sprocke 


_ Baxow1 WIN-REX 








: teeth! 





ROLLER CHAINS « SPROCKETS 


a complete line from Ya-inch to 22-inch pitch 
BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 
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‘2153 SCRANTON ROAD ¢ 


“SHINYHEADS” 


America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished meg head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true,“mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size— 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
a. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


% 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated— 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


e @ CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless ~ cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


*& 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Suaonled in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — stee] covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16"’ across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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STANDARDS 








carried hy 
LEADING 
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SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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Don't send a boy to do a man’s work 


There's a Powell Valve’ that's 


just 2éght for every known 
FLOW CONTROL SERVICE 


Most valve failures are the result of misapplication . . 
installing valves that aren’t of the right design or sturdy 
enough to do the job for which they are selected. In other 
words, it’s like “sending a boy to do a man’s work.”’ 























On the other hand, it’s a waste of money to specify costly 
valves for services where less expensive ones may be used. 
This amounts to putting a man on a job that a boy can do. 


Your customers can avoid misapplication by (1) standard- 
izing on Powell Valves; (2) consulting Powell Engineers 
as to which valves satisfy their individual requirements. 


Powell makes such a complete Line* that there is a 
Powell Valve exactly suited to every existing service, 
from the simplest to the most specialized or exacting. 
That’s why only Powell Distributors are always able to 
satisfy all of their customers’ flow control requirements. 





Fig. 301—Large 125-pound Fig. 500 — 125-pound Bronze 

!ron Body Bronze Mounted Gate Valve with screwed ends, 
Fig. 150—150-pound Bronze Globe Valve. Bolted flanged screwed-in bonnet, inside screw 
Globe Valve with screwed yoke, outside screw stem, rising stem and tapered wedge; 
ends, union bonnet and re- renewable bronze seat and solid in sizes 4” to 34”; double 
newable composition disc. disc holder, with renewable in sizes 1” to 3”. =e 


composition disc. 


Fig. 1793—Large 125-pound Iron Body * 

thy te pee rly le so Powell Valves are made in Bronze, fron, Steel and 
| sizes 2° to 30°, inclusive. Has outside a wide selection of Corrosion-Resistant metals and 
| screw rising stem, bolted flanged yoke alloys. Valves of every type—Globe, Angle, Gate, 
and tapered solid wedge. Also available Check, Non-return and Flush Bottom Tank Valves— 


5} in All tron for process lines. are included in the Complete Powell Line. 


The Wm. Powell Company, Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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SIMPLIFIED PRICING BY 
/ichigan. ABRASIVE COMPANY 
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ONLY ONE DISCOUNT...UNIT QUANTITIES REDUCED TO TWO! 


It's easy, simple and pleasant to figure abrasive costs by means of a single 

y discount. Your profit is readily visible, your resale prices can be figured quickly. 

ABRASIVE BELTS Two unit quantities now replace four or more...up to 25 units and 25 units 
or more. This offers greater PROFIT on small purchases. 











V ABRASIVE ROLLS 


This new simplified pricing meets the demands made by distributors for an easier 


t=. @ 


4 method of figuring costs. It is but one example of distributor cooperation on the 
: ABRASIVE DISCS part of Michigan Abrasive Company. 
V ABRASIVE SHEETS Michigan Abrasive Company markets its quality abrasive products through 


selective distributors ... There is no competing sales force, there is full under- 
standing relative to distributor protection ... sales and engineering cooperation 
is offered ... it is to the best interests of Michigan Abrasive Company to see 
that the distributor secures the greatest volume possible on a profitable basis. 


V LAPPING COMPOUNDS 











You, as a distributor, should be interested in this made-to-order distribution 
iBuUT OR setup. Write for full information... make comparisons... then give considera- 
tion to handling the line .. . a territory in your district may be open. Do it today. 


Handle MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 16, Mich. 


[Tichigar. 








profitable-- -Easy 70 
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- RED COAT BRAND 
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You'll win with Stanley UNISHEARS 
for speedy cutting of sheet metal 









The NEW No. 218... only 4-3/4 Ibs. 
Cuts up to 18 gauge hot rolled mild 
steel, fast as you feed it, up to 15 feet a 
minute. Easier, faster and safer than 
snips. Blade action feeds in the work: 
operator just guides it. Hairline accuracy 
on curves, straight lines, angles, notches 
inside or out. Duplex handle. 
















The popular No. 214... only 8-1/2 Ibs. 
Zips through 14 gauge hot rolled steel 
at speeds up to 20 feet a minute. Needs 
only guiding. Follows straight lines, curves, 
angles, notches right to the line. Cuts 
inside or out. Slide operated switch and 
two-position handle. Blades easily re- 
movable for sharpening. 





All types, all sizes ot shops can save money, 
make money with a Stanley UNISHEAR. Cuts 
sheet iron, copper, aluminum, zinc, tin, leather, 
fibre, wire, linoleum . . . almost anything in 
sheet form. Does hundreds of production and 
maintenance jobs .. . making metal and fibre 


[ STANLEY | 


Reg. U.S. Pat. Off. 








patterns, mock-ups of new products, machine 
guards, covers, tanks, drip pans, spray booths, 
partitions, shelving, parts boxes and bins. Shop 
magazines are telling your customers to see 
these lightweight UNISHEARS at your place. 
You'll get more sales by helping your customers 
save more, make more money. Stanley Electric 
Tools, New Britain, Conn. 


eum )=HARDW ARE -HAND TOOLS - ELECTRIC TOOLS -STEEL STRAPPING le 
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BRAND 





CORNING BRAND STANDARD 

GAUGE GLASSES are made for 

moderate pressure service on boilers, 
>) vats, tanks, coffee urns, etc., where 
Bs pressures do not exceed 200 psi. 


TESTS PROVE 


PYREX GAUGE GLASSES 
LAST LONGER and FIT BETTER! 





e PYREX BRAND HEAVY WALL 


GAUGE GLASSES are designed for 
j all the services listed above but for 


pressures up to 600 psi. 





PYREX BRAND RED LINE 
GAUGE GLASSES magnify the 
water level and stand out in dark 
inaccessible places—handle _ pres- 
sures up to 500 psi. 





PYREX BRAND HIGH PRES- 
SURE GAUGE GLASSES are 
recommended for steam pressures up 
to 350 psi inclusive. They remain crys- 
tal clear under adverse conditions. 





\ 


+ MACBETH BRAND FLAT 
' GAUGE GLASSES resist pitting, 
etching, fogging and staining to re- 

/ tain clarity for long periods under 
: + steam pressures up to 1,500 psi. 





PYREX BRANDSIGHT GLASSES 
are available for low pressures and 
high temperatures as well as for 
high pressure service. They are de- 
signed for ovens, absorption columns, 
reaction kettles, furnaces, pressure 
| vessels, stills and tanks of any kind 
where safe, internal visibility is 
required. 











PYREX BRAND OIL CUP AND 
LUBRICATOR GLASSES are made 
in sizes ranging from 4%” to 6” in 























Give your customers the best service— with Corning Industrial Supply Glassware 


Here is further evidence of the satis- 
faction you give customers when you 
supply Corning Industrial Supply 
Glassware. 

Comparisons of PYREX brand Tu- 
bular Gauge Glasses with other com- 
mercial brands available were made 
under identical pressure and service 
test conditions. These tests again veri- 
fied what users have long known... . 
PYREX brand gauge glasses outlast 
any other make by a wide margin! 
They also fit more accurately and 
prevent leakage. 

When you consider the role research 
plays in developing and controlling 
all glass made by Corning, these re- 
sults are not surprising. But be sure 
you take advantage of them! You give 
your customer the best products . . . 
he gets the best service from them .. . 
you make a good profit on each sale. 

Well packaged and consistently pro- 
moted, Corning Industrial Supply 
Glassware should be one of your leading 
lines because there are many needs for 












e diameter to close tolerances. They eho: ‘ z ” 
provide high visibility and long life them “behind every smoke stack. 

S, on machine operations. 

p 

ee 

pe 

*S 

. CORNING GLASS WORKS e CORNING, N.Y. 
SALES OFFICES: NEW YORK e CHICAGO @ SAN FRANCISCO 

TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES - GLASS PIPE - LIGHTINGWARE - SIGNALWARE 
~ LABORATORY GLASSWARE + OPTICAL GLASS « GLASS COMPONENTS ; 
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General Electric brings you a new, 
bigger slimline fluorescent lamp! 


a 





pt 
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... gives modern streamlined lighting 
with low maintenance cost, long life. 





ERE it is! A big new slimline fluorescent 
f lamp .. . 8 feet long, 1% inches in di- 
ameter . . . 75 watts, and it has a greater light 
output than any other General Electric fluores- 
cent lamp. 





It’s the new General Electric T-12 slimline. 


When you're designing cool, modern stream- 
lined lighting for stores, offices, factories, better 
investigate the sales-making possibilities of G-E 
slimlines and particularly this newest member 
of the slimline family . . . the T-12. 


In addition to its size, this new lamp offers 
your customers all these important advantages 
of G-E slimline lamps: 








1. Easy maintenance. Single-pin base 

makes it easy to install and replace. 
2. New streamlined appearance. 
” 3. Instant start—no starters needed. 
Two great sales 
makers—General 
Electric’s 96” slim- 
line lamps: 

T-8 (1" dia.) 

New T-12 (114" dia.) 


SLIMLINE 
FLUORESCENT 4. High efficiency—more light per watt. 








5. Long life. 





For latest information about General Electric lamps ; 
and help with any lighting job, call your nearest G-E 
Lamp office. 


Have you seen this new 
booklet —“‘“Modernize with 
G-E Slimline”? For your free 
copy, write toGeneral Electric, 
Department 166-ID 10, 
Nela Park, Cleveland 12, Ohio. 





You can put your confidence in— 


GENERAL @@ ELECTRIC 





x eer) 
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When you sell your customers STERLING BOLT 
packaged fasteners you can do so with the assur- 
aye ance of cultivating good will which results in 

profitable repeat business. 


PHONE, WRITE, TELETYPE OR WIRE TODAY! 


STERLING 


COMPANY 


205 W. JACKSON BLVD., CHICAGO 6 
TELETYPE CG-488 
TELEPHONE HARRISON 7-9880 
SALES OFFICES: 

Union Trust Bldg., Cincinnati 2, Ohio @ 17 W. Market St., Indianapolis 4, Ind. 
161 W. WisconsinAve., Milwavkee3, Wis. © 1228 N. HadleySt.,St.Louis6,Mo. 








Carriage Bolt 


hig Ytom tn the Wate E buggy Era 
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..»AND STILL IMPORTANT _ 





But carriage bolts are only one 
of hundreds of kinds of metal 
fasteners supplied by Sterling 
Bolt to industry today. 

In steel or brass—cut thread 
or rolled thread—stock or special 
order—the name STERLING 
BOLT is your assurance of qual- 
ity bolts, screws, washers and 
metal fasteners of all types. 
Whatever your fastening need, 
for prompt dependable service 
and delivery of the right fastener 
at the right time, CALL THE 
STERLING BOLT CO. Phone, 
write or wire today. 


OR BRASS 


























INCREASE 


YOUR 
SALES 
by helping your 


customers to 
ECONOMIZE 


you thoroughly explain the advan- 

tages and economies of Johnson 

Universal Bronze Bars, nearly every 
customer will find many extra uses for them. First, 
being completely machined, inside diameter, outside 
diameter, and ends, there is a saving of 25% in weight 
over rough or semi-finished bars. Next, every bar is 
perfect, concentric, with no undersurface defects .. . 
entirely usable from end to end. Then, there is 
considerable saving in machine time, as Johnson 
Universal Bronze requires only 1/64'' cut to bring to 
size. They are cast from highest quality bearing bronze, 
a metal that cuts easily and yet delivers the utmost in 
serviceability. 


Johnson Universal Bronze is made in a wide range of 
sizes in both solid and cored bars. Cored bars are 
available in inside diameters from 14"' to 734" and 
outside diameters from 1'' to 10''. The possible varia- 
tions are great; for example, bars of 1'' inside diameter 
may be furnished with outside diameters from 114" 
to 4''. The solid bars are made in a range of sizes from 
54" to 8'' diameters. These are all important features 
your customers should know. 


IMPORTANT—be sure to tell your cus- 
tomers to order by FINISHED BEARING 
SIZE. Only in this way can they gain full 
advantage of complete machining. 


$35 SOUTH MILL STREET e NEW CASTLE, PA. 
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The Microscope Proves... 
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Run roller chains through your hands and they all look alike. Put Atlas Chain 
under a microscope and you'll see the difference. Stock Atlas Chain and your sales 
will show you the difference. 

The longer wearing qualities of Atlas Chain is proving a sales building quality 
to distributors from coast to coast. Photomicrographs show that all parts of Atlas 
Roller Chain are made of carefully selected steels and scientifically heat treated. 
Parts subject to excessive wear are treated to be tougher by the special “Nicarb” 


process. Nicarbing provides an outer surface strongly bound to the core of the 


steel, that proves by test to impart greater strength and wear resistance. In addition, 


all parts take on an unusual resistance to corrosion and oxidation. 
Put these strong selling points to work for you now! Get on the profit bandwagon 
and cash in on the huge potential market that awaits you in the OEM field. Write 
for your free copy of "THE ATLAS DISTRIBUTOR and THE ORIGINAL EQUIPMENT 
MARKET.” Conventional Hardening 





_ army of ants burrows into the earth... 
wherever the going is tough—they infil- 
trate. They swarm around, over, under—to 
by-pass a barrier or eliminate an enemy... 


Keystone Penetrating Oil #1, too, flows 
around, over, under—through close clearances, 
to dissolve rust and to free the tightest bolt or 
most stubborn equipment. It combines wetting 
and penetrating power to break metal to 
metal contact, and has sufficient body to lubri- 
cate surfaces being disengaged—preventing 
damage to threads. Many penetrating oils 
show high volatility—which means high fire 
hazard. Keystone Oil #1 achieves its high 
wetting power without resort to highly vola- 
tile materials. 





Sree Marts Beg 


z “a SPECIALIZED 


Among Keystone Specialized Lubricants, 
several penetrants are available—but for spe- 
cific uses: Oil #2, a gum and sludge solvent; 
#3, a wire rope cleanser, etc. But for a true 
rust-breaker, you want Keystone Penetrat- 
ing Oil #1. 


In these and all other Keystone products there’s 
top performance... and it’s this performance 
that makes Keystone products profitable for 
you. And it’s your prompt helpful service that 
makes Keystone products more desirable as 
well as economical to the consumer. 


KEYSTONE LUBRICATING COMPANY, 
21st, Clearfield and Lippincott Streets, 
Philadelphia 32, Pa. 


, 


LUBRICANTS OOO” 
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[here is no substitute for full coopera- 
tion and aggressive backing up by the 
manufacturer you represent when you re 
on the firing line of everyday selling. That's 
why we at Card do everything we can to 
help make selling easier and more profit- 
able for you. 

Take space advertising, for example. In 





1949, nearly a million sales messages are 
going out to cutting tool prospects through 
advertisements in AMERICAN MACHINIST, 
MACHINERY, MILL AND FACTORY and MODERN 
MACHINE. SHOP — the leading publications 
in the metal working field. And every 
one of these advertisements was based upon 
Card's unique sales idea: ‘The Certified* 
Cutting Tools’ to give you a real 
competitive selling edge. 


Ses lad 
ee 


In addition, every advertisement 
furthers your interest with the 
message “CONTACT YOUR LOCAL 
DISTRIBUTOR." 

You're backed up in other ways, 
too . . . modern merchandising 
materials are furnished you for 


your own selling efforts: tap and 




















drill size charts... envelope 
stuffers . . . advertisement reprints and 
catalog inserts with your imprint to help 
you in your mailing program. 

Trained engineers, who are familiar 
with every phase of the cutting tool field 
and its problems, are ready to back up you 
and your customers so that you'll both get 
the most from Card cutting tools. 

Finally, there's Card's progressive Dis- 
tributor Policy ... a model of fair dealing, 








full protection and hearty cooperation. 
You'll see what we mean when you talk 
with a Card Representative. 


S.W. CARD 


*by che Pittsburgh Testing Loborotory 











na, SCREW PLATES MANUFACTURING COMPANY 

oO 

DIE STOCKS + TAP WRENCHES Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 
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No Other Blade Offers You 


Better Profits, Greater Customer Satisfaction 


When a hack saw blade promises to cut saw- 
ing costs 20% to 50% and delivers what it 
promises, it’s bound to find ready acceptance 
fast. That is the story of “Jet-Edge” — the 
great new Millers Falls blade that has proved 
itself time after time in metalworking plants 
throughout the entire country. 

Naturally, “Jet-Edge” distributors are 
making money and finding new customers 
with this rugged, unbreakable, safer-to-use 
blade. They can’t help it, when customers 
tell them how it outperforms the best blades 


MILLERS FALLS 
paste) e— 


THERE’S NOTHING LIKE IT! 
In addition to the sensational “Jet- 
Edge” blade, let the “Blu-Mol® 
Tensiometer” build your hack saw 
business and profits. This unique 
device greatly increases the cutting 
efficiency and life of any blade. 
Easily installed on all types of ma- 
chines, it assures constant, correct 
tension . . . protects blades against 
shock . . . promotes faster cutting 
. improves accuracy. 


MILLERS FALLS “vtr-coce: BLADES | 


they’ve ever used. The super high speed 
edge welded to an extra strong back is the 
reason why it stands up, even under toughest 
cutting conditions . . . why “Jet-Edge” blades 
are a distributor’s entree to the best hack 
saw business in his area. 

We have interesting reports which prove 
“‘Jet-Edge’s” cutting superiority and suggest 
its profit-possibilities for alert distributors. 
If you want to offer your customers the best 
hack saw blade service, write today to Millers 
Falls Company, Greenfield, Mass. 
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Jacking Up Sales 








IF THAT’S YOUR CUSTOMER, GRAB HIM QUICK! — 
Looks like he’s got a pole straightening job to do and you are 
just the man to help him with the complete line of Simplex Jacks 
for utility field use. You can offer him rugged, versatile jacks 
for pulling or straightening any size pole; others for wire tension- 
ing and for handling any size reel of cable, wire or rope. Why 
not check your prospects now in this important market? Check 
your supply, too, of that fresh-off-the-press Bulletin: Utilities 49. 











A GOOD 
LOOKING 
JACK, T00! 









MEET THE SIMPLEX COVER GIRL —She’s the same attrac- 
tive model whose picture you saw on this page a couple of 
months ago when she “previewed” the new Simplex A5 
Aluminum Alloy Track Jack at the Chicago Railroad Fair. The 
subsequent news release and photo so intrigued the editor of 
Construction Equipment Operation that he put the picture on 
the cover of his August issue. No complaint from us. 








"THEY ALL LOOK 
ALIKE TO ME.” 







IT DOESN’T PAY TO ARGUE WITH A PROSPECT — 
And if he thinks that all ratchet lowering jacks look alike, agree 
with him. BUT at the same time tell him to “take a look inside” 
the Simplex. Show him such features as the vertical, multiple- 
toothed pawl to provide greater contact with the rack bar; drop 
forged alloy steel heat treated parts; the new adjustable spring 
links; precision machining; unbreakable trunions; shorter ful- 
crum centers and many other Simplex exclusives. In short, give 
him the full Simplex story and convince him that there’s more 
to a jack than meets the eye. 
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ADVERTISEMENT 





IF YOU HAVE A REALLY TOUGH JACKING PROBLEM 
— Here’s the man who can help you lick it! He’s William E. 
Gahl, better known as Bill, now chief engineer for T-K, and 
associated with the company for 20 years. Bill not only handles 
design, research and testing for standard jacks in the Simplex 
line but takes on any highly specialized jacking problem with a 
smile. He’s been responsible for many important jack improve- 
ments and he’s certainly the man for you to call when a compli- 
cated jacking job comes your way. 





THEY COME FROM NEAR AND FAR — Among the recent 
visitors to the T-K plant was Mr. L. Meili, a Simplex distributor 
from Zurich, Switzerland. Other visitors included Mr. ‘‘Bill” 
Christie of Barrett-Christie Company, Chicago, and Mr. Stacy C. 
Hinkle of The Mine & Smelter Supply Company, Denver. 





LOOKS LIKE 
/ WORK 
ANYWA yl , 












IT’S A COLD WEATHER WORKER, TOO! —In a recent 
paragraph about Simplex Hydraulic Jacks‘we mentioned one 
that had operated continuously for 18 months in a room where 
temperatures reached 340 degrees. Now, with the cold months 
just ahead it might be equally important for you to point out to 
prospects that Simplex Hydraulics are efficient at any tempera- 
ture. Ball valves are spring controlled and non-sticking; high 
pressure packing seals are of neoprene and Simplex Hydraulic 
Jack Oil is dewaxed, with high viscosity and low freezing point. 
These are all musts for jacks that must stay on the job outside 
all through the winter. 


IF YOU’RE GOING TO PLAY SANTA CLAUS 
to yourself (and anyone else) when December 25th 
rolls around, now’s the time to get busy. The Jack 
market is big and with the complete Simplex line 
you've got a winner in every field — top quality plus 
top sales power ! 


TEMPLETON, KENLY & CO. 


1036 S. Central Ave., Chicago 44, Ill. 
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QUAKER CONVEYOR BELTS PRE-TESTED 18 TIMES 
TO ASSURE LONG LIFE UNDER MOST SEVERE CONDITIONS 


Coal... cinders... hot ashes ... packages . . . products on 
the line—Quaker Belts are made for every purpose and case 
histories prove they stand up under the most severe usage. 
They're pre-tested and torture-tested when they are made to 
‘withstand every operating condition. 

One of the many tests Quaker Conveyor Belts must go 
through is shown above. A blowtorch, at high heat, held six 
inches from the surface of the belt for six minutes. Quaker Belts 
take it and are ready for more. They're tough, rugged and built 
for long wear. They're made for every industrial application to 
assure less maintenance ...to help your plant reduce the 
“break-even point” in its operations. 

Whatever your need for industrial rubber products there’s a 
Quaker Pre-tested Product for your plant. Power transmission 
belting for every type of installation ... rod and sheet packings 
...moulded and braided hose...and all kinds of custom- 
made moulded rubber products. To economize on production 
costs...it pays to Quakerize your plant. 


HOSE THAT STANDS ABRASION PACKINGS FOR TIGHTER SEALS 












Hose for air, steam, 
water, oil, gas, chemi- 
cal,fire,or paint, Quaker 
makes it and makes it 
to fit the particular 
needs of industry .. . 
each length pre-tested 


Quaker Packings are 
scientifically engi- 
neered for every use— 
for pumps, refrigera- 
tion, compressors, 
water lines, valves and 
many other places in 
Industry. Each  pre- 
tested for positive per- 





for peak perfor e 















QUAKER RUBBER CORPORATION 


PHILADELPHIA 24 PA + New York - Cieveland 15 - Chicago.16 + Houston |} 
Wester Territ ry 


ACI RURRER o Ss 1) 10. ‘ Angele 21 + Seattle 4 
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ou dont need a pitch to sell Chicago Safety Plus 


When you visit your industrial customers time after time, it’s necessary to 
have a basic “in” line that's always good for routine restocking sales. One that sells 
without a time-taking ‘pitch’ and buying deliberation—one that pays dividends 


ite naa Ps EY <r 


regularly with every call. 
Chicago “Safety Plus” Screw Products offer just such a line. They have what 
it takes in a “necessary” line of production screw products—accurate, clean dimensions . . . 


A a = inant coreibe 


sharp, true threads . . . unrivaled strength—to assure continued satisfaction and 
steady, profitable demand. 
Over 76 years of experience, plus a complete new plant equipped 
with the most modern manufacturing methods and machines, contribute to the 
superiority of Chicago “Safety Plus” Screw Products. They're best 
for your customers’ products—and best for your regular profits! 


policy is based 


operation with the 





t Write for details 





Chicago “\Safely-Plua” Products Include: 


Socket Head Cap Screws °* Socket Set Screws 
Stripper Bolts * Square Head Dog Point Set Screws 
Socket Pipe Plugs * Keys for ‘SAFETY PLUS’ 
Products * Hexagon Head Cap Screws * Square 
Head Cup Point Set Screws * Headless Set Screws 
Fillister Heod Cap Screws * Taper Pins °* Milled 
Studs © Semi-Finished Hexagon Nuts °* Semi- 
Finished Hexagon Castellated Nuts. 
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You stand to gain much in dealing with your Fairbanks- 
Morse Branch or Dealer as the single source for a// 
your electric motor requirements. Not the least are the 
benefits of undivided responsibility, unprejudiced 
advice and application assistance. For your copy 
of the handy “Pocket Panorama” which illustrates 
the complete line .. . write Fairbanks, Morse & Co., 
Chicago 5, Illinois. 


FAIRBANKS-MORSE 





A name worth remembering 


DIESEL LOCOMOTIVES e DIESEL ENGINES e PUMPS e SCALES e MOTORS e GENERATORS 
STOKERS e RAILROAD MOTOR CARS and STANDPIPES e FARM EQUIPMENT e MAGNETOS 
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Bonney Distributors 


cet 2-WAY PROFITS ! 
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EXTRA PROFITS ON 
Destgn 
TOOLS 


STEADY PROFITS ON 


Everyday 
TOOLS 


hen it comes to standard tools for ‘round- 
he-plant use, Bonney is the best bet for easy 
ales and steady profits. You'll find Bonney’s 

idely-known reputation for making the 
‘world’s finest tools’’ will bring steady 
epeat sales. Your customers have hundreds 
nnd hundreds of handsome, extra-tough 
ools to pick from in the new Bonney Cata- 


Being a Bonney distributor means you don’t 
have toskip themany plants whosemachines 
and equipment call for ‘“special’’ tools. 
We may have them in stock because we've 
designed so many unusual tools to reach 
“out-of-the-way” adjustments. If we don’t, 
a blueprint or a description of the hard-to- 
get-to spot is all our tool engineers need to 
make the tool for the job—and you get all of 
this plus business. You needn't pass up a 
single sale when you handle Bonney Tools. 


Ae OD 


log—easy-handling tools to service prac- 
tically all plant requirements. If you don’t 
have a copy... 


MAIL COUPON BELOW FOR 
THE NEW BONNEY CATALOG 


IF IT’S NOT IN OUR CATALOG 
oe « WE'LL DESIGN IT! 
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BONNEY B// 77a ae TOOLS 
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BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA. 


Please send me full information on the sales and profit 
possibilities of Bonney Tools. ID-10-49 


BONNEY FORGE & TOOL WORKS 


NAME 





ADDRESS 
ALLENTOWN, PA. City. ZONE—_STATE 
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| WANTED: DISTRIBUTORS 


There are ‘still undeveloped markets in the in- 
dustrial sales field. Basic needs are the bread and 
butter of your business. If you had another new 
necessity product with an 81% profit margin that 
-required only one initial demonstration, could you 
merchandise it to its full potential? Could you 
maintain sufficient stock to make immediate delivery 


on continual repeat orders? 


$2.00 VOLUME MARKET 


The two dollar sale is an easy one and is in- 
variably followed by full case orders, The repeat 
business is a check-off item on automatic inventory 
_ re-ordering. This product, which is a necessity in 
every industry with power transmission, has a proven 


volume of sales which is unbelievable. 


1000 CANS PER MAN 


During the past two years we have tested this 
item in a compact area which covers 5,673 diversified 
industrial establishments. This product sold easily — 
sold on an average of 1000 units per salesman. 
These sales were made in addition to the regular 
line of industrial supplies handled. The distributor's 
gross profit was $900 per salesman. 


‘AN ENTIRELY NEW PRODUCT 


Two years ago this product was new in this test 
area, today it is the leading product of its kind in 
this: market. It has passed the product value and 
merchandising tests and is now ready for national 
« distribution as Chesterton Belt-Fluid, the only belt 
treatment to maintain maximum horse-power for the 
life of any belt. 


ENDS BELT DRESSING HANGOVER 


To every engineer, ordinary belt dressing has 
created an unsolved problem; the problem of main- 


taining belt efficiency, Ordinary belt dressing will 


increase usable power load temporarily, but quickly 
acquires a gummy “hangover” which decreases belt 
power below its original figure. Ever increasing ap- 
plications are required to maintain traction. Chester- 
ton Belt-Fluid will maintain a steady pull, holding 
the horse-power transmitted 50% above normal; 
and in doing so will neither oxidize nor will it gum 
up the belt..We supply laboratory tests to prove 
this to you, but a $2.00 purchase will convince any 


engineer. 


EXCLUSIVE FEATURES 


Chesterton Belt-Fluid has these additional ex- 
clusive sales features; a completely new synthesized 
formulation which contains no rosin or asphalt, is 
fireproofed, does not collect dust or dirt, has 50% 
more traction, will not stain fabrics or contaminate 
foods, cleans all belts to original surfaces regardless 
of accumulations of old style belt dressing, will not 


harden, glaze or dry out. 


PROTECTED TERRITORIES 


If you have the sales force to adequately cover 
industry in your area, if you are promotion minded, 
if you can foresee the profits in a two dollar volume 
market, then write me directly for the agency of 


Chesterton Belt-Fluid in your city. 


ra 


aN 7 
A. D. Chesterton, President 
A. W. Chesterton Company 


6 Ashland Street 
Everett 49, Massachusetts 





4 POP, SENT 
DAFFY DILLY TO 
THE TOOL ROOM 
FOR A SUPER-SHEAR- 
-- LOOK WHAT 
HE BRUNG / 


SS YESTIDDY HE 
WAS GONE AN HOUR 
HUNTIN' A LEFT- 
HANDED MONKEy- 








BET THE LI'L 
SUCKER WAS 
WEANED ON A 
PICKLE-- A 
DILLY! GET IT? 


WRENCH / 



































Daffy’s error may be 

excusable, because to 

many shop workers, fore- 

men, production and pur- 

chasing heads the patented 

Nicholson Super-Shear* File is 

still “news”—even though it al- 

ready has had several years of pop- 
ular usage in various industries. 


*Reo. 


a ® - 
U.S me.og, Lhe Super-Shear is a rather remarkable 


and versatile file—different from the stand- 
ard curved-tooth file in that— 


(a) Its teeth are in an “off-center” arc that varies their 
angles and spacing to provide both fast cutting and 
smooth finishing in one operation; 


b) The “rake” of its milled, “razor-sharp” teeth is at an 
P 


NICHOLSON FILE CO. ¢ 42 ACORN STREET * PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 


angle that produces virtually a “shaving” or shearing 
action; 

(c) Its longitudinal serrations help to break up the se 
(“shavings”) for sliding them out along the gullets with- 
out clogging. 


The versatility of the Super-Shear gives the industrial 
distributor a wide field for sales. It can be used on alumi- 
num, brass, bronze, babbitt, magnesium, plastics, cast 
iron, cold-rolled steel—or even annealed tool and dic 
steels—and note the results. Fast? Very! Finish? Smooth 
as a jack plane’s finish on wood! Production costs? Defi- 
nitely lower on the kind of filing jobs it’s made for. 


For your sales personnel’s use, send for as many copies of 
“FILE FILOSOPHY” (new, 16th edition) as needed to keep them 
well informed on manufacture, kinds, use, care of files. 


> 
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THE NEW 


century 


VIBRATIONLESS 


Weighing less than 5 pounds, the new vibrationless Century 
Sander enables you to sand without fatigue. You hold 
it easily in one hand to quickly and uniformly sand wood, metal 
or composition—flat or curved surfaces—from a vertical, 
horizontal or overhead position. Only 334” high, 
9” long and 3” wide, the Century sands in close quarters— 
right up to corners and trim without danger of damage. 





Low in cost, powerful and durable! Learn more 
about the Century—write for catalog today. 


Use the Century to prepare wood or 

metal surfaces for paint, to sand under- 

coats and to rub or polish final coats 

of varnish or lacquer. For refinishing, Like the famous 20th Century Limited of the 

repair, general maintenance and New York Central Railroad, the new Sterling 

factory production. Century Sander gives you speed, quality 
and dependable service. 


YOUR DISTRIBUTOR STOCKS STERLING SANDERS 


1334-R Milwaukee Avenue, Chicago 22, Ill. 
Canada: Terminal Warehouse Bldg., Dept. 23, Toronto, 1 


Send me the new Century catalog. 








lA sits =. 
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ATTENTION 









ADDRESS 








city 
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Talk of the Trade 





SMALL FRY: Juniors, it seems are giving their 
fathers a rough time...C. J. ‘‘Bunny” Meister, son 
of Carl J. Meister (Atlas Chain & Mfg.), has been 
walking off with just about all the blue ribbons in 
the horse shows in which he is eligible as a 12-year- 
old...Brad Tessendorf has shown his father, T. 
Fessendorf (Worthington Pump & Machinery), what 
results a good fisherman can get--Brad caught a 
24-lb. muskie while up in Ontario...Tess, so the 
story goes, once caught a 24-in. muskie but he had 
to use a stretcher to make it that...Speaking of sons 
reminds us that Ad Moore’s son is now a sophomore 
at Princeton. 


PROMOTION: T. Harry Thompson, who writes a 
column in Sales Management, used a little squib that 
caught our eye: “‘A rider reports this sign along the 
Chicago El: 


We deliver 

NUTS TO YOU 

and bolts, too” 
CONGRATULATIONS: Sanford J. Berg (Pulver 
Machinists Supply, Chicago) was handing out cigars 


recently...His wife presented him with a daughter, 
Nancy Ellen. 
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COPS ’N ROBBERS: Paul R. Shelly’s pants were 
shot full of holes the other night...Paul (York 
Machinery & Supply, York, Pa.) wasn’t hurt though--- 
he wasn’t wearing the trousers...Here’s the way it all 
happened: Paul and his family were on a bit of a 
vacation in Atlantic City. When they returned they 


found their home had been burglarized. One of Paul’s 
suits, his best top coat and several other articles 
were missing. The burglar apparently had a leisurely 
lunch in the Shelly home. Paul, of course, reported 
the matter to the police and the very next morning 
they visited him:with the confessed burglar in tow. 
The burglar was an escaped convict who, after 
sheddjng::his prison garb,. had donned Paul’s suit. 
There was a general alarm out for him, and when a 
farmer spotted him in the neighborhood and inquired 
what he was doing skulking about, the convict drew a 
gun~and, let go. The farmer, fortunately, had a shot 
gun withyhim and he too let go---the bandit had to 
have several pellets removed from the seat of Paul’s 
trousers, 





VACATION TALK: One of the girls in our office 
returned from her vacation with this report: A 
vacation is a succession of 2’s. It consists of 2 
weeks, which are 2 short, after which you are 2 tired 
2 return 2 work and 2 broke not 2. 





THE WRONG RESULT: A distributor salesman was 
telling us the other day of a manufacturer’s promotion 
idea that he disliked intensely...The manufacturer 
was conducting a contest for distributor salesmen, 
and our informant hadn’t been doing too well in it... 
The manufacturer wrote a letter to the salesman’s 
wife, suggesting that she urge her husband really to 
go after the contest prizes...‘‘Now,”’ the salesman 
said, ‘J wouldn’t sell that manufacturer’s product 
for all the tea in China’’...Apparently, the manufac- ~* 
turer had been sold on the parte Journal’s 

slogan: Never Underestimate the Power of a Woman. 


R. * B. 
is 
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FIG. 976-A 
Plug Type 
Armor Seat 
Bronze Globe Valve 


500 BRINELL ARMOR SEAT Plug 
and Seat Ring of Jenkins JX500 spe- 
cial alloy stainless steel — heat 
treated to 500 Brinell hardness and 
extraordinary ductility—lapped to- 
gether to a mirror finish. Unaffected 
by throttled steam, resists galling, 
erosion, corrosion. 

















” JENKINS 


DISTRIBUTORS 


Wherever piping systems include valve-killing services (which build 
up excessive maintenance and replacement costs), Jenkins’ super-tough 
Fig. 976-A Valve safeguards production against shutdowns due to valve 
failure ... means more valve sales for Jenkins Distributors. 

Stout “heart” of the Fig. 976-A is its stainless steel plug and seat 
ring, hard enough (500 Brinell) to smash steel chips without scoring, 
yet tough enough to take a 9-ton load and not crack. It will protect 


maintenance budgets against the most troublesome valve destroyers: 


grit, throttled steam, rust tubercles, entrapped pipe chips, welding 


beads and boiler scale. 





Consider the market for the Fig. 976-A—any industry in which valve- 
killing services are a problem! Built to Jenkins quality (which means 
the longest-lasting, lowest upkeep valve money can buy), and backed 
by a complete merchandising “package”, this valve that’s “a dozen ways 
better” is another sales leader for Jenkins Distributors . . . another 
reason why Jenkins continues to be the preferred valve franchise. 

Jenkins Bros., 80 White St., New York 13; 


Bridgeport, Conn.; Atlanta; Boston; Philadelphia; Chicago; 
San Francisco, Jenkins Bros., Limited, Montreal. 


NKINS 


LOOK FOR THE DIAMOND MARK 

















Courtesy The Ohio Leather Company, Girarl 


Tannery switches to Republic Hose — saves money 


"TANNERY buyers, annually purchasing large quan- 7 Without competition from its 
source of supply, and operating 
under Republic’s 5-Point Sales 

be ee Policy, Youngstown Rubber 
But! Not so when Republic Creamery Hose is on the job! — . Products finds hose sales prof- 


. . W. F. Burs, President itable. 
With a specially compounded Reprene cover that Ss tesaieaimanemueltt, 


resists greases, lime liquor, sodium sulphide, Bate liquor, Youngstown, Ohio 


tities of hose, know that animal fats, thick greases and 
damaging acids may rob their investment of its usefulness. 


sulphuric acid, salt, chromium sulphate and alkalies, acpusuic’s 5-remt poucy 
Republic Creamery hose gives 50% longer service than does ~ 
A LINE of rubber items sufficiently complete to permit effectively 


ordinary water hose. The flexible, tough cover also resists supplying the requirements of the trade solicited. 
5 : A QUALITY of product uniformly good and capable of delivering 
the abrasion of concrete floors. Its long-enduring tube service results that should reasonably be expected. 


° ° A PRICE basis inducing and making possible aggressive compe- 
resists swelling when exposed to hot water and low tition with reasonable profit return. 


: : FREEDOM from competition from his source of supply, either 
pressure steam. Its carcass remains firm. cont or indirect, among the trade covered by his day to day 
‘ solicitations. 
. Mr. Salesman: you can be confident that Republic — helps 4 oo eo A ~y his sqles ~ 
. ° ° ma iven the advantage of specialized training and a 
ubber makes a nose to satiSty all situations. knowledge of the product sold. 
Rubb kes a hose to sat ll situations Swiedge H 


Pioneers in the use of COLD RUBBER 


MECHANICAL RUBBER GOODS 8 


REPUBLIC RUBBEF 
REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO D AYE Sl ] N 
Lee Deluxe Tires & Tubes + + Conshohocken, Pa. 
























he, Yee distributor will give an emphatic “Yes” 
to that question. But what can you do about it? 

The current dip in industrial activity and the re- 
sulting decline in distributor sales have made every- 
one extremely cost conscious. Breakeven points are 
high and any drop in volume calls for immediate 
steps. 


Two Approaches 


There are two courses of action which may be 
followed (1) the “slash everything across the board” 
type of approach and (2) the selective approach 
based on detailed study and analysis of each opera- 
tion. The appeal of the “across the board” type of 
job is that it looks easy and holds out the promise 
of quick results. The danger, however, is that it will 
result in the reduction of expenditures in areas that 
should be expanded. More sales can cure a lot of ills 
and certainly the arbitrary curtailment of sales-build- 
ing activities in the interest of cost reduction is false 
economy. 

On the other hand, a selective, detailed approach 
to eliminate waste and inefficiency will yield lower 
costs without destroying essential sales-building activi- 
ties. Indeed, an absolute increase in selected expendi- 
tures to support or boost sales may be the wise course 
of action. This second type of approach recognizes 
that every distributor has certain basic functions and 
services to perform. The drive is to eliminate waste 
at every step. This is the same as saying the pro- 
ductivity of everyone on the distributor’s payroll 
must be increased. For each manhour worked, more 
in the way of order writing, order filling, billing, 
selling, etc., must be accomplished. If waste effort 
all along the line is eliminated, greater productivity 
will result. 

Everyone abhors waste. The problem is to uncover 
wasteful activities and root them out. This requires 
detailed study of every job, as well as the study of 
the overall organizational setup that relates the parts 
to the whole. 

Waste occurs in various ways or is of various forms. 


1. There is waste wherever duplication occurs—writ- 
ing an order 3, 4 or 5 times. 


2. There is waste from backtracking because of a 
poor work flow—incoming and outgoing orders 
in the same space. 


3. There is waste from poor layout in the office or 


Industrial Distribution 


Are Your Costs Too High? 











the warehouse—fast-moving items in remote 
areas of the warehouse. 


4. There is waste through lack of advance planning 


of work schedules—routing and frequency of 
salesmen’s calls and routing of trucks. 


5. There is waste (especially in selling) where efforts 
are spread disproportionately in relation to re- 
turns—where too much time and effort is spent 
on the less important jobs (in selling, on the 
customers or products with low potentials). 


6. There is waste when abilities are not utilized to 
the best advantage—a good man in a spot that 
doesn’t cash in on his capacities or a man in a 
responsible position occupying his time handling 
clerical details. 


7. There is waste through poor coordination of the 
various segments or steps in a job—lack of tie-in 
between sales promotion on an item and sales- 
men’s calls. 


8. There is waste where men are used to do a job 
that a machine could do better and more 
quickly—hand operation in the office or ware- 
house vs machines. 


9. And, finally, there are wastes where materials, 
facilities or services are used unduly or need- 
lessly—stationery, telephones, lights, postage, etc. 


Cost Reduction Check List 


These and perhaps others are the broad forms 
which waste may take. Each operation in the dis- 
tributor’s organization should be checked for each 
type of waste. To facilitate this detailed job, and 
it must be in terms of details to be successful, we 
have prepared a check list for cost reduction on three 
important phases of each distributor’s operation 
(page 81). As a method of procedure, selected in- 
dividuals responsible for each task can be assigned 
the job of getting the details and of rooting out the 
various forms of waste. It will take time and it will 
take effort. And for the whole job itself not to 
become another form of waste, it will require the 
complete cooperation of everyone in the distributor’s 
organization. 


hn A Coiba 
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INSIDE MEN at Silliter & Holden, Inc., Hartford, W. J: McElroy, Dan Stigliano, 


Robert McClure and A. G. Messenger, general manager, listen to selves speak out. 


alesmen Record Sales Ideas 


A STATISTICAL APPRAISAL Of a sales de- 
partment’s performance, such as ob- 
tained by sales analysis or a study of 
general sales figures, is admittedly a 
valuable aid in directing and applying 
sales effort. Cold statistics, however, 
do not give the entire picture. Sales- 
men accumulate considerable non-sta- 
tistical information which can clarify 
sales figures. 

Many sales executives appreciate the 
value of this non-statistical informa- 
tion. They are constantly exploring 
means of obtaining and using it in 
conjunction with sales statistics to im- 
prove the selling job. As a result, 
simplified call reports and _ personal 
conferences with each salesman on 
particular accounts are employed ef- 
fectively by many distributors. 

Such means, however, utilize only 
a part of the salesman’s fund of knowl- 
edge about customers. H. D. Holden, 
vice-president and treasurer of Silliter 
& Holden, Inc., Hartford, Conn. in- 
dustrial supply firm, realized this and 
felt that it was a field worth exploring. 
Having participated in several round 
table discussions on assorted topics, 
Mr. Holden decided that they were 
productive of information and ideas. 
The method was worth a try with 
Silliter & Holden salesmen. 

The round table discussion on se- 
lected topics, Mr. Holden said, has 
several features which recommend its 
use by sales executives. It can be con- 
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centrated around those factors which 
sales management knows, from experi- 
ence, affect sales figures. The infor- 
mality of a discussion encourages ex- 
pression. Discussion stimulates sales- 
men’s thinking about their customers, 
their firm, their own selling techniques 
and other selling fundamentals. It is 
also productive, at times, of new ideas. 

There are several aspects about cus- 
tomers and sales which statistics and 
call reports, said Mr. Holden, do not 
reveal. Among these are: 

1. Customers’ opinions regarding 
their future business. 

2. Customers’ attitudes toward in- 
ventory purchasing. 

3. Customers’ future 
plans. 

4. Customers’ opinions of the dis- 
tributor’s service and organization. 

5. Customers’ credit prospects. 


Field Is Wide 


The list represents only a few of the 
areas which must be explored to clar- 
ify sales figures. The answers to ques- 
tions such as these can be solicited 
from salesmen in writing or inter- 
views. These methods, however, con- 
sume time and effort. Distributors 
who have tried to get lengthy written 
call reports will attest to what appears 
to be an occupational aversion on the 
part of salesmen to write anything 
but orders. Personal interviews in 
particular instances cannot be. sur- 


production 
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passed as a means of getting particular 
details. Because of the time involved 
in interviewing many salesmen, inter- 
views must be used sparingly. 

Round table discussion among sales- 
men gives the advantages of written 
reports and interviews, Mr. Holden 
said, without the expenditure of ex- 
cessive time and effort. Each sales- 
man draws upon his own experience 
and, since the discussion is confiden- 
tial, he states customers, places and 
conditions frankly. The value of the 
discussion is heightened by recording 
it. 

The disc recorder, or any recording 
instrument for that matter, Mr. Hol- 
den said, is a vital phase of a round 
table of this sort. The use of a re- 
cording instrument, whether it be 
disc, tape or wire, gives a permanent 
record of all that is said. It enables 
sales management to review the dis- 
cussion, refer instantly to the record 
and hear the facts, opinions and ideas 
expressed. 

Careful planning was Mr. Holden’s 
means of insuring the success of the 
initial salesman’s round table discus- 
sion. At the time that Mr. Holden 
tried his experiment, the transition 
from a seller’s to a buyer’s market was 
virtually completed. Mr. Holden was 
interested in securing  salesmen’s 
knowledge and opinions on four gen- 
eral topics which would help in the 
appraisal of sales possibilities, cus- 
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A PLAY-BACK of a roundtable discussion gives H. D. Holden, salesmen’s thoughts 


about customers and company activities. 


tomers, Silliter & Holden’s sales pro- 
motion methods, salesmen’s selling 
techniques, effect of prices on pur- 
chasing. The value of information on 
such subjects must be apparent to 
any distributor. 

The agenda for the discussion was 
based on questions concerning these 
topics. It opened with Mr. Holden 
explaining the purpose of the discus- 
sion. Discussion followed cach ques- 
tion. The agenda, as read by Mr. 
Holden, follows: 

“Like everybody else, we want more 
business—profitable business, and you 
boys are on the firing line. Your 
ideas, properly sorted and evaluated 
can be of great help to us in planning 
and developing sales. So let’s hear 
what you have to say. Since the cus- 
tomer is our ‘meal ticket’, let’s talk 
about him first. 


The Questions 


“1. Is he optimistic, and, if so, for 
the whole year 1949 or for the first six 
months? 

“Is he holding back on his buy- 
nig? 

“Is he holding back on his own 
hunch or on instruction from his 
superiors? 

“Are small shops busier than 
large shops? 

“Is the customer continuing on 
his regular product or is he figuring 

on new jobs and products? 

“If the latter is true, are you 
making an effort to find out if he 
will buy items new to him but 
which we carry and stock? 


“Are you on the look-out for 
signs which will indicate whether 
his credit standing may be improv- 
ing or slipping? 

“Is he complimentary to us or 
critical? 


“2. We want to help vou sell more. 
Therefore, we will welcome a frank 
expression from you on the following 
questions: 

“Do you get any customer reac- 
tion to our direct mail campaigns? 

“Do you believe they help to 
pave the way for your next call? 

“Do you have any suggestions as 
to how these mailings might be 
more beneficial to you? 


“3, Prices are getting to be more of 
factor today and we are wondering 
you boys have enough information. 

“When you are asked to quote 
while making a call, do you feel 
sure enough to quote a firm price 
or do you call the office? 

“Do you feel you have lost any 
business through not having prices 
with you? 

“Do you think it is practical to 
try and have correct up-to-the-min- 
ute prices with you at all times? 


- > 


nn 


“4, Let’s get back to the customer 
again and how we can better help him. 
“What do you think about al- 
ways having something specific to 
show him? 

“If you have nothing to show, 
how many lines do you feel you 
can push at one call? 

“What are some of the ways in 
which you feel you can help him 
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the most? 

“You boys are backed up by a 
very efficient inside organization, 
and, we suppose, of course, that you 
always emphasize that fact to the 
buyer. 

“Do you think it is appreciated 
and used by the average customer? 


oe 


5. In concluding this discussion, 
have you any ideas, or suggestions not 
covered here that you feel will help 
to promote sales and good-will? 

The salesmen’s response to the 
round table idea was enthusiastic. 
The information and opinions of the 
men on the firing line proved valu- 
able in forecasting business trend and 
developing future sales plans, Mr. 
Holden said. 


Answers Studied 


The permanent record of the dis- 
cussion enabled Silliter & Holden offi- 
cials to study the answers’ and opin- 
ions carefully. R. R. Holt, sales man- 
ager, took the recorder and discs home 
one evening and spent three hours 
playing the discs and making notes. 
The notes suggested action on particu- 
lar customers, services and sales aids. 

In addition to supplying sales man- 
agement with data to supplement 
sales figures and call reports, the 
round table served to crystallize the 
salesmen’s thinking on the subjects 
discussed. Many of the questions re- 
flected sales fundamentals which, af- 
ter the long spell of the seller’s mar- 
ket, needed some refurbishing. 

One of the interesting by-products 
of the use of a sound recorder was one 
salesman’s experience. After the meet- 
ing, Mr. Holden played back the 
whole discussion to the assembled 
salesmen. One of them “heard” 
himself for the first time. After the 
initial surprise of “hearing” his own 
voice, he listened attentively and 
critically. He noted several errors of 
diction and speech he had made. 
“Things like that can sound bad in 
front of a customer,” the salesman 
said. Now he’s paying a little more 
attention to such “‘little things”. 

The recorded round table discus- 
sion, Mr. Holden commented, need 
not be confined to outside salesmen. 
He is planning to hold another with 
warehousemen on how the company’s 
service can be improved. Inside sales- 
men also can be solicited to give their 
experience and thinking on present 
service and improvements. 





1 never did anything worth doing by 
accident, nor did any of my inventions 
come by accident; they came by 
work. —Thomas A. Edison 


























CUSTOMER attendance at a typical McShane Co., sales meeting runs high. Attendance 
averages 175 interested buyers and plant engineers who appreciate this new distributor service. 


Sales Meetings That Click 


Omaha distributor invites customers to sales meetings; a new service for cus- 


tomers and a brand new sales meeting technique that does a job for salesmen 


Many SALES MANAGERS search franti- 
cally for ways to improve sales meet- 
ings and make them more successful 
as sales generators. Most salesmen, 
they agree, become callous to the run- 
of-the-mill sales meetings, so new 
methods and ideas are needed to spark 
new interest and enthusiasm in sales 
meetings—a_ vitally important sales 
function for industrial distributors. 

Normal procedure for most indus- 
trial distributor sales meetings is to 
invite a factory representative to stage 
a sales meeting on his product. The 
sales meeting is usually held first so 
to leave the balance of the factory 
representative's week in town for 
making calls on prospective customers 
with the distributor’s salesmen. 

But at the T. S. McShane Co., 
Omaha, the sales meeting procedure 
is a complete turn about from the 
normal. The sales meetings at this 
firm are held at the close of the work 
week, after the factory representative 
has made the rounds of local plants 
with the McShane salesmen. What's 
more, the customers are invited to 
sit-in on McShane sales meetings. 
W. W. Warrington, sales manager 
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for this company, contends that a 
factory representative should have a 
taste of the local selling problem con- 
fronting his product before he can 
adequately advise the distributor’s 
salesmen in how his product can be 
sold and applied to the local indus- 
trial need. 


Local Flavor Added 


“Because the first part of the fac- 
tory representative’s sales meeting 
week is spent making pre-scheduled 
calls with our salesmen,” said Mr. 
Warrington, “the material he presents 
at our sales meeting is pointed infor- 
mation dealing with local plant prob- 
lems and how his product fits-in as 
the cure. Having an informal, local 
flavor, the sales meeting is followed 
more closely by our salesmen and 
customers, too.” 

“Operation sales meeting”, at the 
McShane Co., is the responsibility of 
the salesmen. Each month a differ- 
ent McShane salesman acts as sales 
meeting chairman, scheduling the 
time the factory representative spends 
with each McShane salesman, arrang- 
ing for the sales meeting and assist- 
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ing during the product presentation. 
Given the authority to run their own 
sales meetings, McShane salesmen use 
their own discretion in developing 
new ideas and methods of presenting 
the product’s sales story at sales meet- 
ings. The aim is to keep the meet- 
ing moving and interesting by con- 
trolling the subjects for discussion. 

Most salesmen know what they 
want out of sales meetings and the 
typical McShane sales meeting 1s 
designed to give them what they want 
without the usual wasted motion. 
Inviting customers to sales meetings 
automatically controls and eliminates 
the “pet gripe” sessions where one 
or two salesmen air their grieviences 
about accounts they find hard to close. 
Gripes are cleared up in the early 
part of the week while working with 
the factory representative. 

Another time wasting habit done 
away with at McShane sales: meetings 
is the factory representatives’ over 
generous use of generalities. McShane 
salesmen endorse the use of product 
movies and other forms of graphic 
presentation, but many times, they 
report, these were followed by “‘can- 
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ned sales talks” given over to general 
applications of the product far afield 
from the local need and sales prob- 
lem. 

The early in the week plant calls 
furnishes the factory representative 
with fresh, case histories of the job 
his product can and will do in local 
plants. ‘This information is the re- 
quired theme for the sales meeting 
liscussions. This way, the factory 
‘epresentative keeps the meeting on 
an interest level that salesmen and 
their customers appreciate. Custom- 
ers usually lead the field in generating 
| spirited discussion of the product 
n the question and answer periods. 


Long Range Selling 


The power of the McShane sales 
neetings to impart product educa- 
tion to the salesmen for this distrib- 
utor is reported to be far better than 
sales meetings where only salesmen 
make-up the audience. Watching the 
factory representative demonstrate his 
product and listening. to him discuss 
applications with the group of inter- 
ested prospects from local plants, 
delivers the best type of knowledge 
for the salesmen who sell the local 
customers on a year in, year out basis. 

No concentrated effort is made to 
write orders for the products on sales 
meeting night. These sales meetings 
have the effect of paving the way for 
sales at the time of the salesman’s next 
call. The prime intention is to make 
available for the customer, a new ser- 
vice showing him how various indus- 
trial supplies, tools and equipment 
will give him better production. 


Two Hour Meetings 


Salesmen at the McShane Co. are 
convinced that their customers who 
attend sales meetings not only appre- 
ciate the interest taken in their plant 
problems, but in many cases, are flat- 
tered by the attention and importance 
the McShane Co., attaches to them. 
McShane sales meetings have become 
a customer service designed to build 
customer good-will and create a need 
for the products the industrial distrib- 
utor has to sell. 

Although these sales meetings are 
not elaborate affairs that entail expen- 
sive entertaining, attendance has aver- 
aged 175 buyers and plant engineers. 
A delivery ticket with the customers’ 
names and company affiliation dis- 
tinguishes the guests from the sales- 
men hosts who wear large white 
round tags, 6 inches in diameter. 
Customers tags are red. The average 
meeting lasts two hours after which, 
refreshments are served to cap an in- 
formative sales meeting night. 


A Van Makes It Easy For... 





WHEN PURCHASING AGENTS cannot 
visit Jackson, Miss., to see the tools, 
equipment and supplies in stock at 
Industrial Suppliers, Inc., or when 
they are not so sure about the pictures 
in the catalog, the company packs a 
big display van and rides the circuit. 

The trailer is the idea of A. J. 
Theriot, general manager, and it has 
proved an outstanding sales tool and 
a bearer of good will. 

Conveniently arranged on the side 
of the trailer are chests fitted with 
drawers which can be easily pulled 
out for displaying the small items. 

The trailer, with two salesmen and 
a driver, is sent into the territory in 
the spring and in the fall. Territory 
salesmen are notified in advance as 
to the date when the trailer will reach 
a certain community. This gives them 
an opportunity to notify their cus- 
tomers and arrange for them to visit 
the traveling store. 
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The trailer generally is parked in the 
center of town where there is a con- 
nection to electric power. 

Salesmen take their customers to 
the trailer and point out special mer- 
chandise, along with the new prod- 
ucts. The customer sees many items 
of interest which he might miss in 
going through a catalog. Decisions 
to buy are not difficult and the orders 
generally add up to a good inventory. 

Industrial purchasing agents and 
store managers like the “traveling 
store” idea for they can see what they 
are buying. 

Mr. Theriot says that the “travel- 
ing story” is the best merchandising 
media found so far. 

Between trips, the “traveling store” 
is refitted with special merchandise 
and the tractor is used to make deliv- 
eries of other trailers. 

It is an idea that is working and is 
making sales. 
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1 HELP FOR FARMERS vas the only topic of conversation 
when these four men got together. They are Peter J. Equi, 
Worthington Pump & Machinery Co.; Drs. Karol J. Kucinski 
and Dale H. Sieling, both of the Agronomy Dept., University 
of Mass.; and Ray E. Aldrich, J. Russell salesman, Holyoke. 


“Can You Help 
Beat Drought?” 


Farmers’ pleas to distributor salesmen 





and manufacturer’s men bring results; 
their study of the irrigation market may 


open a new selling field for you 


WIDESPREAD DROUGHT conditions during the recent sum- 
mer caused some distributors to wonder: 

“Should I go after the irrigation system market?” 

In some areas the irrigation of thousands of acres of 
land is an accomplished fact; in other sections you can 
almost count on one hand the number of farms equipped 
with supplementary irrigation systems. 

Massachusetts is one of the states in which the value 
of irrigation has been recognized, but the market is still in 
its infancy. Interest in irrigation rose to a new high in 
Massachusetts during July and August as a result of the 
prolonged dry spell; it was a dry spell that literally burned 
up crops. 

All farmers looked skyward, hoping for rain; many tried 
to take action. It was this latter group’s efforts that 
brought the subject of irrigation to the attention of a 
distributor’s salesman and a pump manufacturer’s man. 
It was brought to their attention so forcefully that: 

1. The crops of several farmers were saved. 

2. The distributor sold several pumps. 

3. The. distributor is making a careful study of the 
market to determine if servicing it will fit in with his 
operations. 

4. The manufacturer is considering producing a new 
pump designed for irrigation systems but suitable also for 
other uses, 








A CROP SAVER for farmers was this centrifugal pump 
connected to... 





TOBACCO was about to “burn up” until this distributor- 


sold pump was installed. 


At the height of the drought, Ray Aldrich, J. Russell & 
Co. salesman in Holyoke, started to receive telephone calls 
from farmers. They were from farmers who had done 
little or no business with J. Russell, but who apparently 
knew of the existence of the firm. 

“You handle pumps,” a typical caller would say. “Can 
you sell me some kind of pump to irrigate my farm?” 

The calls were routed to Mr. Aldrich because he 
specializes in selling and servicing pumps for J. Russell 
& Co. 

Mr. Aldrich, however, was not the only one being 
besieged by farmers. The farmers, with their income for 
the year in jeopardy, were scouring the countryside for 
help. Many of them passed the Worthington Pump & 
Machinery Co. plant in Holyoke. The single word 
“pump” was enough to make them walk right into the 
plant and seek help. As chief engineer of the Contractors’ 
Pump Division, Peter J. Equi was the logical man for 
them to see. He saw the farmers and listened to their 
stories. But he couldn’t believe his ears. They were ask- 
ing for pumps capable of doing things that bordered on 
the impossible. 

Inasmuch as J. Russell handles the Worthington line, it 
was natural that Mr. Equi and Mr. Aldrich compared 
notes. They did more than that, though; they set out to 
learn something about irrigation, a subject completely 
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A GIANT NOZZLE such as Ray Aldrich, J. Russell & Co. 
salesman has set up to... 


6 YANKEE INGENUITY was responsible for this set up. A 
farmer mounted a pump on the front of his automobile. 


foreign to them up until that time. 

Their first step was to find farmers with irrigation sys- 
tems. They got leads from farmers who were seeking 
help; they found others by driving through the Massa- 
chusetts hills and valleys. 

They learned that virtually all of the pumps in use 
were originally built for the Office of Civilian Defense and 
had been purchased by the farmers as war surplus. They 
found also that the fantastically high pressure that inquir- 
ing farmers had insisted they need was, in reality, not 
needed. The farmers had insisted that a pump capable of 
delivering 1,000 gallons per minute at 150-lbs. pressure 
was necessary. Among the 20 or so systems seen in action 
by Mr. Equi and Mr. Aldrich, only one developed as 
much as 95-lb. pressure. The average pressure was 55- to 
65-Ibs. at the pump. Most of the units were driven by 
six-cylinder gasoline engines with 60 to 75 h.p. 

The team of Aldrich and Equi also learned: 

1. The farmers were interested primarily in overhead 
sprinkler systems, not surface irrigation where water is 
fed to the land through ditches, troughs, etc. 

2. Most of the farmers in the area were close to a 
natural source of water—there are a great number of 
rivers, streams, brooks, ponds and lakes in the Holyoke 
area. 

3. Few farmers had available the power needed for an 
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4 SPRAY WATER over drought-stricken acreage near Hol- 


voke, Mass. 





AN OCD FIRE PUMP is used for research work at the 
Experimental Station of the University of Massachusetts. 


electrically driven motor. Therefore, they were interested 
in internal combustion motors. 

4. Virtually all systems were of a portable nature, using 
lightweight aluminum pipe in 20-ft. lengths. (The pipe 
is equipped with special couplings that are connected 
with a single turn.) 

One of the most interesting of the Aldrich-Equi 
team’s experiences involved a farmer with several acres of 
potatoes. He was in dire straits. His entire crop was 
threatened. The only possibility that he saw for saving 
the crop was to get water to it within 24 hours. The job 
seemed impossible—the farmer had no nearby water 
supply. 

“Why not sink a well?” Mr. Equi asked the farmer. 

The farmer snorted. “I’ve got 24 hours in which to 
save my crop. I haven’t time to monkey around with a 
well.” 

But Mr. Equi and Mr. Aldrich persisted. They lined up 
the necessary equipment and drove a well point down, 
virtually in the center of the potato acreage. The farmer 
was hopeful but, at the same time, pessimistic. At 19 feet 
they found water but the line clogged up. The pipe was 
pulled back two feet; the water was cool and crystal clear, 
but, more important, there was a plentiful supply. 

The problem was not solved completely with the strik- 


(Continued on page 164) 
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PERFUMED PAPER plus feminine handwriting guarantees that Kansas City 
buyers will open Ellfeldt Machinery & Supply’s promotion letters to see .. . 
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PEGGY’S PICTURE. Buyers’ re- 
sponse has been good, officials say. 


NOVELTY MAILINGS MAKE FRIENDS 


Here’s a group of new and novel methods of direct mail that indus- 


trial distributors are using to make friends of the buyers in industry 


THE INCREASING IMPORTANCE of keeping their names 
before purchasing agents and other buyers of industrial 
supplies, tools and equipment has been recognized by 
many industrial distributors with the result that much 
of the direct mail promotion has turned to new and 
novel ways of publicizing the industrial distributor and 
his products. 

Buyers in the Kansas City area have been bombarded 
with an extremely effective mailing piece sent out by the 
Ellfeldt Machinery & Supply Co., there. Most of the 
industrial buyers on this firm’s mailing list were em- 
barrassed when they discovered a pink envelope addressed 
to them in feminine handwriting in their morning’s mail. 

They were in for another jolt when they let their 
curiosity get the best of them and they opened this letter 
first, (slightly under the desk out of sight). Unsealing 
the pink envelope permitted a fragrant perfume to escape 
and fill the air. Reading the letter lets these buyers 
know the letter was from “Peggy”, a girl at the Ellfeldt 
Machinery & Supply Co. The letter read like this: 


“Dear Mr. 
Don’t you think I’m a little bold—writing you 
direct this way? 
“Is there any chance that this impetuous little 
note might cause you difficulty or embarrassment? 
“I hope not. You see, I consider you a very im- 
portant person. Honestly, what you decide this 
summer will mean a great deal to me. For you 
and I have something very much in common— 
(And then continued on the innerfold of the 
letter) 
the Ellfeldt Machinery & Supply Company? 
“I work there—and in your position, you always 
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need the power tools, parts, accessories and ma- 
terial that we have been supplying to the middlewest 
for years. 

“Our firm can assure you of prompt delivery on 
hundreds of items—all the important makes. Course, 
now—I don’t claim to know much about machinery 
myself. I leave that to the boys—and they’re really 
on the ball. 

“But if you have some problems—shop problems 
I mean—please drop me a line. If I don’t have the 
answer, I'll find someone who does. 

“I want to know you better. And next month 
I'll be writing you again for Ellfeldt’s—on—McGee 
—and sending you my picture, too! Till then, don’t 
forget—Ever yours, 

Peggy 
Ellfeldts, 1219 McGee 
Kansas City Victor 5494” 


“Peggy” letters are mailed on a once-a-month schedule. 
The second letter of this series was postmarked from a 
vacation spot in Colorado. In this letter “Peggy” ex- 
pressed sympathy for her buyer friends who could not 
enjoy a vacation like hers at the time, but reminded 
them that, “business must go on and the boys at Ell- 
feldt Machinery are on the job too, ready to take care 
of any needs you might have for industrial supplies, tools 
and equipment.” A picture of “Peggy” was enclosed in 
this letter. 

The initial mailing of 1,000 “Peggy” letters brought 
over more than 200 returns by mail and telephone. For 
two or three weeks after the first mailing, telephone cus- 
tomers were asking for “Peggy”. The letter, officials said, 
did an outstanding job of building customer goodwill and 
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UNUSUAL ENCLOSURES, such as a Chinese dollar, 
are employed by Jack Johnson, Johnson Supply Co., Denver. 


winning recognition for the firm name. 

Johnson Supply Co., Denver, sends out a chatty letter 
from Jack Johnson, president of this firm. It too, is a 
regular monthly mailing aimed at selling the value of 
this distributor's service one time and keeping the cus- 
tomers mindful of the top lines they carry in other 
mailings. 

“A personal letter of this type has the effect of warm- 
ing-up the customer,” said Mr. Johnson. It eliminates 
the cold canvas call by the salesman and puts the cus- 
ae interview on a friendly basis immedi- 
ately.” 

Here’s a typical Johnson Supply letter, in part: 


“Dear Mr. : 

Well, if this isn’t enough to make strong men 
weak and the cheeks of fair maidens blanch! 

“Something happened to me this morning and as 
a result I’m going to dig up that poem when I get 
home tonight—the one about “For want of a nail 
the hoss was lost .. .” I guess it’s a poem. But 
whatever shape, the idea should be dusted off and 
dangled under the nose of every man, woman and 
child in the business. 

“Know what happened to me this morning? I 
bit my nails off to the third nub, wasting a precious 
hour cussin’ out a damn messenger boy, who, his 
boss kept telling me, ‘is on his way—somewhere!’ 

“Then I got to thinking. (Imagine me, not only 
remembering poetry, but thinking, too!). Lots 
of times Johnson Supply customers get themselves 
hung up just like I was. A part busted or something, 
and you start pacing the floor waiting for us to get 
the thing to you, fast. Now you will admit that on 
service good ol’ Johnson Supply Company is dang 
hard to beat--so you do yourself right by calling on 
us for help. But thinking about our responsibility 
sure chilled me down, even so. 

“In business it goes like this: Someone is depend- 
ing on you and you are depending on me and I am 
depending on someone else—and around and ’round 
she goes. Miss a cog somewhere and the whole thing 
gets off the track. 
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A NOVEL TWIST to birthday greetings is added by Crow- 
der Co., Allentown—The buyer’s handwriting is analyzed. 


“The guy who is depending on you is in pretty 
good shape and we just want you to know that you 
can depend on us, too. 

How Can We Help You 
RIGHT NOW! 
Jack Johnson 


Mr. Johnson’s letters usually close or start with some 
recently heard joke. He has the knack of story-telling; 
the wording is carefully guarded so that no offense is 
taken. Customers like to receive his letters each month; 
the personal touch is much appreciated. In cases where 
one letter here and there has gone astray, customers 
have missed a regular mailing and called, wanting to know 
why they had been overlooked. 

In a letter that listed the lines carried by Johnson 
Supply Co., Mr. Johnson puts customer flattery to good 
use; for example, a portion of the letter reads: 

“Here at good ol’ Johnson Supply we can face any 
judge and prove we are playing with the right crowd. 
First, we claim the friendship of the finest bunch of 
customers on earth. Secondly, we sure run with the 
right manufacturers. To wit:” 

The letter then goes on to list the nationally advertised 
lines carried by this firm and closes with: 

“Well now that baseball is here again, pitch us a 
few orders and we’ll show you our famous double 
play on quality and service.” 

For some time now the H. N. Crowder, Jr. Co., Allen- 
town, Pa., has made it a regular habit to keep a record 
of their customers’ birthdays. Salesmen in the territories 
are asked to get this birthday information as subtlely and 
quietly as possible. 

When a customer's birthday date rolls around he is 
delightfully surprised to find out that the Crowder Co. 
has taken the trouble to congratulate him,—a goodwill 
builder that really has the personal touch. 

Birthday congratulations are transmitted .on a special 
“Birthday Greetings” stationary and along with the letter 
is an interesting analysis of the customer’s handwriting. 
A personal signature clipped from a letter the customer 
has written to the Crowder Co., supplies the sample for 

(Continued on page 166) 
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FIRE IS ON EXHIBIT in the front 
window of Sager-Spuck, where store 
manager Ed Vilalus has set up a display 
of typical equipment handled bv firm. 








HAY IN THE BARN, and the threat of its sudden flareup in fire, is explained by 
salesman-secretary Lee Adams to Howard Sager, president of the Sager-Spuck Supply 
Co. in Albany, New York. Sales to farmers are an important market frequently over- 
looked by distributor salesmen. (Mr. Adams’ narartive leads off this article.) 


Extinguishers: The Salesman’s Ounce of | 


Sager-Spuck Supply Co. in Albany, N. Y. 
has equipped itself, and its salesmen, for 
““complete service” on fire extinguishers 


—sales, recharging and repair. 


THE BARN was typically New England, big and high and 
piled to the rafters with green hay. Around noon, the 
farmer stopped in to look things over and found the 
inside as hot as Hades. He glanced at the temperature 
gauge and saw it was 160 degrees. Hay heats up at 160, 
starts to ferment at 175, and will catch fire spontaneously 
not long after. 

The farmer ran for the house phone and called the 
local fire chief. He had to get into Albany, 35 miles 
away, as fast as a car would get him there. Could the 
chief help? 

The chief picked him up in his car, radioed the state 
police and Albany police what was in the wind so the 
car wouldn’t be stopped for speeding, and got an escort 
at the city line. The car got in to Sager-Spuck Supply 
Co. in Albany in double quick time. Two 50 Ib. car- 
bon dioxide extinguishers were waiting, along with sev- 
eral of lesser weight. The farmer and the chief piled 
them into the car and lit out for home. 

Back at the barn the temperature had gone up to 
170 degrees. The farmer had his help sink a pipe into 
the center of the hay mow in a matter of minutes and 
exhausted -the extinguishers into it to bring the tem- 
perature down to a safe level. That did the trick, and 
the building and its contents were saved. Sager-Spuck 
had the pleasure of selling that farmer a couple of 
new extinguishers for future use. 

Well, that’s one way a distributor gets business. But 





“TAKE IT FROM ME”, declares salesman Cecil Hastings, 
“more sales are lost through neglecting to mention extin- 
guishers than through the customcr’s own lack of interest.” 


Lee Adams, secretary-salesman at Sager-Spuck and the 
man who saw the end of that wild dash into Albany, 
would prefer his extinguisher customers to come to him 
in less of a rush and a little earlier than “the deadline.” 
There is no such thing, Mr. Adams declares, as “better 
late than never” where fire-fighting equipment -is con- 
cerned. Rather, it’s get there beforehand, in good time, 
and with the proper equipment for the hazard likely to 
be encountered. 

Every man in the Sager-Spuck organization believes 
that implicitly, from inside salesmen to store manager 
and up to Howard Sager and Conrad Spuck. As a con- 
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FIGHT FIRE WITH ICE: That ice-coated converter tank, 
right, stores 200 Ibs. of dry ice, converts it under pressure 
and pound for pound to carbon dioxide. Paul Spuck, in 
charge of the department at Sager-Spuck, checks the gauges. 


Fire Prevention 





ON-THE-SPOT repairs, handled by Harold Van Slyke, 
keep customcrs’ extinguishcrs in service and dependable. ‘The 
salesmen cue Mr. Van Slyke on the needs of customers. 


sequence, they are all “hot” on fire equipment know- 
how and sales. That doesn’t mean they exert tremenodus 
effort to push their extinguisher line and the services 
that go with it, but they do think about the line; they 
work it for all it’s worth; and they’ve managed to get 
most of their industrial plant customers fire-conscious in 
a constructive, sales-productive way. In short, everybody 
in Sager-Spuck “sells” fire equipment at every chance. 


The Sales Argument Is Simple 


Their “‘sales talk” is simple, logical and direct. Cecil 
Hastings, inside salesman at Sager-Spuck puts it this 


way: Every fire that burns a warehouse to the ground 
started in an area no bigger than your fist. Caught then, 
it would have been a cinch to put it out. An extinguisher 
of the right type at or near that particular spot, in 
proper working order, would be worth as much as the 
value of the property within the threatened area—every 
cent of it. But how many customers put that value on 
extinguishers? And how many salesmen remind them 
of it when the customer doesn’t think of it himself? 

Stop and speak on the subject to almost anyone con- 
nected with sales in Sager-Spuck and they'll rattle out 
facts about extinguishers for a couple of hours. They’ll 
tell you there are three classes of fires: A, B, and C, 
They'll explain that A fires are ordinary blazes in wood, 
paper, textiles, excelsior, rubber, etc.; that B is fire in 
flammable liquids and greases, the most common (and 
the most spectacular) being those in gasoline and crude 
oil; and that C stands for electrical fires, which may 
break out in wiring, motors, fuses, transformers, light- 
ning arrestors and control equipment. 

For flammable liquid fires, they will tell you, recom- 
mend the foam, vaporizing liquid, carbon dioxide or 
dry compound type extinguisher; the foam will float 
on liquids and cling to solids and smother fire by cutting 
off the supply of oxygen, the other types by diluting the 
oxygen. For fires in ordinary combustibles, suggest the 
soda-acid, pump tank, cartridge-operated water or anti- 
freeze, or foam type; for electrical fires, vaporizing liquid, 
or carbon dioxide or dry compound. 


The Price Argument 


The salesmen at Sager-Spuck will tell you that many 
times a customer has admitted to them, readily 
enough, the necessity of having an extinguisher on hand, 
but he will begrudge the money put out for the new 
product. Mr. Adams recalls one service garage that 
hadn’t an extinguisher in the place when he called, 
despite its numerous fire hazards. He sold the firm, finally, 
on buying one carbon dioxide type for their garage 
and all their trucks—one, that’s all they’d buy, and 
they thought that one was too high in price. 

Not long after the sale a mechanic was working un- 
der a truck, changing the tires. It was a big, cross- 
country job of the trailer type and was up on jacks with 
the wheels off. A bucket of gasoline lay under the truck. 
Another mechanic at a bench nearby was using an acety- 
lene torch on a hurry welding job. A piece of the hot 
metal flew across the room and ignited the gasoline. 

The truck itself couldn’t be moved to get at the fire. 
But one of the mechanics had the sense to grab up the 
carbon dioxide extinguisher and smother the blaze. A day 
or two later, Mr. Adams received an order for two more 
extinguishers and this time there was no talk about 
“price.” 


Sales Are Everywhere 


Any salesman with enterprise is forever on the look- 
out for such hazards whenever he tours a plant, on 
whatever mission. He may see a department that does 
nothing but apply the paint veneers to new products; 
—there’s a fire hazard right there. Or the salesman may 
come into an area where case-hardening is done, a 
process that requires large tanks and frequently involves 
the use of inflammables, another hazard. 

The tar-paper and roofing people need extinguishers, 
and foam systems and their parts. (Many distributors 
sell such systems, including play-pipes and the foam 


(Continued on page 168) 
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SALESMEN like Diamond Specialty & Supply’s inventory program. Hank Singly, George Fink, 
C. W. Schafer, J. C. Harrington, Arthur Wilson, and Robert Brown, talk about it in Philadelphia. 


Tailored Inventories Support Sales 


Maintenance or increase of sales volume 
dominates Philadelphia supply firms 
approach to inventory question in com- 
petitive times 


THE TWIN THREATS of declining sales volume and price 
decreases are reasons enough for distributors to worry 
about inventories. In many instances, however, this con- 
cern leads to negative action—reduction of the dollar 
volume of inventory with the concomitant results of 
understocks, out-of-stocks and small purchase orders to 
suppliers. 

The emphasis on reduced inventory investment, in the 
opinion of Robert Brown, vice-president of the Diamond 
Specialty & Supply Co., Philadelphia, is merely asking 
for lower sales volume. Thinking and action about inven- 
tory, he said, should be creative with the maintenance or 
increase of sales volume as the guiding factor. 

A positive approach to the inventory question, Mr. 
Brown explained, is tailoring stocks to conform with 
the needs of the current market. This is a far different 
method of safeguarding profits than indiscriminate reduc- 
tion of inventory dollar volume. Stocks properly tailored 
to meet customers’ need do not necessarily imply a re- 
duction in either physical or dollar volume of inventory. 
After tailoring, the physical or dollar volume of an inven- 
tory, Mr. Brown said, may be the same, or even higher, 
than the original. 


Three-Point Program 


As was, and still is, the case with many other dis- 
tributors, Mr. Brown’s firm found itself with unbalanced 
inventory. After studying the situation, Mr. Brown and 
his associates decided on a three-point program which 
would (1) maintain an inventory to support sales properly 
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FILLING OUT BLANKS in major lines is aggressive step in 
inventory program, according to Mr. Brown. 


NEW PRODUCTS, such as griding device Mr. Brown shows 
to J. C. Harrington, buyer, add to inventory but stimulate sales. 
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and provide means for expansion whenever the opportuni- 
ties presented themselves; (2) minimize inventory costs 
and (3) preserve the firm’s reputation for service and 
dependability. 

To achieve these objectives, Mr. Brown said, the in- 
ventory had to be tailored. This involved three definite 
steps: (1) eliminating the slow-moving or obsolete items 
(sizes, types, models, etc.); (2) filling in the blank spots 
in major lines carried with those types and sizes of items 
sellable in the market but which, for one reason or an- 
other, were not stocked; (3) introducing new products 
which, after survey, had strong sales possibilities in the 
market. 


Checking Simple 


Diamond Specialty & Supply is not a large firm as 
industrial supply houses go, and paperwork is kept to a 
minimum. Its method of checking stock movement is 
simple. A record of dollar purchases in each major line 
is maintained. In order to check the movement of 
particular items of a line, the container of each unit is 
dated with the day of arrival in stock. Where items have 
no containers, they are tagged and the date of arrival in 
stock stamped on the tag. 

Periodic physical checks are made of the inventory 
and slow-moving and obsolete items are listed. Mr. 
Brown and Charles W. Schaefer, also vice-president, 
study the list and schedule items for special sales effort. 
The salesmen then discuss the items and introduce them 
into their interviews with customers and prospects. 

Salesmen are enthusiastic about the clean-up of stocks 
and the addition of items not previously carried, but 
which have sales possibilities. Salesman Arthur Wilson 
expressed the reaction of the staff when he said, “It 
gives you something to sell”. 

Salesman George Fink said you never can tell about 
slow-moving items. He had unusual success in selling 
some floor brushes which had been placed on the special 
promotion list because they had been in stock too long. 
Using the brushes as a subject for interviews, Mr. Fink 
not only sold them but also picked up several new ac- 
counts. The prospects had been unable to secure the 
brushes from other sources and, since floor brushes are 
not usually subjects of calls, they had gone without them. 
They appreciatively placed orders for other items as well 
as for brushes with Mr. Fink. 

The special drives point up the necessity for checking 
movement of items frequently, Mr. Brown said. Man- 
agement learns, from the special sales effort made by 


the salesmen in disposing of slow-moving stocks, why 


the items did not sell. There may be several reasons for 
this, Mr. Brown said. Salesmen may not have covered 
the items frequently enough in previous interviews with 
customers and prospects. The demand for the items may 
have fallen off because of the introduction of new 
processes or operations. 


Local Lines Tailored 


As a result of inventory checks and special drives, Dia- 
mond Specialty & Supply has been able to tailor several 
of its major lines, notably drills, taps, threaded products, 
hack and band saws. Where the demand for previously 
slow-moving items was found to be substantial, new 
stocks were obtained. Where demand was definitely 
off, stocks were eliminated. In several lines, particularly 
threaded products, it was found necessary to increase 
inventory to back up sales properly. 

Hank Singly, one of the salesmen, said that filling out 
the threaded products lines had been a big help in his 


selling. One of the missing items in this line had been 
over-sized dowel pins. In tailoring the inventory, the 
pins were placed in stock. Mr. Singly immediately 
called on several die shops to which he had been unable 
to sell previously. The prospects were interested in 
dowel pins, important items in a die shop, and bought 
some. They also listened to Mr. Singly’s sales talk on 
other lines carried by his firm. As a result, Mr. Singly 
is getting orders for other items as well as dowel pins 
from interested customers. 

Mr. Singly took advantage of the tailored stocks in 
threaded products to introduce one of his customers, a 
machine builder, to socket head screws. The machine 
builder needed some fasteners in a tight spot and was 
dissatisfied with those he had been using. The customer’s 
reaction to the socket head was surprising, not only to 
Mr. Singly but to Mr. Brown and John C. Harrigan, 
buyer for Diamond. The customer called and bought 
out Diamond’s complete stock of the size he wanted. 

The firm that is intent on reducing the dollar vol- 
ume of inventory, Mr. Brown pointed out, often misses 
sales opportunities which are inherent in new prod- 
ucts. The introduction of new products means new 
stocks. Diamond Specialty & Supply, Mr. Brown said, 
believes that the introduction of new products presents 
one of the best opportunities to create sales there is, and 
this view is shared whole-heartedly by the sales staff. 

Recently, the sales representative of an abrasive prod- 
ucts manufacturer staged a product sales meeting at 
Diamond Specialty & Supply. In demonstrating sanding 
belts, the representative used a tool which none of the 
salesmen had ever seen before. It was a wheel which 
could be mounted on a bench, portable or flexible shaft 
power. On the wheel was mounted a small pneumatic 
drum like a small rubber tire. The sanding belt was 
placed on this drum and the drum was inflated with 
either an air hose or any hand pump. 


Salesmen Grasp Chance 


Every salesman in the room grasped the sales possi- 
bilities of the new device immediately. After the meet- 
ing, Mr. Brown was asked to secure a shipment of the 
devices. Mr. Brown contacted the manufacturer and 
purchased ten. Each salesman took a wheel as soon as 
the shipment arrived, to introduce it to his customers. 
In a short time, the staff disposed of three dozen wheels. 

Although the sales of the wheels were highly satis- 
factory, Mr. Brown said, what was infinitely more im- 
portant was the increased sales of sanding belts which 
the wheel inspired. The reports from the salesmen em- 
phasized the number of new accounts which were secured 
as the result of introducing the new device. 

Mr. Singly called on one customer to whom he had 
been unable to sell abrasive products before. After see- 
ing the new grinder and seeing a demonstration of its 
adaptability in his plant, the customer ordered two 
wheels and a large quantity of belts. Ever since, the same 
customer has been ordering replacements and other types 
of abrasive products as well. 

Mr. Wilson picked up three new accounts as a result 
of demonstrating the device. One of the customers did 
not buv a wheel, but did place an order with Mr. Wilson 
for drills, taps and dies for the first time. 

In short, Mr. Brown said, sales must. dominate the 
thinking and action about inventories, especially since 
competitive days are here again. With this sort of con- 
structive approach to stocks, the distributor helps him- 
self and his sales staff, and keeps faith with his customers 
and suppliers. 
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SWAPPING KNOW-HOW:-Salesman John Reid looks on 
to learn from Salesman Lou Falcone machining know-how 
that makes smart salesmen smarter at Schultz & Anderson. 
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TURNABOUT: Lou Falcone, out in a customer’s plant 
with John Reid, learns how the latter sold 35 machinist’s 
vises in a single weck with the “stir their curiosity” approach. 


Salesmen Must Be “Sold” On Salesmanship 


Schultz & Anderson of Newark supply 
all the selling equipment, including cus- 
tomers and prospects, to help their sales- 


men supply the firm with sales 


Iv’s AN OLD gimmick: When you call on your customer, 
try to carry something in hand that will arouse him. It 
opens doors, provokes interest, makes sales. 

Several weeks ago Alex Loftus, sales manager at Schultz 
& Anderson, Newark, N. J. distributors, called in Sales- 
man Johnny Reid to talk about an idea that had buzzed 
in his head all morning. 

Mr. Reid sat down, made some small talk, wondered 
to himself when “the boss” would get to the point, and 
fiddled meanwhile with a fast-acting machinist’s vise that 
lay under his hand on Mr. Loftus’ desk. 

“A good gimmick, that,” he said after a while, pointing 
at the vise. 

“Glad you think so,” said Mr. Loftus, smiling a little. 
“Beginning next Monday you're going to sell them.” 

“How,” Mr. Reid wanted to know. 

“Just the way I ‘sold’ that one to you. Walk into a 
customer’s office, put that vise down where he can move 
the handles, push it around a little—and say nothing.” 

“You mean say nothing about the vise.” 

“That’s it. Talk about everything but. Wait for him 
to bring it up. When he does, talk it up to him.” 

“The curiosity approach,” said Mr. Reid. 

“The curiosity approach,” Mr. Loftus agreed. “Now 
let’s see how many ‘cats’ you can kill with it next week.” 


Curiosity And “Cats” 


Mr. Reid got four “cats” that Monday in a slow start. 
The next day he got more, more still the day after. By 


the weekend he had orders in writing for 35 of the screw- 
less vises. Within a month he had sold 78 of them. 
Curiosity was killing “cats” all over Newark and _ its 
environs. 


How Did He Do it? 

It sounds so easy; so simple. It wasn’t; it never is 
simple or easy. What makes it seem so in this case is that 
Schultz & Anderson has sold its salesmen on today’s par- 
ticular need for salesmanship. Their salesmen do a good 
selling job because of the selling job that’s been done on 
them. ‘That was one reason why Mr. Loftus’ idea of going 
in with “‘something in hand” found a receptive audience 
among them. Schultz & Anderson salesmen have had a 
long conditioning in product knowledge and selling tech- 
niques. 

Not long ago the firm decided to take on an 11]-in. 
lathe. How many salesmen knew about the product, Mr. 
Loftus wanted to know. One man raised a hand—no, 
two—two men who knew the lathe. But these two 
admitted most of what they had learned had been picked 
up here and there; no actual experience on the machine 
for either of them. 

At the next sales meeting—they’re held regularly, 
month in, month out—Mr. Loftus had a manufacturer’s 
man on hand to explain and operate (and stand by while 
his salesmen explained and operated) the new 11-in. lathe 
until every man could run it and sell it in his sleep. 

It was the same with the vise. When Mr. Reid went 
out that week, he had everything in his head to convince 
his customers that the tool was just what they needed. 

He knew it was quick-acting; he had tried it out him- 
self. He knew it was simple to operate: “Look,” he said 
to Salesman Lou Falcone, in one of his ‘practice talks’ 
“you push the center bar up flush with the work, flip the 
lever, and you’ve got two-tons of pressure working for 
you. 

The vise had, he knew, an unlimited capacity for work 
on the job. He knew it because he had tried it out him- 
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A BRIEFING on “customer approach” with a new pilot 
catalog on machine tools brings Johnny Reid and Lou 
Falcone to Sales Manager Alex Loftus’ desk (right). Catalog 
author and supplics manager Zeke Robbins interprets. 


self on drilling jobs, on grinding, boring and milling light 
work. He knew its utility as a work- holding device could 
be increased by the addition of V-blocks. With the V- 
blocks he had been able to hold round and out-size 
objects. 

He knew, and he made sure his customers knew, that 
the vise would increase their production; that it would 
save time, save motion, save money spent for expensive 
jigs and fixtures. 


The History of John Reid 


Mr. Reid’s background, he’d be the first to admit, isn’t 
typical of distributor salesmen. He moved in on Schultz 
& Anderson after a turn as purchasing agent for a mass 
product manufacturer in the industrial line. He knows 
better than most salesmen what “the man on the other 
side of the desk” is thinking; he knows what the p. a. 
wants to hear the salesman say and do for him. 

But while it’s true that many of the customers he calls 
on are old friends, it’s fifty-fifty whether that helps or 
hinders. Sometimes it has worked out to be a case of 
“No man is a prophet among his own people.” 

What’s worth real money in the bank is Mr. Reid’s 
knowledge of p. a. psy chology—w orth while not only for 
himself but for all the salesmen in the Schultz & Ander- 
son organization. 

After Mr. Reid “broke ground” with his screwless vise 
that first week, Mr. Falcone pulled one off the shelf the 
week following and went forth to do likewise. He sold 
ten or twelve in a week. The next week he switched over 
to a set of adjustable parallels and within the week, Mr. 
Falcone got orders for a couple of dozen. 


My Brother’s Keeper 


So Mr. Reid tells what he knows about the mind, 
habits, and foibles of Mr. Average P. A., and the salesmen 
at Schultz & Anderson use his information as best they 
may. Mr. Falcone is one of the “learners” who listens 
when Mr. Reid performs on “approach, routine and 
close,” filing away whatever he thinks he can use on his 
own customers. 

On the other hand, Mr. Reid himself sits in the 
student’s seat whenever Mr. Falcone takes the blackboard 
to talk up a technical problem. Machinery and its opera- 
tion is Mr. Falcone’s strongest side of his salesman’s 
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MANUFACTURER'S MAN has his inning: Ed Ryan (left), 
Walker-Turner rep in the New Jersey area, fills in Mr. Reid 
on his products in the new catalog. President Wm. Schultz 
and Mr. Loftus learn the selling angles, too. 


nature; he’s a high-ranking amateur machinist himself. 
He oversees the Department of Speeds and Feeds (if 
you're one of those people who must put a name to 
things), meaning that he’s the man they call in when 
machine tools are the subject under discussion; those 
that aren’t doing the job as it should be done, or as it’s 
advertised to do it by the manufacturer. 

Which is not to say that the salesmen at Schultz & 
Anderson are each specialists in some one linc—oh no. 
They all are up with the leaders on all the lines carried 
by the firm. But each salesman came to the company 
out of a different background of experience and educa- 
tion—some off the factory floor of an industrial plant, 
some from “the front office,” some straight out of college, 
some from other fields of selling. 


Visual Aid In Promotion 


To back up its salesmen in the field, Schultz & 
Anderson has an extensive, regularly scheduled promotion 
campaign on that is always “current” in the sense that 
the campaign never ends. Mr. Loftus’ believes that “vis- 
ual aids,” which normally are relegated to sales mectings, 
ought to be incorporated into and integrated with the 
firm’s daily sales activities. 

When the “something in hand” idea moved right 
into the customer’s plant, promotional visual aids went 
along (or sometimes preceded the call) to make easy 
the way. It saved precious minutes in the salesman’s 
call time, and set up the customer for what was coming. 

But it was the product itself that “sold” the customer. 
The screwless vise Mr. Reid carried under his arm was 
worth more than a mouthful of talk about it, more than 
pictures and text in catalog literature that went to the 
customer before he made his call; worth more than all 
the hearsay. evidence a salesman could marshall to con- 
vince and sell a customer. Once again, seeing was 
believing. 

To that end, he has had the general catalog, a tome of 
some size and considerable weight, broken down section- 
ally into booklets and “short catalogs,” which are much 
handier for the salesmen to carry around with him, or stuff 
into a mailbox in any promotional campaign that may be 
gotten underway. Other visual selling aids include tele- 
phone pads, match-book covers advertising the firm, 
scratch pads, etc. 

















Forums Scheduled for Rye, Chicago and Biloxi 


Theme of regional meetings is “Making The Distributor Salesman’s Call Click” 


THE DISTRIBUTOR SALESMAN will be 
the central character at the three in- 
dustrial distribution forums to be held 
by the American Association in co- 
operation with the National and 
Southern Associations. The initial 
session will be a joint American-Na- 
tional affair and will be conducted in 
the Westchester Country Club, Rye, 
N. ¥. Oct. 4. 

The National Association also will 
join with the American in sponsoring 
the second session. It will be held in 
the Congress Hotel, Chicago, on Nov. 
15, the day after the Central States 
Association holds its annual meeting. 
The third meeting will be under the 
sponsorship of the Southern and 
American Associations and will be 
held in the Edgewater Gulf Hotel, 
Biloxi, Miss., Jan. 12, the day before 
the Southern’s mid-year meeting. 


“It's 50-50 in °50” 


“Making The Distributor Sales- 
man’s Call Click” will be the theme 
of all three forums. The official slo- 
gan for the sessions is “It’s 50-50 in 
50”. 

Subjects and speakers for the forums 
were decided upon after a study of 
questionnaires filled out by members 
of the three associations, according 
to Ralph M. Johnson, chairman of 
the American Association’s Regional 
Meetings Committee. The program 
will be the same for all three meetings 
except that National Association 
speakers will be replaced by Southern 


Association members at the final 
meeting in Biloxi. 

At the Rye meeting, Mr. Johnson 
will preside. He will introduce the 
presidents of the two associations, 
K. R. Beardslee of the American and 
R. C. Neal of the National. 

Walter F. Crowder, editor of INpus- 
TRIAL DIsTRIBUTION, will be the first 
speaker and will talk on “What’s Be- 
hind the Industrial Supply Salesman’s 
Call?” The subject was chosen _be- 
cause “it is important to know how 
much a salesman’s call costs and to 
know the extent and cost of the sup- 
porting organizations,” Mr. Johnson 
said. ; 
Two Panels Planned 

J. R. Kelley, executive vice-presi- 
dent, Manning, Maxwell & Moore, 
Inc., and Eugene F. McCarthy, vice- 
president, Beals, McCarthy & Rogers, 
Inc., Buffalo, will both speak on the 
second subject, “Effective Manage- 
ment and Planning”. Their talks, Mr. 
Johnson said, will cover three main 
topics: “The Sales Budget”, “The 
Selling Activity”, and “The Advertis- 
ing Activity”. 

To conclude the morning session, 
H. H. Kuhn, president, The Hardware 
& Supply Co., Akron, will serve as 
moderator for a management and 
planning panel. Mr. Kelley and Mr. 
McCarthy will be joined on the panel 
by two representative manufacturers 
and distributors, Mr. Johnson said. 

The afternoon session will be 


launched by O. S. Dollison, vice- 
president and general manager, Re- 
public Rubber Division, Lee Rubber 
& Tire Corp., and Percy Ridings, vice- 
president, ‘Syracuse Supply Co., Syra- 
cuse. They will discuss “Effective Dis- 
tribution Policies.” 

Three main topics will be taken up 
by Mr. Dollison and Mr. Ridings: 
“Distributor Policies”; “Distributor 
Policy of Selling Only High Quality 
Merchandise”; and “Impact of Dis- 
tribution Policies on Distributor Sales- 
man’s Call”. 

Mr. Kuhn will serve as moderator 
for the afternoon panel session on 
“Distribution Policies.” 

A cocktail hour will conclude the 
all-day mecting. 

Authorities on Program 

“There was a demand for panel 
sessions,” Mr. Johnson said, “and 
while it is not expected that we will 
ask the panel members to prepare 
papers, they will be available to take 
part in the discussion. Every effort 
will be made to select men who can 
be considered authorities, and consid- 
eration also will be given to having 
both large and small manufacturers 
and large and small distributors rep- 
resented.” 

Mr. Johnson will keep the manu- 
facturer speakers posted on the ideas 
of the meetings committee while 


Harold Torell, Syracuse Supply, will 
have a similar responsibility for dis- 
tributor speakers. 





PRESIDENTS of the three organizations sponsoring the 
regional forums are, left to right, Kenneth R. Beardslee, Ameri- 
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can Association; George C. Weaks, Southern Association, and 
Ray C, Neal, National Association. 
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VERY distributor has the very real problem of de- 
vising ways and means of getting more sales. And he 
has the parallel problem of producing these increased 
sales at lower costs per dollar of sales. It is the net that 
is left after all costs are met that is the important thing. 
The September issue of INpusrriaL DisrRiBurion car- 
ried a special feature article, “Planned Selling,” in which 
a program was sct forth by which distributors could 
organize their efforts to increase sales. Indeed, over the 
years this has been the major theme of scores of special 
articles. In the following six pages, we now sct forth a 
check list for cost reduction. And again this has been the 
subject of many, many articles in INpusrRiaAL Disrrisu- 
T10N. The point is both “more sales” and “lower costs” 
should currently be the prime concern of everyone in 
every distributor organization. The present dip in busi- 
ness has forcefully brought to everyone’s attention the 
dominant role of volume in profitable operations. And 
the increase in costs across the board which have been 
cumulatively mounting over the past several years makes 
it imperative that every clement of expense be carefully 
scrutinized anew. 

It is safe to say that close to 80 percent of the total 
expenses of the average distributor are for wages and 
salaries. When we talk about cost reduction in distribu- 
tion we are really talking about ways and means by which 
each job can be done with less manhours or conversely 
how each man in his job can be made more effective. Old 
ways of doing things should be reviewed in light of the 
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improved methods that are available. Opportunities for 
saving through mechanization should be thoroughly ex- 
plored. Systems that climinate duplication, back track- 
ing and overlapping of jobs and functions should be 
canvassed and adopted. 

There is a negative and a positive approach to cost 
reduction. ‘The negative is to cut the payroll and run 
for the storm cellar. This is a good way to get yoursclf 
forgotten in the competitive struggle. ‘The positive ap- 
proach is to streamline every operation in terms of man- 
hour requirements and devote the saved time to sales 
building activitics and better service. For example, sup- 
pose an improved and mechanized office procedure makes 
it possible to do the job with fewer people. Could the 
people released in the office be used on the job of im- 
proving and modernizing the promotion lists or in other 
ways stepping up sales promotion activities? 

In the following six pages we have selected three major 
phases of every distributor’s operation and subjected 
them to detailed questioning. ‘These areas of operation 
represent a substantial segment of the expense of any 
distributor business. ‘They are: 


1. The office 

2. The salesman 

3. The warehouse 

A careful check of the lists of questions on each topic 
by everyone in the distributor’s organization will aid in 
self-appraisal and will suggest cost-saving possibilities. 
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VAILABLE data on office em- 
A ployees’ salaries and general office 
expenses shows these costs have 
mounted steadily in the last few years. 
Although they represent only about 


one-fourth of a distributor’s total op- 
erating expenses, the upward trend in- 
dicates concentrated attention should 
be given to reducing waste in time, 
money and effort. 


More Sales — Lower Costs in the Office 


Now is the time for 
to get facts and figures 
tions; now is the time to adapt the 
methods of progressive concerns in 
solving common problems. 


management 
on its opera- 





Where do I begin? 

| The first thing to be done is to determine what the costs are and which ones 
. are too high. All expenses involved in office and accounting should be segregated 

| and analyzed. 











Ilow do I begin? 
There are two guiding principles to be observed in making a breakdown of office 
and accounting expenses: 
1. Concentrate on significant items—items which are susceptible to control. 
2. Make the breakdown detailed—the greater the breakdown, the more accurate 
the analysis. 





What are the determining factors in assigning expenses? 
Benefit and responsibility should determine where expenses are assigned. If a 
department is partially responsible for incurring an expense or receives some benefit 
from the expense, then part of the expense should be charged to the department. 


CA> 








After expenses are assigned, what? 

After classifying expenses for office and accounting, the next step is to obtain 
two other measures: (1) cost per invoice line and (2) cost per dollar of sales. Cost 
of invoice line is a valuable unit of measure for office and accounting and is used 
in conjunction with cost per dollar of sales to great advantage. ‘The total cost of 
operating office and accounting is divided by the number of invoice lines, giving 
the cost per invoice linc. Each item in the analysis is treated the same way. The 
invoice line indicates the number of times individual customers reorder goods. 
It is of great help in determining the amount of office and accounting work 
required, more so than any other single basis. 





What comparisons should be made? 
The report should be made up as soon as possible after the close of the month. 
Of great value in the analysis is the inclusion of cumulative results for the year 
to date. Comparisons are made of the month with the previous month and with 
the same month last year. ‘The monthly check enables management to locate 
unfavorable conditions and to take necessary action. 





Do I know what each employee does? 
Analyze the current tasks performed by each individual working in office and 
accounting. ‘Tasks should be assigned with the efficiency of work flow as the 
determining factor. No job should be cluttered with extraneous details if the 
details retard or stall work flow. As far as it is economically possible, the larger . 
the office and accounting department, the more specialized should each worker be. 
The analysis should not overlook anyone. 





Are our procedures standardized? 
Standardization of jobs minimizes dependence upon individuals. It makes opera- 
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tions smoother during vacation periods and absenteeism. Every effort should be 
made to standardize such procedures as buying, stock control, order handing, 
pricing, granting credit, record keeping, receiving, shipping. 








Is our equipment modern? 
Manufacturers of office equipment have marketed many labor and _ time-saving 
R devices in the last few years. While it’s true that some operations are not large 
, enough to warrant an investment in new equipment, this is no reason for not 
finding out about equipment before determining to stick to old-fashioned, time- 
wasting methods of operation. 











Is the office layout efficient? 
Study your office layout with work flow in mind. Sce if each desk, file, machine, 
Y and communication device is located where it will minimize lost time and motion. 
a To a large extent, locations will be dictated by various functional routines adopted 
for efficient work flow. Efficient office layout doesn’t cost anything and pays in 
time and effort saved. 








How about lighting and color? 
Correct lighting and color of offices contribute to greater efficiency and accuracy 
| () in performance of duties by employees as well as to higher employee morale. With 
" good employee morale, personnel turnover is kept at a minimum—high personnel 
turnover means high costs. Expert advice on lighting and color usually is offered 
free by utilities and lamp and paint manufacturers. 





Are our forms up to date? 
The number of forms used in any organization has a way of multiplying. Every 
form used in your business should be reviewed and studied with the idea of elim- 
| | inating unessentials in printing, carbons, paper and obsolete data. You may get a 
, surprise when you call for a copy of every form used in your organization. Firms 
which specialze in few lines can study the possibilitics of preprinted order forms 
for their larger customers. 








Do we encourage education and training. 
Key personnel must keep abreast of developments in business administration. 
1? Investigate functional courses in distribution at local institutions. Many schools 
" offer courses in credits and collections, distribution cost accounting, marketing 
research, business organization, business correspondence, office management, trans 
portation, trafic management, etc. 





Have I made a functional cost analysis? 
Such an alaysis is an extension of the one described earlier. Study costs by func- 
13 tions within office and accounting—buying, credit and collections, accounting, 
° order handling, inventory control. Not only is greater efficiency possible through 
the method, but also greater control. Clerical and stenographic wages will have to 
be apportioned on the basis of time studies, counts or managerial estimates. 


ee ee 





Only by reviewing stock records frequently can the distributor keep himself in 
a position to take advantage of quantity discounts or ‘freight allowances. He can 
also determine if greater earnings can result from increased turnover. 


4 Do I review stock records? 





Is the flow of traffic orderly? 
Dollar leakages frequently can be halted with a review of traffic practices, such as 
1 h routing of incoming freight, shipments, tracing, carting, unloading and weighing, 
. auditing of freight bills, handling of claims and transportation insurance. 
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More Sales — Lower Costs for Salesmen 


&66—)EMEMBER, Time is money.” 
It was more than 200 years ago 
that Benjamin Franklin gave this ad- 
vice to a young tradesman. It was 
pertinent then and it’s equally as per- 
tinent today—for the industrial distrib- 
utor salesman. 
It is through judicious use of his 


salesman can increase his sales; and, of 
course, as he increases his sales per 
working hour, his relative sales cost 
per dollar of sales will decrease; he will 
be making his contribution to the 
drive on the part of the management 
of cach firm to cut costs. 

Saving time and therefore saving 


must be done constantly; it is a day- 
in-day-out-chore; it is a continuing 
job of striving to use time more and 
more effectively. 

Through periodic _ self-appraisals, 
you can ward off unproductive en- 
croachments on your time. Here is 
a check list and now is the time to 


time that the industrial distributor money is a job that to be done well _ start checking up on yourself: 





Do I know my territory geographically? 
‘Time spent between calls is “lost selling time”. There is no way in which this 
loss can be eliminated completely but “it can be minimized. If you travel by 
automobile, you should know which is the shortest and fastest route between calls. 


I. 





Are my calls planned in advance? 

Occasionally an emergency call will take you, off your beaten track but for the 
most part you will save time by plotting your calls before starting on them. Back- 
tracking is costly from the time standpoint and, in addition, increases, unnecessarily, 
? the cost of operating your automobile. Drafting a call schedule and then stick- 
. ing to it to the best of your ability will improve your standing with customers; 
they will become accustomed to expecting you at appointed times and, therefore, 

you will be keeping at a minimum the time spent waiting to sce customers. 





Am I aware of my customers’ needs? 
“Small talk’’ frequently is part and parcel of a salesman’s presentation; through 
“small talk”, a salesman can get to know his customers better. ‘There is very 
3 definitely a place in selling for “small talk” about the weather, baseball, football, 
« fishing, ctc., but there is no excuse for wasting time discusing a product or products 
for which a particular customer could not possibly have any use. Know your 
customers’ operations and you'll know what products he uses or can use. 





Do I know my products? 
Inability to answer immediately most if not all the questions a customer can ask 
about your products cuts down on your effective selling time—you have to take 
4 time out to get the answers. It is no crime, of course, not to know everything 
. about everything; customers invariably appreciate an honest “I don’t know but 
I'll find out” reply but even this can be overdone and thus lose its effect. 





Do I know my company’s inventory position? 
It is true that customers sometimes are impressed when you go to the trouble of 
h telephoning your office to find out if you have a product in stock; they are more 
. impressed though if you can answer without making the call. Such phone calls 
bite into your time, to say nothing of the time lost by the inside man you call. 





Do I entertain wisely? 

Here is one of the few channels in which you can effect direct savings—dollars and 
cents savings. Some buyers expect to be entertained; others steadfastly refuse to 
. have you spend any moncy on them for fear of becoming obligated to you. Enter- 
taining, the type that gocs on your expense account, must be a strictly business 
6 affair. It is a waste of time and dollars for you to spend money on a customer: 
7 whose potential purchases are small. ‘This does not mean that is a waste of money 
to entertain a customer who is buying very little from you and a great deal from 
competitors. A study of the immediate or future buying power of your customers 
will supply the key to the amount of entertaining you should do for individual 

customers. 
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Do I know my customers’ likes and dislikes? 


It is a complete waste of time to strike up a conversation with a customer on a 
subject on which he has absolutely no interest. Your likes and dislikes are secondary 
when you're talking to a customer. Determine your customers’ interests and you ‘ll 
save time. 





Do I keep track of my customers’ purchases? 


If your office supplies you with sales analysis figures, study and use them; they'll 
give you a competitive advantage. However, even if your company does not have 
a sales analysis system, you'll save time if you keep yourself informed as to when 
and what individual customers buy. A sales talk on a particular product is wasted 
if the conversation winds up with the customer stating that he telephoned an 
order for the same product to your company a few days “catlier. 





Do I really know my catalog? 


It would be a good thing if you could keep in your mind all the details about all 
the products listed in your catalog but that would take a super man. The next 
best thing is to know how to find listings without delay; fumbling around with 
catalog pages while in the presence of a customer expends time that could be 
spent talking about products—and it certainly doesn’t impress upon the customer 
the case with which he can use your catalog. 





10. 


Do I associate products or operations with other products? 


Clear thinking about associated products when talking with customers frequently 
results in additional sales and thereby reduces the cost of making a sale. If, after 
obtaining an order for Product A you immediately mention Product B you ‘ll save 
time in that you w ill not have to make a second call to sell Product B. It is the 

“sell °em more” idea at work—it is a practice that will save time and increase orders. 








I]. 


Do I keep abreast of product developments? 


Alert buyers look to all sources for new and improved products; if you, too, keep 
abreast of developments you'll be able to discuss the developments intelligently 
and without wasting selling time digging for information. Read manufacturers’ 
literature; study the “New Products” department of your magazine, INDUSTRIAL 
DistTRIBUTION, 





stabil ten i 


12. 


Am I able to find sources for products without delay? 


You cannot always anticipate just what products a customer will inquire about. 
Searching about for a product with which you are not familiar can be time con- 
suming—keep INpusrRiaL Disrrisurion’s “Product Reference Number” handy 
and you'll be able to find the answers without wasting time. 





13. 


Do I estimate potential sales to customers? 


Establishing a fair potential for cach customer can prove to be one of your greatest 
time-savers. If you know, for cxample, that a customer's potential is ‘small, you'll 
know, too, that you can afford to give that customer only a small amount of your 
time. You may find that you can decrease the frequency, of personal calls on some 
accounts and increase the frequency of calls on others. ‘l'clephone calls, inter- 
spersed with an occasional personal visit, sometimes net as much business as all 
personal calls. 





14. 


Do I keep my reports to my office up to date? 


Some salesmen make out reports while waiting to sce the next customer. Others 
draft reports at the end of each day. Whichever system you follow, you'll find that 
just having a system will save time. Without proper records your office will be 
wasting your time inquiring about this and that; you will waste time trying to 
explain to customers why a mailing picce was misdirected; you'll waste time doing 
a selling job that promotion literature can do for you. 
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More Sales — Lower Costs in the Warehouse 


ICAUSE techniques and _pro- 
cedures for operating the indus- 
trial distributors’ warehouse are so in- 
terlaced with problems related to other 
major departments in the organization, 
achieving the perfect warchousing set- 
up is next to impossible. Contributing 
further to the industrial distributors’ 
warchousing difficulties is the fact that 
most warchousing is done in existing 
facilities—in buildings and busir.ess lo. 
cations not always applicable to cfh- 
cient warehousing operations. 
In almost every case, warehousing 
and handling costs are substantially 
sufficient to have a pronounced effect 


on the distributors’ breakeven point. 
Effecting economics in time and labor 
requires diligent study, good manage- 
ment and sound planning. In order 
to achieve maximum warchousing eff- 
ciency, the industrial distributor has 
but one course of action: ‘To study his 
warchousing operation in the light of 
its own peculiar conditions and con- 
tinually explore opportunities for sim- 
plification that will result in reduced 
warchousing costs. 

There are few warchousing opera- 
tions which cannot be improved. ‘The 
industrial distributor who seeks out 
the one best method of handling each 


product group out of a multiplicity of 
industrial supplies, tools and equip 
ment will be working toward ware 
house efficiency. Promoting the stand 
ardization of warehousing procedurc 
and techniques will reduce operating 
costs and leave a larger share of th¢ 
budget for amplifying sales efforts 

Efficient warehousing is a means of 
increasing sales through improved serv 
ice—assuring customers of the ability 
to make prompt shipments out of 
stock to satisfy their needs. Cost 
reduction, on the other hand, is based 
on sound plans deftly administered 
until the objective is reached. 








Do I have a warehouse manager? 

There has yet to be found an overall substitute for placing responsibility on a 

competent man’s shoulders. With responsibility, of course, must go authority. If 

operations are small, it is not always necessary to have a man Carry a title but 
. there should be one man who makes it his business to see that things operate 

smoothly and efficiently. A good warehouse manager can coordinate activities, 

climinate duplication of effort, and integrate the warehouse operation with other 

major departments in the firm. 





Do I have a good idea of product space allotment? 
The first step to be taken in this direction is to review the allotment of space 
for individual products or lines. Once this is determined, you can match the 
a results against the actual space needed. Frequently, such a review reveals that 
space is being wasted; that products have been assigned too much space. 





Have I studied our physical layout? 

Once of the best methods for actu: illy studying a layout is to make a drawing of all 

available warehouse space. With such a drawing it is comparatively casy to deter- 

mine where the receiving and shipping departments should be located. In most 

cases operations are more efficient when the two departments are separated. 

However, the individual layout is the determining factor and the prime object 
3 is to make certain that the activities of one department do not conflict with those 

s of the other department. 

Among other points to be studied from the drawing is the width of aisles—do they 

permit casy movement and still not waste space? ‘The accessibility of the counter 

must be considered if your operation involves a good deal of over-the-counter 

business. 





Where do we put our overstocks? 

Too often overstocks—stock that will not fit into the assigned place—are hauled 
off to some distant corner and Jeft with the hopes that it will be remembered where 
they are. In some instances it is possible to store overstocks above the bins holding 
4 the regular stock. In other cases it is necessary to put overstocks in one central 
. location. ‘The important thing is, however, that they be kept as close to the bins 
as possible. It is a good idea to place cards in the bins stating that there is over- 

stock and giving the location of it. 
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What about the location of products? 
The movement of stock from one point to another involves labor and labor involves 














wi cost. Therefore, it is reasonable and efficient to keep the physical movement of 
eae . stock at a minimum. Fast moving and heavy or bulky items should be stored as 
tand close to both the shipping and receiving departments as possible. Related items 
eee also should be kept together to facilitate the order picker’s work. 
ating — 
F the | - 
forts 
ns of Js our materials handling equipment adequate? 
ser It is not always wise to dismiss the idea of installing materials handling equipment 
bility 5 with the assertion that it is too expensive for an operation. Study evel ible equip- 
it of 3 ment such as hoists, pallets, lift trucks, roller conveyors, ctc., in terms of volume. 
Cost You may find that your operation warrants the expense. 
asec 
terec ~ 
Have I analyzed the time spent on jobs? 
_— Unless you know the average time necded to perform specific jobs, it is possible 
for warchouse work to run into unnecessary work peaks and valleys. ‘lake a typical 
] weck as a period for study. ‘Then assign repetitiv ¢ jobs such as housekeeping, etc., 
to those men who have spare time. This action will even out the workload and 
may result in reducing overtime work. 
Have I thought of having two-level warehousing? 
Many distributors operate in old buildings, buildings with high ceilings. ‘The use 
of shelves and bins that extend above the average man’s height, means the use 
a of ladders; they slow down operations and increase the chances of accidents. It 
— may be possible to build balconies with stairways and to use the sccond level for 


storing overstocks. 





Is our shipping setup efficient? 
Delays in loading trucks can be kept at a minimum if thought is given to segre- 
g gating outgoing merchandise on the basis of the delivery date, and of the area 
5 or zone. A shipping platform that is clearly marked off for shipments “today” 
“tomorrow,” ctc., climinates sorting and resorting of loads. Merchandise can be 
j piled so that the material to be delivered last will go into the truck first. 





Litwed ee es te 


Is color important? 

10 Warchousemen who assemble orders can perform their jobs faster and casicr_ if 
| 3 aisles and bins are well markced—colors can be associated with specific products or 
lincs. Bins should be labeled with easy-to-read identification. 





How about lighting? 
Men who have to work in dimly lighted warchouses can not be expected to do 
11. their jobs with speed. Good lighting eliminates errors in addition to speeding 
up work. It also improves employee morale. 


a 





Are there other ways to promote efficiency? 
Any study will reveal numerous ways to help warchousemen to do their work 
better and more efficiently. For example: Do the order writers write legibly? Do 
] : they use standardized terms that are easily understood by the warchouse personnel? 
Are the invoice copies that are sent to the warehouse prepared in such form that 
they are legible—not smeared? 
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Organizing for Cost Reduction 


E, ALL give “lip service”. to the idea of cost reduction. It’s good! It’s 
important! But let’s do something about it. Here are some thoughts on 
ways and means of getting started. 













1. Set up a task force or a number of task forces on cost reduction. 
| a.'To enlist the support of all employees, management should set forth 
the current need for cost reduction based on facts and figures. 

b. Some individual or individuals at the operation level who are thoroughly 
familiar with the details—in the office, in the warehouse and in selling— 
should be designated as cost reduction task forces to work with manage- 
ment counterparts. Details can thus be integrated with overall thinking 
at every step. 




















2. Develop a work inventory for each job in the organization. 
The duties of the individuals in most positions in any firm are composites 
which represent years of accretion. Have each individual as a starter write out 
just exactly what he does with the percentage of time spent on each part. 














3. Develop an ability inventory for each employee of the concern. 
In a selling and service organization, people are the most important resource. 
Rating forms are available to facilitate this work. 














4. Analyze jobs and people. 

a. From the work inventory appraise and, where advisable, reassign duties. 
Some steps may even be eliminated where segments of a particular opera- 
tion are brought together at one desk or in one position. 

. The ability inventory, when related to the job specifications, should reveal 
areas for the better utilization of employee abilities. It will also reveal 
those cases where administrative talents are being lavished on duties that 
are of a detailed, routine nature which could be handled equally well by 
a relatively unskilled clerk. 


— 











5. Explore the possibility of introducing cost saving equipment, systems or meth- 
ods. Machines, especially in the office, can reduce the man hours required to 
do a host of jobs—machines which at the time may appear expensive can pay 
for themselves in a year. And office systems tailored to the peculiar require- 
ments of the individual distributor are available and should be investigated. 
In many instances, a wholesale overhauling of methods or procedures with 
substantial savings is possible with the aid of the new machines or with mod- 
ernized systems. 
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These Osborn Master Sweep Floor 
Brushes are real cost-cutting tools 
that will push your profits higher 


ET behind the Osborn line of new Master Sweep 
Floor Brushes and push your sales and profits to 
a new high in °49. 





For Master Sweep’s built-in quality and modern 
oS design have real appeal to every value-conscious main- 
~~ tenance man intent on cutting cleaning costs in fac- 
tories, offices and stores. Just check these 7 “sell-ective” 
construction features that will insure faster, easier, 


| PUSH THIS erromisi 


¢ Scientifically “work-balanced” to reduce fatigue. 
OSBORN BRUSH ¢ Oval trim brush face for maximum sweeping action. 
¢ New streamlined natural lacquered block with at- 


tractive color identification band. 





¢ Top quality brush stock of correct thickness and trim. 
¢ Tufts anchored individually in solid hardwood block. 


¢ Polished straight-grain hardwood handle. 
. ¢ Two-position handle holes, “lock-tight” threaded 
. for quick assembly. 
| In addition to Master Sweep Floor Brushes, the 
; Osborn line includes a better tool for every maintenance 
job—sweeping, dusting, washing or painting—plus the 
world’s finest power driven brushes. It will pay you real 


profits to push the top-quality, fast-working Osborn line.‘ 


THE OSBORN MANUFACTURING COMPANY 
Dept. 192, 5401 Hamilton Avenue Cleveland 14, Ohio 
/ Fs 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + POWER DRIVEN BRUSHES + PAINT BRUSHES +» MAINTENANCE BRUSHES 
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THE SALES INDICATOR—Supply Sales in gain from July and about the same percentage gain as reported I 
August rose slightly to 294. This was a 34-point for this period last year. we 
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Supply Sales Trends | 
Ue 
im 
3 \ 
j 
| 
| 
P| 
AK 
<. | 
°o 
ad ‘ 
% , 4 
“> | 
*e m~=-194 | | 
— 1948) —--1947 
. 
ORDERS PER WORKING DAY were 106, up 16 
from July. Orders per day were 8.8, just about even with , 
. July. . 
. 
: ’ 
North North i 
Month Pacific Western Central South Atlantic 54 
Sales J. 356 = 409s 91 303-234 : 
indicator A. ee sesees 233031135 50 . 
Orders per Sales- J. Oe apeinss 6.3 22 93 
manperDey <A ee 6.7 10 9.9 46 : 
Volume per J. $11,800 12,200 12, 14,400 10,600] : ae 
Salesman Rs RE sons 13,900 14,000 11,800 | ‘ 
Size of J. $26.70 ...... 37.70 34.60 34,20 38 
Average Order A. 33.30 |... 36.00 33.90 37.20 
Orders per J. ery 92 144 77 34 
Working Day =A Te kenses 97 = 140 71 
30 
=--= 1949 
26 
— 1948 —==1947 
REGIONAL TRENDS—A]] the regions recovered July FMA 4 
losses, the North Atlantic leading with an 81-point gain. SIZE OF AVERAGE ORDER for August was $35.10, . 
Size of average order and orders per day were up, though up very slightly from July. Volume per salesman was ’ 
volume was down for the Pacific region. $12,300, down $500 from July. 
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can SELL these Oster 
Power Pipe Threaders 
when you explain their 
cost-saving features! 





Speed, accuracy and durability of these Oster "TOM THUMB" 
Portable Power Threaders offer your customers a DIRECT means 
of cutting threading costs. 


No. 582 “TOM THUMB” THREADER 
(For Threading STRAIGHT Pipe) 


In this machine (illustrated at left), the work turns in the 
stationary die-head. Standard range '/4"to 2” pipe. Extra range 


































Vg” pipe. Extended range with drive shaft and geared receding 
die-stock is 2!/2” to 8” pipe. Bolt range 4” to I!/2”. 


No. 592 “TOM THUMB” THREADER 
(For Threading BENT and STRAIGHT Pipe) 


& In this machine (illustrated below), the dies turn. Equipped 

a with ROTARY Die-Head and Open Type Vise, BENT as 
| well as straight pipe can be threaded. Same standard pipe 
| and bolt range as the No. 582. 


Both machines are indentical with the exception of the die-head 
. » » STATIONARY die-head on the No. 582... ROTARY die- 
head and open type vise on the No. 592. 


Now ... with these TWO "Tom Thumb" Portable Power Pipe 
Threaders . . . you can sell exactly the machine to meet indi- 


vidual requirements. Note some of the many advantages of 
"TOM THUMB" Threaders: 





1 Threading Speeds. Total floor to floor time on 2” pipe only 56 6 Nipples as short as 3!/2” in the 2” size can be threaded on both 
seconds. Comparable speeds on other sizes in standard range. ends without using a nipple chuck. (A big time-saver!) 


2 Straight Work. Sell the No. 582 machine for threading STRAIGHT 7 Lever Feed (new type) pulls carriage forward instead of push- 
pipe, nipples, bolts, etc. ing it. (Less effort of operator reduces fatigue factor.) 


3 Bent Work. Sell the No. 592 machine for threading both BENT 
and STRAIGHT pipe, nipples, bolts, etc. 


4 “Spinfast’ Front Chuck on the No. 582 machine speeds up chuck- 9 Positive Lubrication. Oil pump is reversible, easily accessible 
ing and unchucking. No chuck wrench needed. and has adjustable relief valve. . 


8 Smooth Power assured by the hardened and ground steel worm 
running in ball bearings. Bronze worm gear. Machine drive shaft 
and spindle run in ball bearings. Helical reduction gear. 


5 Open Type Vise on the No. 592 machine speeds up handling the 10 Other Features include various important details of construction 
work into and out of the machine. engineered for speed, accuracy and durability. 


Engineered and Manufactured by 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2041 E. 61st St., Cleveland 3, Ohio 
BRANCH SALES OFFICES: NEW YORK © CHICAGO ¢ PHILADELPHIA © LOS ANGELES 


BUILDERS OF PROFIT-MAKING THREADING TOOLS AND MACHINES SINCE 1893 | 
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Keeping Up With Business 


Sieel Capacity In Decade 
Increased By 16 Million Tons 


More than 800 million tons of steel 
will have been made in the ten years 
of the 1940's, nearly 17 billion dollars 
in wages will have been paid to steel 
company employees, and capacity will 
have been increased by 1950 to 16 
million tons, making the decade the 
greatest in the history of the steel 
industry. 

The figures for the 1940’s compare 
more than favorably with previous dec- 
ades. The 1930’s produced only half 
as much tonnage, the 1920’s only a 
third as much. 

To manufacture its 800 million tons 
of steel in the last ten years, the in- 
dustry consumed more than a billion 
tons of iron ore; 875 million tons of 
coal; 440 million tons of scrap and 
vast quantities of other materials—in- 
cluding air. 





Government “Ghosts” 
Cutting Tool Orders 


More than $73 million worth of 
‘phantom orders’ (not to be acted 
upon until an emergency) for cutting 
tools have been placed with manu- 
facturers making the products involved 
in a new Government preparedness 
plan. Similar orders recently were let 
for 100,000 machine tools of standard 

pes. 

The “ghost” requisitions cover 24 
items of special types; counterbores, 
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hobs, end mills, multiple thread mill- 
ing cutters, form tools, cut-off blades, 
finning blades, form relieved cutters, 
inserted blade cutters, blades for in- 
serted blade cutters, metal slitting 
saws, metal slotting saws, tungsten car- 
bide-tipped tools, milling cutters, high 
speed steel drills, carbon steel drills, 
carbide tipped drills, drills and coun- 
tersinks, high speed steel reamers, car- 
bon steel reamers, carbon-tipped ream- 
ers, taps, dies and broaches. 

The RFC or similar agency would 
underwrite initial production on the 
stand-by orders until assignment of 
the tools to manufacturers brought 
payment for them through normal 
channels and methods. 


100 Business Firms 
Detail New Product Data 


First-hand, step-by-step experiences 
of 100 business firms that have been 
successful in developing and selling 
new products are reported in a new 
Department of Commerce guidebook 
for manufacturers who may want to 
(a) round out new lines, (b) find new 
lines (c) keep machinery operating 
full-time or (d) provide continuous 
work for employees. 

The 75-page book suggests how to 
locate ideas for new products; how to 
select products which will sell; how 
to prepare them for the market; how 
to find a suitable name for the prod- 
ucts, design an effective package, plan 
a marketing program and obtain aid 


in development and marketing prob- 
lems. 

“Developing and Selling New Prod- 
ucts” may be purchased at the Com- 
merce Department office for 25 cents 
the copy. 


BRIEFS: 


. . « More cars, trucks, and buses were 
manufactured and sold by the auto- 
motive industry in June than during 
any other June in its history. 


. . . After 17 years of virtually unin- 
terrupted “mountain-climbing”, con- 
struction costs are on the decline. 
Most of the drop occurred this year. 


. . . Wage earner families plan to buy 
2,500,000 mechanical refrigerators, al- 
most 2,000,000 automobiles and 800,- 
000 television sets, according to a re- 
cent survey. 


. . . Output and shipment of lumber 
have been running about 10 percent 
behind 1948 since the turn of the 
year. 


. . . Farmers’ assets (in cash) in 
1948 were $22 billion, as against a 
mere $5 billion in 1940. ° 


. . . Consumer long and short term 
debts combined are about 32 percent 
of aggregate individual savings, cur- 
rently, compared to 99 percent in 
1940. 
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WHY YARWAY 
STEAM TRAPS 


SELL FASTER 










Trap. 


Small valve "F"’ is the 
only moving part in the 
Yarway Impulse Steam 








f) on >, 4 —S a 
ILL T 

DID LB I 

. edd f} DS ade OJ @ 


it hot... also because of small size, easy instal- 
lation, minimum maintenance, adaptability (suit- 
able for wide pressure ranges without adjust- 
ment) and low cost. 


That story about the world beating a path to the 
man who makes “a better mouse trap”’ isn’t as 
true as it used to be. 

But supply house salesmen find it’s easier to sell 
a better. steam trap. Over 600,000 Yarways have 
already been sold! 


Users prefer Yarway Impulse Steam Traps be- 
cause they get equipment hotter sooner, and keep 


Yarway’s hard-hitting advertising tells users 
about this better trap .. . plays a big part in 
making Yarway the leader in supply house steam 
trap sales. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 
Branch Offices in Principal Cities 


STEAM TRAP | 
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INDUSTRIAL PRODUCTION = Trends Sidewise 


The economic decline set in motion 
back in the closing months of 1948 
seems to have arrested itself at a still- 
comfortable level of activity in trade 
and industry. It’s too early to say yet 
whether the “leveling” is preliminary 
to an upturn in economic activity, or 
whether it marks a resting point in 
the post-war inventory readjustment 
that brought on the downward trend. 

The critical indicators on the dur- 
able side of the production index ap- 
pear to have passed their low point 
for the year. Steel which at one time 
was producing less than 62 percent 
of capacity, has managed consistently 
in recent weeks to hit better than 80 
percent of capacity. 

Moreover, steel inventories are be- 
ing consumed by important steel users 
at rates which again may result in 
order backlogs. 


Autos And Houses 


The automobile, truck and bus 
makers, for example have been con- 
suming their steel supplies at rates 
close to the all-time records of 20 
years ago, an indication automotive 
steel buyers will soon come back 
heavily on the steel market. Some of 
the industry’s divisions, however, al- 
ready have passed through the stage 
of steadily increasing sales, and out- 
put has just about reached its peak. 
The industry seems headed into some 
important problems of adjustment to 
that curtailed market which will test 
its adaptability, its resources and its 
financial reserves. 

The construction industries con- 
tinue to operate at record rates, (10 
percent above “‘in place” output of a 
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year ago). That’s a fortunate change 
from the tapering off that took place 
beginning in June of last year. 

More construction will be under- 
way as well late in the year, which un- 
doubtedly will further bolster business. 

Residential and government works 
building has carried the major portion 
of the load this year, with commercial 
building still running on the “down” 
side as of the end of the third quarter. 

Metals prices are on the way up 
again, an indication that buyers have 
moved into the market to take ad- 
vantage of the low prices per lb. of 
raw industrial materials. As of this 
writing, scrap steel can be had at half 
the price it was a year ago, copper at 
two-thirds the price, and other raw 
materials at prices three-quarters and 
lower than a year ago. 


Non-Durables Move Ahead 


The soft goods industries may have 
had a considerable part in arresting 
the drop in production. These lines 
(textiles, rubber and products, foods, 
etc.) have not declined since April. 
In June, textile output spurted ahead 
for the first time since last January, and 
food and tobacco output was the high- 
est for the year. (In the same six- 
month period, textile machinery out- 
put slumped about 10 percent, along 
with farm implement production. ). 

European buyers again are in the 
market buying machinery and indus- 
trial supplies and equipment for use 
abroad under the European Recovery 
Plan. More machines and tools are 
tentatively ear-marked for “foreign 
trade” under the plan to re-arm the 
West against Russia, and special aid 
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for Britain seems a near prospect. 

What promises to be a further 
sparkplug to spending is the veterans 
insurance premium benefit payments 
scheduled to begin sometime early 
next year. The payments will increase 
the supply of money in the hands of 
consumers with a reputation for spend- 
ing it promptly by more than $2 
billions. 


Summary 


The record output in automobiles 
and construction certainly has cush- 
ioned the decline underway since last 
November. And because the two in- 
dustries continue unusually active; be- 
cause expenditures planned for new 
plant and equipment continue large; 
because government spending for the 
Marshall Plan, ECA and defense grows 
larger month by month and begins to 
make itself felt in areas of industrial 
activity where distributors figure prom- 
inently; because more government 
spending is in the offing on veterans 
projects and benefits, and on aid to 
Britain; because of all these things 
and because the movement sidewise 
in production has begun, the odds are 
favorable that an upturn in business 
may take place before the year’s end. 

Certainly the business atmosphere 
has changed toward the optimistic 
side during the last several months, 
although it may be another several 
before optimistic thinking finds its 
way into optimistic action. Mean- 
while, the distributor can only sit 
tight with both eyes open and both 
hands busy, preparing himself for 
whatever may be in prospect in the 
months ahead. 
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e: With “National’s” attractive new packages, you can find 
e the type and size of fastener you want in a hurry. Labels 
" in are color-coded by type—easy to read, easy to identify. 
] HEX HEAD _ GOARSE Th Stock handling is easier, shelf appearance better. Orders 
: _CAP SCREWS awe can be filled faster, with fewer mistakes. 
. $s , , , 
“ Here’s a plus value you get in handling “National” 
0 fasteners—in addition to their uniform high quality. It’s 
‘ Reach for a color instead of a name. The the most complete line made by any one manufacturer. 
. color code on “National” labels shows you It’s a line you can depend on and merchandise! Sold by 
; quickly the type of fastener in every box... hesitated 
helps you fill orders faster. Seay Coens. 
| Other “National” Products: HODE 


THE NATIONAL SCREW & MFG. CO. 
Cleveland 4, Ohio 


aoe te 
THREA 
‘ : 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 So, Garfield Ave., Los Angeles 22, Cal. 
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“Selling Is Miy Business” e ee Basic facts’ bear 


repetition — study your product, remember to demonstrate, don’t overlook small items. 





W. HAROLD HAMRICK: 


A Product Demonstration 
Cinched the Sale 


“One of my toughest sales, and in- 
cidentally a most interesting one, was 
of a steel lathe,” says W. Harold 
Hamrick, manager of the industrial 
supplies division of Montgomery and 
Crawford, Inc., of Spartanburg, S. C. 

“A textile mill was enlarging its ma- 
chine shop and needed an 18-inch, 
12-foot bed lathe,” Mr. Hamrick said. 
“Bids had been requested from a 
number of industrial supply firms. 
Competition was keen and prices were 
about the same. We visited the mill 
and presented the merits of our lathe 
and found that the decision to buy 
was close between several firms. 

“I was most anxious to make the 
sale and was more than a little nerv- 
ous over the prospect of winning the 
order,” Mr. Hamrick relates. “After 
presenting my sales story I returned 
to the office to get additional facts. 

“With this additional information, 
and well-armed with ‘know how 
gained from actually operating the 
lathe, I returned to my customer. We 
went over every superior point of my 
product and how it would mean bet- 
ter work in his machine shop. I left 
feeling that I had made a good sales 
presentation and the order was a 
cinch, for he had indicated such. 

“Several days passed but the order 
did not arrive. I became uneasy as to 
what had happened. At the office I 
went -over every point in my sales 
presentation and _ rehearsed and 
strengthened what I thought were my 
weak points. 

“IT then visited the plant manager. 
and got a big break when I found 
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him in the shop with the mechanic. 
Both showed increased interest in my 
sales presentation and I suggested that 
they see the lathe in operation in an- 
other shop. The invitation was ac- 
cepted and when they saw what the 
lathe could do, the sale was closed.” 
Summing up this interesting sale, 
Mr. Hamrick said that he believed 
he got the order because he had fa- 
miliarized himself with all the facts 
concerning the lathe. He had oper- 
ated it and was well prepared to 
demonstrate it and continue his sales 
presentation while his customer and 
the machine operator saw it in action. 





H. A. DOSCH, JR.: 


Don’t Ever Overlook 
Small Item Potential 


Sometimes it pays to put the cart 
before the horse in selling industrial 
supplies, according to H. A. Dosch, 
Jr., of the Kemp Machinery Co., Bal- 
timore, Md. For instance, don’t over- 
look the small item potential when 
emphasizing the sale of high-profit 
stuff. The idea of developing some 
nut and bolt business as the result of 
opening a customer’s door through 
the introduction of power tools doesn’t 
occur to many salesmen. It did to 
Mr. Dosch and it paid off. 

One of the prospects which Mr. 
Dosch picked for special sales effort 
was a contractor engaged in manufac- 
turing and constructing steel fences. 
Mr. Dosch figured this prospect would 
be interested in such equipment as 
power hack saws, punch presses and 
bending machines. He was right. 

After several calls, Mr. Dosch sold 
a power hack saw and a punch press to 
the prospect. In the meantime, Mr. 
Dosch learned that making steel 
fences required quite a few plated 
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nuts and bolts. Unable to sell a bend- 
ing machine because the customer had 
one which proved satisfactory, Mr. 
Dosch concentrated on nuts and 
bolts. Persistency gained for him a 
trial order of a couple of cases. ‘This 
has increased to at least 15 cases. 





RICHARD TREAKLE: 


There Is No Substitute 
For Product Knowledge 


When Richard “Dick” Treakle 
was made salesman for the John Day 
Rubber & Supply Company, Omaha, 
he took the advice of his employer 
and built up an unending thirst for 
product knowledge. 

Mr. Treakle has a five-year program 
which, when completed, will certainly 
equip him with the knowledge to sell 
industrial supplies, tools, and equip- 
ment effectively. Attending the Uni- 
versity of Omaha Night School he 
has already picked up his third-grade 
stationary engineers license, and his 
future schooling includes refrigera- 
tion and_ electrical engineering 
courses. 

Mr. Treakle started with the John 
Day Rubber & Supply Company in 
1944 as a shipping clerk. Setting his 
sights on a salesman’s job, he quickly 
advanced to an office position where 
he manned the pricing desk for a 
period of time. For the past two 
years, he has been a city salesman for 
this firm. 

“There is no substitute for knowl- 
edge” he says, “these night school 
courses have really put me in a posi- 
tion to talk about our products intel- 
ligently. The secret of selling indus- 
trial supplies, tools, and equipment 
lies in the help you can be to your 
customer, suggesting improvements 
in methods of operation that will in- 
crease productivity.” 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 





They resist 
OXIDATION by air, oxygen, ozone— 
have outstanding resistance to aging. 








They resist 
HEAT—are exceptionally stable at 
temperatures up to 250° F. 








They resist 
SUNLIGHT AND WEATHERING—in a 
class by themselves in resistance to 
tubber’s worst enemies. 





They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 





They resis? 
ABRASION, CUTTING, CHIPPING—ore 
tough and durable under severe serv- 
ice conditions, 








FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories...new,unusual applica- 
tions of neoprene, Write E. 1. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-10, Wilmington 98, Del e. 














For example: 


Courtesy: Van Camp Cannery, Terminal Island, Calif. 
Producer of the famous “‘Chicken of the Sea’’ brand tuna 


Oil-resistant neoprene conveyor belt 


in excellent condition 


after 4 seasons of service in fish cannery 


Operators of this large West Coast fish 
cannery were troubled by repeated 
breakdowns cf conveyor belts. In car- 
rying mackerel, tuna, sardine and other 
fish through the canning process, belts 
were exposed to deterioration from fish 
oils and constant flexing. Ordinary belts 
couldn’t take this punishment. Then 
the cannery installed a conveyor belt 
made with a cover of Du Pont neo- 
prene. It is still in regular operation 
after 4 seasons of service! 

Neoprene’s inherent resistance to oils, 
grease, and abrasion enables it to do 
an outstanding job with a minimum of 
servicing. Neopreneisn’t ruined by heat, 
soaps or most chemicals. And it’s tough 
and durable . . . stands up under aging 
and constant flexing. 

An important feature of neoprene is 
that it can be compounded to supply 
exactly the right combination of excel- 
lent properties required for a specific 
job. That’s why it pays to sell. rubber 


products made of Du Pont neoprene. 
Your customers are assured of high 
efficiency and long, trouble-free service. 
While Du Pont does not make any fin- 
ished products of neoprene, practically 
all rubber goods manufacturers can 
furnish you with neoprene products. 
E. I. du Pont de Nemours & Co. (Inc.) 


Rubber Chemicals Division C-10 
Wilmington 98, Delaware 
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' was visible than of the displayed items. 








ows How they... 


... enhanced display value of high shelf 


Salesmen at The Charles Zies & Sons Co., Baltimore, Md., Mis (8 i 
are display conscious. Recently some new stock shelves : 
were erected at the front end of the store just behind the < 
service counter. 

Salesmen suggested that the ends of the shelves facing 
the counter should be utilized to display power transmission 
items which are not stocked where they can be seen by cus- 
tomers at the counter. 

A display shelf came to mind but, being located about 
eight feet from the floor, more of the bottom of the shelf 





Lowering the shelves to give customers a full view of the 
displayed items would create a hazard for countermen who 
might accidentally bump their heads when turning into the 


aisles. The problem was solved by leaving the shelves at i 4 
the eight foot level but by tilting the front ends downward. — 
The displayed items are fastened to the shelves. Shelves tilted downward provide better view of display. 


... assembled a wire rope winder 


i TR EE 


Manual winding of short lengths of wire rope is a time- 3 7 igh ee 
consuming and laborious job. Lacking a power winder, — 
Frank Robinson, sales manager of the industrial supply 
department of Jefferson Brick & Supply Co., Birmingham, 
Ala., put his mechanical ingenuity to work and came up 
with the device illustrated here. 

The transmission and rear axle of an old Chevrolet truck, 
a differential from an old Ford, plus a 74 h.p. electric motor 
were combined to make a power winder with three forward 
speeds and a reverse. The elements were mounted on a 
frame made of channel iron. Power transmission items such 
as sprockets, chain and bearings are other essentials. At- 
tached to the working end of the axle is a drum made of 
wood and steel. 








Wire rope reels are hung on an axle in a wooden frame 
for taking off short lengths. The end of the rope is passed 
through a measuring device and then attached to the 






drum of the home-made winder. The winder, according | 


to Mr. Robinson, has performed efficiently for several years. Mechanical ingenuity produced this efficient rope winder. 


Where the distributor has narrow 
aisles with stock shelves reaching to 
the ceiling, warehouse men at Hoover 
Supply Co., Kalamazoo have the an- 


swer to reaching the top shelves on Fe ae at 

either side of the aisle easily. : ; ye ee 
The shelf ladder here, is fitted at ; . : , 

the top with a trolley arrangement, et fie ies 


running on a ceiling track over the 
center of the aisle. To get at the high 
shelves, the warehouse man has only 
to lift the ladder, long enough to posi- 
tion it ata safe working angle, and 
pull it along to the desired position. 
Because the ladder is suspended over 
the center of the aisle, the warehouse 


man can reach the high shelf on either ail 
side of the aisle with ease. A ladder fitted with trolley reaches shelves on both sides of aisle. 
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... reach high shelves in narrow aisle | 
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TO RESIST 
CORROSION... 


If It’s a 
Socket Screw 
Product... 


LOOK TO 
ALLEN 





























fir Hee is tie on 








The Allen O Head line is so broad, 
including over 1500 standara items, 
that you can supply many from 
stock which competition would have 
to handle as specials. 














When you need a combination of distributors. Write for complete in- 
strength and resistance to most formation on the AllenO Head 
acids, alkalies or other corrosive stainless steel line. 


substances, use stainless steel. 





























LL i Beyond that, when a customer has 
When you require stainless steel QUICK FACTS ABOUT == — 4 application for any socket head 
: cap or set screws, your Allen Dis- STANDARD ALLENO HEAD | product, no matter what it is, Allen 
\ tributor has the most complete STAINLESS SCREWS i factory representatives and factory 
line . . . over seventy sizes that Made of 18-8 non-magnetic stainless | engineering stand ready to offer 
are standard. —_ $e _— (No. 10 NF also seasoned advice and assistance in 
. Set Screws in popular sizes from No. developing it. Experience with all 
You * elt 6, 3%" length to 14” x 34". Cup metals and alloys in practical use, 
prompt de points. Preene : 
AllenO Head advantages of Cap Screws a facilities for all types of forming, 
strength, fine finish, strong sockets No. 8, + a OO oan — oones ' threading, heat treating and tem- 
| and the smooth threading made a. pth, A of a pering enable Allen to produce any 
possible by Allen 100% Pressur- less steel available on special order. | | product adapted to socket screw 
| forming. Sold only through leading —eee! principles. 
. 
‘ 
i ws ore S ss 
Ales . nt ‘ie he Special screw products are important 
al bean MANUFACTURING. COMPA components in so many modern 
ale ine svt 0 ee ek Seti. om ne = Su products that it will pay you well 
—- — — ———— to discuss these problems with your 
FOR 40 YEARS THE BUY-woRD FoR Socket screws leading manufacturer-customers. 
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New Salesmen Added 
To L. P. Degen Staff 


L. P. Degen Belting Co., San Fran- 
cisco, has added George Bass and 
Larry ‘Trepanier to the force to handle 
its new line of R. Hoe & Co. saws and 
filing room equipment. Wallace 
Degen president, reports that the new 
salesmen will serve the company’s 
northern California territory. Mr. 
Bass was formerly with A. C. Atkins 
Co. and Mr. Trepanier was employed 
by the Placerville Lumber Co., Pla- 
cerville, California, as saw filer. 

The Degen company handles trans- 
mission and conveyor belting and in- 
dustrial hose along with the new saw 
line. It also manufactures leather 
belting and packings in its San Fran- 
cisco plant. 


Plomb Tool Co. 


Advances Moule, Manker 


Thomas B. Moule, sales manager 
of the Plomb Tool Co., Los Angeles, 
Calif. has been appointed vice-pres- 
ident in charge of domestic sales. 
Henry E. Manker, formerly traffic 
manager of the company’s main plant 
in Los Angeles has been advanced to 
general traffic manager. 

Mr. Moule joined the company in 
1944 after serving three other com- 
panies in sales and advertising capac- 
ities for 12 years. Mr. Manker joined 
the company in November, 1943. 





Thomas B. Moule 
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DIAMOND LAPEL BUTTONS are awarded to three veteran employees by Carl C. 
Krueger, president of the San Antonio Machine & Supply Co., marking the com- 
pletion of 30 years of service with the company. C. M. O’Dowd, Howard Bergen- 
dahl and Albert Kallies received their awards from Mr. Krueger; two other employees 
(not shown), S. A. Becker and Mauricio Cantu, received watches as new members of 


the SAMSCO Quarter Century Club. 





Ex-Distributor Joins 
Flexible Tubing Sales 


A. H. Loux, former sales representa- 
tive of one of the leading distributors 
of industrial machinery and equipment 
in New York State, was appointed 
Manager of Distributor Sales for the 
Flexible Tubing Corp., Branford, 
Conn., it was announced by Frederick 
K. Daggett, president. 

Starting his business career in the 
petroleum industry, Mr. Loux worked 
for many years with such organiza- 
tions as Standard Oil Co. of New 
York. During the war, he served as 
assistant district manager and chief 
of the Production Service Department 
of the War Production Board at Al- 
bany, N. Y. 

After returning to industrial sales, 
Mr. Loux joined Flexible as direct 
factory representative for northern 
New York and adjacent territory, serv- 
ing in this capacity for almost a year. 
In his new position, he will have full 
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responsibility for the development of 
distributor sales, acquisition of new 
distributors and the origination and 
recommendation of policies affecting 
manufacturer-distributor relations. 
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BESLY HIGH SPEED TWIST DRILLS AND REAMERS + BESLY TAPS 
BESLY TITAN ABRASIVE WHEELS + BESLY GRINDERS AND ACCESSORIES 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton St., Chicago 6, Illinois 


FACTORY: Beloit, Wisconsin 
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A FF 
A. F. CRAWFORD 
Stanley Tools 


Names Two To Sales 


A. F. Crawford and Theodore P. 
Steinke have been appointed sales- 
men for Stanley Tools of New Britain, 
Conn. Both men will handle the 
complete line of Stanley Tools, in- 
cluding “Yankee” tools and Russell 
Jennings bits. 

Mr. Crawford has been in the hard- 
ware field since 1935, serving both as 
a manufacturer’s representative cov- 
ering New York State and other areas, 
and as a retailer. He joined the 
Stanley organization this year after 
being with the electric tool division 
of Ingersoll-Rand Co. He will repre- 
sent Stanley tools in New York State 
with Paul Seelye. 

Mr. Steinke will represent the com- 
pany in Arkansas, Louisiana, Okla- 
homa and Texas, succeeding Harold 
Arey. Mr. Steinke was employed by 
Stanley for a sales training program 
immediately on receiving his degree 
in business administration in 1948 
from the University of Connecticut. 





ie 


T. P. STEINKE 
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Albany Hardware 
Expands Its Facilities 


The Albany Hardware & Iron Co., 
Albany, N.Y., has obtained a long- 
term lease on a 15,000 sq. ft. ware- 
house in Utica, for expanding its busi- 
ness in central New York. 

Although the company has served 
the central part of the state from its 
wholesale headquarters in Albany, it 
now will begin to store goods for sale 
in the new location. 

The firm, incorporated in 1891, is 
the outgrowth of a series of whole- 
sale hardware concerns, previously lo- 
cated in lower State Street, whose 
origins date back to 1797. 


P. A.’s of Baltimore 
Sponsor Products Exhibit 


The Purchasing Agents Associa- 
tion of Baltimore again is sponsoring 
its annual manufacturers’ Products 
Exhibit, to be held at the Lord Balti- 
more Hotel, October 11, 12 and 13 
from 1] a.m. to 10 p.m. The pro- 
gram will highlight the latest tools 
and machines in electronic, factory, 
building, mill, office supplies and 
equipment, in actual operation. 

The committee selected to man- 
age the exhibit this year includes 
Stephen J. Buschman, chairman, and 
John Schwarz and W. A. Johnson, 
vice-chairmen. 


Andrew C. Ellis Dies 


Andrew C. Ellis, president of 
Seither & Ellis, Inc., distributors of 
Newark, New Jersey, died on August 
12. Mr, Ellis was 62. 

He was born in New York and edu- 
cated in Newark. His associations in 
the industrial field include 25 years 
with Foster Engincering in Newark 
until, in 1919, he founded the new 
firm with Fred J. Seither. 





INVENTORY is the topic of discus- 
sion between C. R. Byrd, manager of 
the warehouse, and L. H. Dodson, of- 
fice manager of Tidewater Supply Co. 


Tidewater Supply Co. 
Completes Addition 


Tidewater Supply Co., Knoxville, 
Tenn., has completed construction of 
an addition which about doubles its 
warehouse facilities. Loading _plat- 
forms have been constructed along 
the railroad tracks and new trucking 
facilities have been provided. 

The expansion was necessary to 
handle the growing market in the 
area. The company has added W. L. 
Smith to its staff as equipment and 
machinery sales engineer. He was 
transferred from the Asheville office. 

C. J. Hines has been promoted 
from quotation clerk to outside sales- 
man covering the city. 

J. E. Rose, former mining equip- 
ment engineer with Imperial Cantrell 
Co., Jellico, has joined the company 
to cover the Kentucky coal field area. 

L. H. Dobson has joined the com- 
pany as office manager. He was for- 
merly with Railey-Milam, Inc., and 
before that was with C. M. McClung 
& Co. for 20 years. 

Since the company acquired the 
Knoxville Belting Supply Co., it has 
expanded sales activities. F. M. Neal is 
manager of the Knoxville office. 








SUBSTANTIALLY larger quarters are available to the American Sanitary Rag Co. of 
Chicago in its new building, located at 1025-1035 West North Avenue. The com- 
pany is known as “industry’s largest wash woman.” 
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NO METAL FLANGES 
TO MAR SURFACES -— 


NO RIGID HINGE POINT 
TO BEND OR BREAK WIRES 


ALL-RUBBER CORE 
ABSORBS VIBRATION 


WIRES COMPLETELY 
LOCKED IN RUBBER 


Due to a new process for imbedding 
wire in rubber, you can now sell a 
more efficient kind of rotary wire 
brush. 


It’s the new HEwItTr RUBBERLOKT 
Rotary WIRE BrusH ... with 
bristles that are locked in rubber! 


Here are some of the many reasons 
why your customers will say it’s a 
better brush in every way! 


Less Vibration—Its special rubber 
mounting soaks up vibration. So 
workers will find it easier . . . and 
less fatiguing . . . to use on both 
portable and bench tools. 


Easier on Tool Bearings—Less vibra- 
tion means greater protection for 
tool bearings and arbor shafts. It 
means less maintenance on those 
tools, too. 


More Brushing Points—Exclusive 


HEWITT RUBBER DIVISION HEWITT-ROBINS INCORPORATED 





Hewitt rubber flange keeps bristles 
in an upright position all during the 
life of the brush. That provides more 


brushing points . . 
smoother job. 


. and gives a 


Better Flare Control—Special rubber 
flange always brings the wires back 
to their upright position . . . won’t 
let them bend out or mat down. 
Gives brush longer usable life! 


Less Wire Breakage—Rubber mount- 
ing reduces bristle ejection. And it 
also eliminates the rigid hinge point 
that causes wires to fray and break. 
Result—a much safer brush! 


Faster, Better Work—Unlike a rigid 
metal mounting, the Hewitt flexible 
rubber-locked mounting allows the 
wires to “‘give’’ without bending or 
breaking. Yet it holds them together 
compactly under working pressure. 
So it allows workers to do a much 
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faster, better job . . . even on irregu- 
lar surfaces. 


Investigate the sales and profit possi- 
bilities of the new Hewitt RUBBERLOKT 
Rotary Wire Brush today. Sales terri- 
tories are still available in some areas. 
Write Hewitt Rubber Division, Dept.1D-10 
240 Kensington Ave., Buffalo 5, N. Y, 


RU BBERLOKT 























YOU’D NEVER GUESS the true 
identity of this character. It’s Leon 
Watkins, Watkins Inc., Wichita, at one 
of this firm’s regular employee parties. 


RECENTLY PLACED as sales man- 
ager of the Industrial Supply Dept. of 
the Stambaugh-Thompson Co., Youngs- 
town, Ohio, is Don F. Malone, who 
had been a salesman with White Tool 
& Supply Co., of Cleveland, Ohio. 
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JUST CLOWNING. Oscar Iber, O. Iber Co., Chicago, laid them in the aisles 
recently when he entertained fellow members of the Chicago Rotary Club at the 
Ringling Bros. circus. Mr. Iber is a vice-president of the club. 





RECENT COLLEGE GRADUATES hired by the Cleveland Chain & Mfg. Co., 
Cleveland, are shown conferring with James W. Dickey (center), vice-president and 
general manager. They are (left to right) Edward C. Maruna, Jerrold J. Kelley, 
Robert Penovich and Harry E. Figgie, Jr. 





ALL OF THE LARGER EQUIPMENT demonstrated at the recent Abrasives Clinic 
held by A. V. Wiggins Co., Inc., distributors of Syracuse, N. Y. in their show room 
was sold off the floor. T. R. Adams, far right, the president of the firm, looks on 
while a belt sander is demonstrated for his interested customers. 
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The Dallas Morning News spotted their new million- 
dollar presses into position with Yale Spur-Geared 
Hand Hoists. That’s typical of the confidence in- 
dustry has in Yale. Put this quality signifying name 
to work for you! It makes selling easy—you wind 
up with more money in your pocket. 


The Spur-Geared is the most efficient hand hoist 
of all! It returns a mechanical efficiency of 85%. 
It’s fast—enables one man to lift 2,000 lbs. 3 feet 
in 42 seconds. Your customers will go for its safety 
features, too. The Spur-Geared has a Weston screw 
and dise type, self-actuating load brake—brake 
pressure increases in proportion to increase in load. 
Its drop forged steel safety hook holds loads way 
over rated capacity . . . opens slowly to give visual 
warning when the hoist is overloaded. The welded 
steel load chain sustains loads far in excess of 
capacity ... is rugged . . . lasts for years. 

These are but a few of many advantages of the 
Yale Spur-Geared Hoist. Refresh your memory . .. 
look them up in your catalogs and pass them on to 
your prospects. Then watch your sales jump. 


THE YALE & TOWNE 
MANUFACTURING COMPANY 
Philadelphia Division 
Roosevelt Boulevard Philadelphia 15, Pa. 





INDUSTRIAL DIAL SCALES + HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND 
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To sELL Chain Slings, you NEED THE ANSWERS 


Carrying your load on 
Big lift 


get you down? Throw a leg, 


chain sling sales? 


over these 19 questions. An- 


swers are on Page 162. 


1. Match the following types of 
chain: 
C) wrought iron 
LC] low carbon steel 
(] high carbon steel 
CJ alloy steel 
With the following “uses” to 
which they may be put: 
(a) for general utility; not rec- 
ommended for dangerous lifts. 


(b) for slinging rock, ete; 
abrasion resistant, minimum 
weight. 


(c) for hazardous lifts; stcam 
shovel, dredge, crane use. 


(d) for binding loads; light 
weight, long wear, high 
strength. 


‘ 


2. The term 
fines: 
(J a test of chain to detect de- 
fects in material or manu- 
facture 

(] the load, in pounds, at 
which the chain was found 
by experience to break 

(] the maximum load in 
pounds which should be ap- 
plied to chain in direct 
tension. 


‘safe working load” de- 


3. Attachments should be selected of 
the type, grade and size rec- 
ommended by the manufac- 
turers for use with the type, 
grade and size chain. 


(1 True. © False. 
4.The chain that combines the 
highest tensile strength, the 


greatest resistance to abrasion, 
and a high degree of resistance 
under impact: 

is made of low carbon steel 
Cis heat-treated nickel steel 
1) is bronze 

C] is stainless steel. 


5. Stainless steel chain is only a 
little less strong than _high- 
carbon steel chain. 

O True. O False. 


6. Bronze chain is about: 
QO twice as strong as monel 
O) 20 percent less strong 
QO) of equal strength. 
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SINGLE DOUBLE SLING CHarm OOUBLE SLING CHain DOUBLE SLING CHalN DOUBLE SLING CHAIN DOUBLE SLING CHAIN 
SLING CHAIN WHEN USED WHEN USED WHEN USED WHEN USED WHEN USED 
AT 60° ANGLE AT 45° ANGLE AT 30° ANGLE AT 20° ANGLE AT 10° ANGLE 
SIZE 
oF 
CHAIN i /\ at 30° 20° - 
90° A 
= oy Pe 50! 2 5 
[ J l J woe Be ; 
3@° 2,700 4,700 3,800 2,700 1,850 940 
15” 4,500 7,800 6,350 4,500 3,100 1,570 
36° 6,900 12,000 9,750 6,900 4,700 2,400 
a4” 10,100 17,500 14,000 10,100 6,900 3,500 
74” 14,000 24,000 19,500 14,000 9,600 4,900 
de 18,600 32,000 26,000 18,600 12,700 6,500 
11" 23,400 40.000 33,000 23,400 16,000 8,000 
1!,” 28,800 50,000 40,500 28,800 19,700 10,000 
13 34,500 60,000 49,000 34,500 23,500 12,000 
1%’ 40,800 70,000 57,500 40.800 28,000 14,000 

















Workinc Loap Limits (1N LBs.) 


7.Monel under }-in. will carry 
more pounds safely than iron 
slings of 4-in. 


O True. O False. 


8. Monel chain gives excellent re- 
sistance in sulphuric and_hy- 
drocholoric acid solutions. 

O) True. O False. 


9. One of your good customers does 
a deal of pickling in nitric acid. 
You would suggest he use chain 
made of which of the follow- 
ing materials: 

C) iron 
[] stainless steel 
) bronze 


1) monel 


10.In sca atmospheres, and around 
alkalis, suggest chain made of: 
C] stainless steel 
C1) high- or low-carbon steel 
(J monel metal or bronze 


11. For general hauling, dragging and 
load-binding around farm ot 
ranch, you’d suggest a customer 
use: 

1] conveyor chain 
QO bundling chain 
C) general purpose chain 


12.End gate chains are used in con- 
nection with coal-cutting ma- 
chines. 
O True. O False. 


13. Chain dogs are used in the lum- 
ber industry for fastening logs 
one to another to form raft 
for floating timber from forest 
to mill. 


O True. O False. 


FOR Wroucut [RON SLING CHAINS 


14. The type of chain generally pre- 
ferred for use aboard ship: 
CJ is bunding chain 
L] the stud link chain 
C) fire-welded loading chain 
(] boom or rafting chain 

15. Devil chains are 
widely: 
C) for truck work 
LC) by the fishing industry 
C] by the logging industry. 


used most 


16. Which of the following are indi- 
cations that slings are in un- 
safe condition: 

CL] gouged or bent links 
( stretched chain links 
[ wear between links. 


17. As the size of a chain increases (for 
example from 4-in. to 4-in., from 
3-in. to 4-in., etc.) the “permis- 
sible wear” allowance: 

C) becomes greater 

CJ becomes lesser 

Q) is in exact proportion to the 
increase in size. 


18. The object of case hardening low- 
and medium-carbon steel chains: 
C1 is to eliminate twists in use 
CJ is to produce a hard-wearing 
surface 
C) is to eliminate the need for 
lubrication 


19. The best lubricant recommended 
for alloy steel chains (heat 
treated) is: 

O) varsol 

O machine oil, thinned down 

O) grease or heavy oil mixed 
with graphite 

C1 petroleum jelly 





Next month: WIRE ROPE SLINGS 
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For Cutting E 


There’s an ATKINS Blade 
for Every Hack Saw Job 


ATKINS “SILVER STEEL” BLADES 


The most honored name in hack saw blades 
for more than 25 years. For cutting tough, 
high carbon steel or any other metal that 
can be cut with a hack saw. Both hand and 
power blades. 


ATKINS “STANDARD” BLADES 

A stand-by of mechanics and metal workers. 
Available in both non-breakable type with 
flexible back and hard edge and all hard 
type. For hand hack saws only. 


g. 
of gor GREAT NEW ECONOMy, 


, GREAT NEW BLADE... 


itty GREAT NEW FEATURE 


very Kind a 


Lower Alloy Steel 


ATKINS 
€ 


ATKINS 


SAWS SA 





BLADES 


for Every Hack Saw Frame 


Worthy companion in its own field to Atkins famous “Silver Steel” Blades, 
the all-new ATKINS SILVER FLASH Hand Hack Saw Blade is an outstanding 
improvement for the cutting of all kinds of lower alloy steels. 


To develop the SILVER FLASH to perfection required years of metallurgical 
research and new methods of manufacturing and heat treating. The result 
is a blade of extreme durability, with remarkable resistance to breakage, 
abrasive action and chipping. 


ATKINS SILVER FLASH produces exceptionally smooth cuts to close toler- 
ances, with a speed and ease far in excess of ordinary hack saw blades. 
Add longer blade life and you see why ATKINS SILVER FLASH Blades result 
in substantially lower metal cutting costs. 








Atkins power hack saw blades are packaged 
10 to a box: hand hack saw blades 10 to a 
bundle, 10 bundles to a box. 





MAKERS OF 


Distributer Opportunity! 


This advertisement is sogeatne in leading magazines reaching the 
metal working field. Cash in by demonstrating ATKINS SILVER FLASH 
Blades to your customers. Show how much better ATKINS SILVER 
FLASH Blades really cut, and you open the door to profitable, steady 
repeat orders. (SILVER FLASH power hack saw blades also available.) 





E. C. ATKINS AND COMPANY «¢ tome Office and Factory : 
402 South lilinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon @ Branch Offices: Atlanta « 
Chicago « Los Angeles * New Orleans + New York * San Francisco 


BETTER SAWS FOR EVERY CUTTING JOB 
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NEW PRODUCTS 





WITH SALES 
POSSIBILITIES 




















Die Stock 


Centering Chuck Has 
3 Fully Serrated Jaws 


A ratchet type, receding die stock 
is designed for fast, easy threading of 
1 to 2-in. pipe. It is equipped with 
acme thread lead screw. The die hold- 
ers are separate units, adjustable for 
oversize or undersize threads and re- 
placeable at small cost. 

The universal, centering chuck with 
three fully serrated jaws and locking 
screws assures quick, accurate center- 
ing on the pipe. 

Oster Mfg. Co., Cleveland, O.— 
Industrial Distribution, October 1949. 

















Electric Saws 


Feature Long-Shaft, 
Transverse Motor Mounting 


Six new models of portable elec- 
tric saws are available in 6, 7, 8, 9, 
10 and 12-in. sizes. 
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Features include die-cast aluminum 
housings, reenforced and protected to 
withstand rough handling; steel in- 
serts for bearings and threads to main- 
tain critical parts in permanent align- 
ment; built-in saw blower; rip steel 
guide with adjustments for thickness 
of material being cut; giant switches 
giving protection against accidental 
starting; smooth operating automatic 
ball bearing blade-guard with rubber 
snubber; finger-tip control for depth 
and bevel cuts, no wrenches needed; 
ball bearing construction and. con- 
venient handles for better balance 
and easier handling. 

Independent Pneumatic Tool Co., 
Aurora, II]].—Industrial Distribution, 
October 1949. 

















Ratchet Adapter 


Ratchet Action Possible 
In Extremely Limited Quarters 


The use of a new ratchet adapter 
with any of the 4-in. square drive 
handles or attachments such as speed- 
ers, T handles or flex handles in- 
creases the versatility of the driver 
selected by converting it to a ratchet 
tool. 

The adapter is made from selected 
alloy steel and is fully finished in 
chrome-plate. The length is 2,%-in., 
diameter is 1}-in. Ratchet gear has 
30 teeth; shift lever reverses action 
instantly. 

H. Williams & Co., Buffalo, 
N. Y.—Industrial Distribution, Oc- 
tober 1949. 
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Grinding Wheels 


Slightly Flexible, 
Allow Some Side Pressure 


A new type of synthetic resin 
bonded grinding wheels is manufac- 
tured from laminated sheets of cot- 
ton fiber filled with abrasive grain. 
Their field of application is between 
that of heavy grinding and light sand- 
ing as well as for certain types of 
abrasive cutting-off, deburring and 
finishing operations. 

The wheels are offered in 7 and 
9-in. depressed center type for use on 
portable disk sanders and right angle 
type portable grinders and in straight 
wheels 6, 8, 10 and 12-in. by $-in. 
thickness for cutting-off and general 
purpose use. 

The wheels are said to have advan- 
tages for weld grinding, particularly 
on stainless steel and for cleaning up 
rough, ragged surfaces on structural 
steel work and fabricated metal parts. 

Simonds Abrasive Co., Philadelphia, 
Pa.—Industrial Distribution, October 
1949. 


Puller Parts 


Five Parts Redesigned, 
Two New Parts Added 


Five puller parts have been rede- 
signed and two added to the manu- 
facturer’s line. Three.screws, for wheel, 
heavy-duty and medium-duty pullers, 
are now made with a detachable non- 
rotating tip. A new short rod was de- 
signed to permit use of a slide hammer 
puller in close places. Another new 
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Industrial distribu- 
tors receive steady 
backing from 
Winter ads like 
this. They appear 
regularly in such 
leading industrial 
publications as 
AMERICAN 
MACHINIST, 
MACHINERY, THE 
TOOL ENGINEER, 
WESTERN 
MACHINERY, and 
MODERN MACHINE 
SHOP, with a 











































WINTER STANDARD MACHINE SCREW TAPS 

are used in place of fractional size hand taps 

in sizes below 4”. They are available from 

No. 0 (0.60’ diameter) to No. 14 (.242” diameter) 

in carbon steel. In high speed steel they are stocked 

as follows: cut thread and commercial ground from No. 3 to 
No. 14; precision ground from No. 0 to No. 14. 

Winter also offers machine screw series chip driver taps 
(spiral point) in sizes No. 3 to No. 14 for use 

in through holes and in thin materials, where breakage 
might occur with regular style taps. 

The complete Winter line includes chip driver, 

hand, nut, pipe, pulley, stove bolt, and tapper taps, 


ALWAYS AT YOUR SERVICE and a full selection of dies. 
YOUR LOCAL DISTRIBUTOR carries 


a complete stock of WINTER Taps 
on his shelves—as close to your 
tapping problems as the telephone 
on your desk. 


WINTER BROTHERS COMPANY © Division of the National Twist Drill and Tool Company 
Rochester, Michigan, U.S.A. Distributors in Principal Cities + | Branches in New York, Detroit, Chicago, San Francisco 
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an MACHINIST, MACHINERY, THE TOOL 
NATIONAL] |) me MACHINERY, and MODERN MACHINE SHOP. 


TWIST DRILL 


NATIONAL “HELEX” SINGLE END MILLS 

and DOUBLE END MILLS 

are recommended for milling slots, 

keyways and pockets, where arbor type milling cutters 
are unsuitable. They are designed with 

high helix angles of the cutting edges to promote 
smooth, efficient action. Because they are operated 
at high speeds, the danger of feed overioad 

is lessened and breakage reduced. 

National also makes shell end mills, and taper 
and straight shank end mills. The complete 
National line of rotary metal cutting tools 

includes twist drills, reamers, counterbores, 
milling cutters, and hobs. 








CALL YOUR DISTRIBUTOR 


LEADING DISTRIBUTORS EVERYWHERE offer 
complete stocks of NATIONAL metal cutting tools. ° 
Call them for cutting tools or any other staple 
industrial product. 


NATIONAL TWIST DRILL AND TOOL COMPANY ~- Rochester, Michigan, U.S.A. 
Distributors in Principal Cities + Factory Branches: New York + Chicago + Detroit + Cleveland + San Francisco 














i NON-ROTATING TIP 
FOR PULLER SCREWS 
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“SHORT SLIDE HAMMER 


4056 RS PULLER ROD \\ 


NARROW PULLER JAW , @ 
Pate *STUD PULLER 


4080 BLIND BEARING PULLER 











part is the puller jaw, a narrow type 
for medium-duty pullers. 

The heavy-duty, j-in. drive stud 
puller (a concentric turning type) was 
redesigned to adapt it to power tool 
usc. Its diameter and turning radius 
were shortened and weight reduced 
from 43 to 24 Ibs. A blind bearing 
puller was improved by tapering the 
expanding end of the screw to give 
smoother, easier operation. 

Plomb Tool Co., Los Angeles, Calif. 
—Industrial Distribution, October 
1949. 


Cog-Belt 


Provides Undistorted, 
Maximum Contact Arc 


A 40 percent increased hp rating 
is the chief feature of a cog-belt. Be- 
cause of the bias cut fabric, flexibility 
and preformed cog construction, the 
belts flow easily and naturally around 


This permits the use of up to 25 
percent smaller pulley diameters, 
with an equivalent reduction in center 
distances. 

The hp increase enables the belts 
to be used for special application or 
under conditions where space is lim- 
ited. Fewer belts may be used to 
provide the proper hp ‘to drives. 

Dayton Rubber Co., Dayton, Ohio 
—Industrial Distribution, October 
1949. 

















Carbide Blanks 


Specifically Designed for 
Pulley Grooving Tools 


Composed of 6 sizes, a line of 
standard solid cemented carbide 
blanks is designed for the tools used 
in machining pulleys for A, B and C 
type V-belts (both 34° and 38°). 
Blank thickness for all sizes is stand- 
ard at 3%-in., length ranges from 1 to 
1}-in. 

Carboloy Co., Detroit, Mich.—In- 

















Lathe Collet Chuck 


Impact Mechanism Locks 
Or Frees Work as Desired 


A spindle nose lathe collet chuck 
provides great accuracy. Runout at 
the nose and at points several inches 
from the nose is much less than for 
other types. An important key to 
performance is in the rubber-flex col- 
let. Composed of special synthetic 
rubber, bonded and _ mechanically 
locked to hardened and ground tool 
stecl jaws, cach collet has a full 3-in. 
gripping range. Only 11 of these are 
needed to chuck any bar between 1 
and 1-in. 

Durability is assured by a solid 
aluminum handwheel. All working 
parts are of alloy steel hardened and 


pulleys of substandard diameters. 


dustrial Distribution, October 1949. 


(Continued on page 116) 
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CONSISTENTLY ADVERTISED 
TO YOUR CUSTOMERS 


In addition to manufacturing the world’s most 
complete line of wrenches, Williams also offers 
a wide assortment of daily-used and frequently- 
replaced shop tools and accessories. For well 
over half a century, Williams has provided 
Industrial Distributors with a profitable line of 


high quality drop-forged tools and specialties. 


(This standard signature appears in all Williams advertising) 





J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Qishibuldes Eoowuwhoe 
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A New Standard For 
LOAD BINDERS 


Ratchet-Type Load Binder 
Operates Safely-Easily 


This new standard for Load Binders provides the 
maximum amount of safety for the operator—no kick- 
backs, no exerting thrusts over an eccentric. It operates 
easily by one man in a few minutes. Full 8-inch take-up 
by the ratcheting principle allows load to be tightened 
or loosened any degree without having to readjust 
the binder. 

Light in weight, easily maneuvered, this low cost 
Load Binder helps prevent shifting loads and provides 
greater safety for the traveling public. 





Don’t fail to stock this ratchet-type load binder. For 
information on choice distributing territories, write direct. 








812a Shore Avenue «+ Pittsburgh 
Forgings for Industry Since 1890 
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CUMMINS 


ADVERTISEMENT 


NEW PRODUCTS BUILD 
SALES FOR DISTRIBUTORS 





New in March 





Cummins Balansaw 
Model 606 

Most comfortable to use, safest 
and easiest to handle saw ever de- 
signed, Cummins Model 606 Balan- 
Saw instantly proved itself the great- 
est value in the industry—ideal for 
the carpenter, farmer and handy- 
man. It does faster sawing of all 
wood up to two-inch dressed lumber. 

The 6” diameter blade cuts 178” 
deep. Compact and light—12” over- 
all, weight 11 lbs.; speed 3600 RPM; 
Universal AC-DC motor; precision- 
cut gearing; ball bearings. Price, in 
handsome steel case, $68.00; without 
case, $62.50. 

Every saw, rigidly tested, carries 
the Cummins Guarantee of com- 
plete satisfaction. 

Write for interesting literature. 


New in May 





Cummins Drill 
Model 425, 4” Standard Duty 
Compare this precision built, 
beautifully balanced tool—for qual- 
ity, performance and ease of han- 
dling—with others that sell for con- 
siderably more. It’s built to with- 


stand continuous hard use — drills 
metals, wood and composition ma- 
terials. 

Here’s the convincing quality- 
story: Aluminum die-cast frame, 
compact, light; Drills 4” in metal, 
YY” in wood; Universal AC-DC 
motor; Speed 2200 RPM; Ball bear- 
ings; Length 114% inches; Weight 
41% lbs.; Price—$33.00. 

‘he Cummins Guarantee assures 
life-long satisfaction. Write for the 
stirring facts about this great value. 


New in July 


Cummins Drills 
Models 150, 160, 170, %” Light Duty 


This streamlined little beauty pos- 
scsses more sheer value than you'd 
believe possible — built-in values, 
style values, performance values! 

Weighs only 3 pounds! — and 
measures only 10 inches overall. Yet 
it is built to stand the gaff, in shops, 
on farms, at home work-benches. 

Try the comfortable grip-handle. 
Notice the large vents for free and 
abundant cooling. See the excellent 
safety features. It’s a joy to handle 
“and use! 

Model 150—with Jacobs Geared 

Chuck—$20.95 

Model 160—with Jacobs Hex-Key 

Chuck—$18.95 

Model 170—with Keyless Chuck 

—$17.95 

Complete Kit No. 180—with 

Model 150 Drill complete, a set 

of 13 high-speed bits, packed in a 

handsome red lacquer steel case— 

$29.85 

Good 
about it. 


news! — better write us 
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And This Month— 
Another Great Seller 





<= a 

Cummins 6” Polisher 
Model 105 

An amazing value-triumph is this 
new 6-inch Polisher—at $29.95. 

Take note of all these exclusive 
features: * Lightest weight polisher 
on the market—4%4 Ibs. ¢ 6inch 
diameter rubber backing pad ¢ Pat- 
ented swivel side Secidlie wonicsen be 
positioned at any point for comfort 
and convenience * Free speed 1300 
RPM—the perfect speed for polish- 
ing * True balance!—will not tip 
over, will not scratch or mar the 
work-surface. 

This amazing tool will pay for 
itself in no time. Turns out beautiful 
polishing jobs faster. It’s designed 
and engineered for polishing all sur- 
faces: furniture, woodwork, car 
bodies, linoleum. 

An unlimited market is ready for 
you, ready for this remarkable sales 
builder. Write for the exciting de- 
tails. 


...and next month another new tool 
to increase your sales and profits! 


Lummins 
PORTABLE TOOLS 


Division of Cummins Business Machines Corporation 
4740 Ravenswood Avenue + Chicago 40, Illinois 


Over 60 years of Precision Manufacturing 



















Canning and 
Packing Plants 
use 
9 MILLION FEET 
OF BELTING 
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Today almost 2,000 miles of belting is used in can- 
ning and packing plants alone. Brick and clay 
plants, the bottling, candy and food industries need 
thousands of miles more for their conveyors, eleva- 
tors and power transmission units, It’s a big market 
-..and you'll want the plants in your area calling 
you, whenever a belting need arises. 
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A sure way of making plenty of original and re- 
peat sales is to ... SELL THEM VICTOR! Why? 


@ Because your customers will like the idea of choosing 
from the “‘most complete textile belting line in America." 
They'll know they can get exactly the belting they want. 

@ Because of the toughness and durability that's built into 
Victor by exclusive manufacturing methods. 

@ Because long-range ec y is obtained through trouble- 

free operation and extended belting life. 








Including: 

Balata Belting 

Solid Woven & 
Canvas Stitched 
Belting—row, 
impregnated, coated 
Many widths ond plies 
Belting Specialties 


Sell your customers on Victor and 
Victor will sell your customers on you. 
Write for full information on the com- 

te Victor line. 
plete Victor lin ® son 
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Vietor Batata & Textite Betting Co. 
53 Park Place, New York 7 - 300 W. Hubbard Street, ae 10 
Factory: Easton, Pa. 


COMPLETE 
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New Products 
(Continued from page 112) 





ground. The chuck body is an alloy 
steel forging hardened and ground. 
A simple construction makes it easy 
to dismantle and assemble. 

Models are available for camlock, 
taper key drive, American Standard 
and threaded spindles. Suitable 
models to fit all other standard lathes 
are being developed. 

Jacobs Mfg. Co., 
Conn.—Industrial Distribytion, 
tober 1949. 


West Hartford, 
Oc- 
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Chain Coupling Covers 


2-Piece Construction 
Requires Only Screwdriver 


Covers for chain couplings are 
_ molded of rag-filled phenolic plastic 
for maximum strength with minimum 
weight. The material used is highly 
resistant to practically all acids and 
alkalies and is immune to rust. 
| The covers are streamlined for 
safety, provide sealed-in lubrication 
and maximum protection. ‘The 2- 
| piece construction with slot head 
screws requires only an_ ordinary 
| screwdriver, permitting easy installa- 
tion after the coupling has been com- 
| pletely installed. 
| Morse Chain Co., Detroit, Mich. 
— Industrial Distribution, October 
1949. 


| Centrifugal. Pump 
Bronze Impeller Mounted 
Directly on Engine Shaft 
| Designed for drainage or water 
handling jobs where electric power 


or belting facilities are not available, 
| a self-priming, centrifugal pump is 
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Yes, sir—you’re in this picture month after month. Armour’s hard- 
hitting, fact-giving ads in these leading publications keep selling your 
customers and prospects on Armour’s complete line of quality coated 
abrasives. And, remember, every Armour ad supports you with the line: 
WE RECOMMEND BUYING THROUGH YOUR INDUSTRIAL DISTRIBUTOR. 


That’s why you’re in this profit picture, too, all year round! 
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GOULDS PUMPS 
For the Industrial Market 


ceauve HHT HTT 


INDUSTRIAL SUMP Pump Fig. 
3047. A rugged, dependable sump 
pump for heavy duty. Fig. 3047 in- 
dustrial sump will solve most drain- 
age problems. Capacities from 10 to 
650 G.P.M., heads up to 65 ft. Has 
welded cover plate and support 
column construction for rigid align- 
ment. Protected lower bearing. Easy 
adjustment of impeller clearance. 
For complete details write for Bulle- 
tin 726.1. 








NEW CENTRIFUGAL 


Advance design gives 
compact, simple con- 
struction with high oper- 
ating efficiency—and 
many other selling fea- 
tures. 14 sizes for both 
motor and belt drives. 
Capacities from 10 to 
1800 G.P.M., heads to 
120 ft. Write for Bulle- 
tin 622-A-2. 





CLOSE-CUPLD Pump and 
motor are combined in a com- 
pact, single unit of relatively 
light weight. It is easy to install 
and maintain and gives excel- 
lent performance. Capacities 
to 60 G.P.M. with heads to 110 
ft. Write for Bulletin 624-A-2. 
Other Close Cupld models 


available for capacities to 2000 een 


NTPIUE11000 000000 ikkiadcicesisccacoess 





G.P.M. and heads to 400 ft. 


























= PUMPS INC. GOULDS PUMPS INC. 
/ Dept. ID, Seneca Falls, N.Y. 














a Please send your FREE Bulletins . . . to: 
: NAME = 
/ COMPANY — 
Foe —— STREET 
= CITY. aan 
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equipped with a 14 hp, four-cycle, 
air-cooled gasoline engine having a 
high tension magneto. 

The pump has cast iron casing and 
a mechanical type shaft seal which 
eliminates the need for stuffing box 
and packing gland. Pipe connections 
are l4-in. suction and 14-in. dis- 
charge. Dimensions: 20-in. length, 
13-in. width, 19-in. height. Net 
weight is 83 Ibs. Performance ratings 
range from 10 g.p.m. with 80-ft. head 
to 90 g.p.m. with 15-ft. head. 

Deming Co., Salem, Ohio—Indus- 
trial Distribution, October 1949. 





Grinder 


Features Large Clearance 
Between Wheels & Motor Frame 


A 10-in. grinder is available in 
single phase 4 hp or three phase 1 
hp. Special features include large 
clearance between wheels and motor 
frame; also sealed-for-life type ball 
bearings, exhaust type guards, spark 
breakers and tool rests which are tilt- 
able for angle grinding. 

Balder Electric Co., St. Louis, Mo. 
—Industrial Distribution, October 
1949. 


Clamp Meter 


Measures AC & Voltages 
Without Interrupting Service 


A new AC clamp ammeter and volt- 
meter has five current ranges up to 
1,000 amps. and three voltage ranges 
up to 700 volts. Current measurements 
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3 popular types from 
a complete line... 





3 and 4 plies, each ply 
approximately %4"' thick. 

















Oe a : | ! ‘ be a, j) 5 Ke he Al Q C E L L 
a ia, PIPE INSULATIONS 
ff for temperatures up to 300° 





Fine corrugated, 4 and 6 plies, each ply approximately 1/6"' thick. 


When you sell any of these K&M Low 
Pressure Pipe Insulations, you supply 
a product that offers many advantages 
over insulation of ordinary air cell 
construction. 


K&M Air Cell Pipe Insulation provides 
increased mechanical strength . . . the 
alternate layers of corrugated and flat 
asbestos felts are firmly bonded by 
a special laminating process. It has 
greater rigidity ...the strong, arch- 
shaped corrugations run the entire 
length of each section. It assures mini- 
mum heat loss...due to the larger 


number of dead air cells. os ae Special fine corrugated, 4, 6 and 8 plies, 
— each ply approximately Y"’ thick. 











Other sales features include: light 
weight ...less effort to handle; split 
construction ...for easy application. -_ 
Wrapper strip acts as hinge, enabling 
one man to snap sections quickly in 
place. Supplied in regular 3’ sections, 
in standard thicknesses and sizes. Com- 
plete with’ canvas jacket and brass 
lacquered bands. 





Write for further information regard- 
ing these and other K&M insulating 
products. Your inquiry will receive 
prompt attention. 





® 
Nature made bsbeslos... 
Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 
COMPANY + AMBLER ¢ PENNSYLVANIA 
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BEALL 


SPRING WASHERS 
STEADY DEMAND ~ and continuous REPEAT business. | 


Almost every one of your customers who uses Nuts, Bolts and Screws, | 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 


BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 


130 Shamrock St. 


BEALLtoot DIVISION, Hubbard & Co., tasrattons Hi. 








TIGHT 


when assembled 


BEALL Spring Washers T . & H T 


— prompt shipment — 


in service 
in cartons and bulk. 


| 


TIGHT 


after long service 
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are made by placing the heavily insv- 
lated, trigger-operated clamping jaw 
around the conductor. 

To prevent shorts when measuring 
currrent on bare conductors, the jaws 
of the meter are insulated with tough 
rubber sleeves. Operation of the jaws 
is simplified by the single positive act- 
ing trigger, which can be operated with 
one hand when making current meas- 
urements. 

Weston Electrical Instrument Corp., 
Newark, N. ].—Industrial Distribu- 
tion, October 1949. 





Power Saw Blade 


Teeth Have No Set, 
Ground to Knife Edge 


A new power saw blade that can cut 
slate-surfaced insulating siding is avail- 
able for use on the manufacturer's 
guild saw. With the new blade, the 
siding is cut from the rear surface to a 
depth which avoids the slate. The sid- 
ing then breaks off clean. 

The teeth have no set and are 
ground to a knife edge on the periph- 
ery. The blade is put on the saw 
with the slanting edge of the teeth 
leading. This cuts the material rapidly 
and reduces gum-up to a minimum. 
The blade can be cleaned while run- 
ning by holding to it felt dipped in 
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for Amazing Performance and Extra Tool Life 


ELECTROLIZING is a 

roven process which 

increases tool life by 

fortifying the cutting 

edges with surfaces so 

smooth that friction is 

reduced ... and chip-weld virtually eliminated. Tools hold 
size longer. 

The MORSE ELECTROLIZING process obtains this extra 


SOLD EXCLUSIVELY THROUGH MORSE-FRANCHISED DISTRIBUTORS 


A DIVISION OF VAN NORMAN COMPANY 


tool life by two steps:(1) A treatment which raises the 
fatigue-point of the tool...and then, (2) A process, by 
which a new, hard... yet ductile alloy, .00003” to .00005” 
thick, is uniformly deposited on the cutting edges. 

This proven ELECTROLIZING process ... now a MORSE 
exclusive ...means double... triple . .. or even greater tool 
life, fora > aed increased cost over that of regular MORSE 
Tools which can still be obtained. Specify MORSE ELEC- 
TROLIZED Taps, Dies, Drills, Reamers, Cutters and End 
Mills! Find out for yourself the 
amazing facts of ELECTROLIZED 
Performance, already proven to 
many large users of cutting tools. 
Your Morse-Franchised Distribut- 
or’s salesman can help you with 
ALL your cutting tool require- 
ments. Talk with him .. . for, now, 
more than ever, he’s the top man 
to supply your cutting tool needs. 
Remember! YOU can now specify 
“MORSE ELECTROLIZED.” 


™ * BRANCH WAREHOUSES: NEW YORK e 
DETROIT e CHICAGO e DALLAS e 
SAN FRANCISCO 


This advertisement also appears in leading industrial magazines .. . backing up your sales effort. 
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Multiply these reports by thousands: 





“Have yet to find a better brand of files.” 


























The Result: Greater Volume, More 
Repeat Sales When You Sell 


AMERICAN SWISS 
SWISS-PATTERN FILES 


Naturally users praise “American Swiss” Swiss-Pattern 
files. They are made to the most exacting standards of 
the highest grade of file steel . . . some with tolerances of 
+.002 in. They are heat treated with automatic control 
to within + 5°F. to assure uniform hardness. 


This precision manufacture means constant quality per- 
formance . . . continuing user demand. Tool and die 
makers, model makers, watch makers and metal craftsmen 
in every industry rely on these quick-cutting, smooth- 
finishing “American Swiss” Swiss-Pattern files. You can 
offer 3000 different shapes, cuts and sizes, so your cus- 
tomers can always choose “the right file for the job”. 


What’s more, you can count on 50 years’ experience . . 
extensive national advertising . . . and our 100% distribu- 
tor policy backing up every sale. That's why you get 
greater volume and more repeat sales when you sell 
“American Swiss” Swiss-Pattern Files. 


Also American-Pattern Files, Milled Curved Tooth Files, 
Rotary Files and Burs, and Mechanics’ Hand Tools. 





American Swiss File & Tool Co., Elizabeth, N. J. 


Umerican Sis kee 


, 











SWISS PATTERN FILES 
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kerosene. It can be re-sharpened by 
holding a stone against it while run- 
ning. 

Porter-Cable Machine Co., Syracuse, 
N. Y.—Industrial Distribution, Octo- 
ber 1949. 





Pipe Flange Spreader 


2 Tools Used on 
Opposite Side of Flange Joint 


A new type of pipe flange spreader 
is made up of two tools used on op- 


posite sides of the flange joint, exert- [| 
ing a steady, even pressure on the 


flanges. This avoids breakage and 
makes an easy, quick and safe job of 
spreading pipe flanges to replace 
gasket. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, Octo- 
ber 1949. 


Pallet Truck 


Features Handle Holdup, 
Rubber-Tired Front Wheels 


Four-way corrugated paper pallets 
having large cylindrical supporting 
columns can readily be handled by 
a newly-designed hand pallet truck. 
The 8-in. diameter columns in the 
center and at the outer edges of the 
pallet make it necessary to provide a 
truck “with a narrow overall width 
and a wide space between forks. In 
this truck, each fork is only 6-in. 
wide and there is a 10-in. opening 
between the forks, making it possible 
to provide an overall width of only 
22 in. 

The truck features an improved 
foot pump with separate pedal re- 
lease. A friction brake engages the 
floor when the towing handle is held 
in the “down” position. The truck 
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COMPLETE 
V-DRIVES 


FORT WORTH PRODUCTS 
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FORT WORTH HELICOID SCREW CONVEYOR 


has many advanced features, which definitely rate it the outstanding conveyor on 
the market today. All sizes up to 16" are cold rolled by the Fort Worth process 
which hardens the wearing surface and assures longer life. 

In the assembly of Fort Worth Conveyor, the flighting is snugly fitted to the pipe 
and securely anchored with formed steel lugs at each end. The lugs are continuously 
welded to both pipe and flight, which.with intermediate tack welds, make a rigid 


one piece unit. After assembly every conveyor is tested 


Enclosed Counter Shatt 
Box End—Timken Tapered 


Roller Bearings 


Ta 


Enclosed Lubricating 


Hi-CAP ELEVATOR 
BUCKETS 


“D-H” SPROCKETS 





Counter Shaft Box End 
Also open type 
























3600B McCart St. 


for straightness and alignment. 


AAee 





Sectional Flight Conveyor 





Outside Pattern Box end 
with feet—steel box 





Conveyor Hanger 
Steel Box 


PROMPT 
SHIPMENT 
FROM STOCK 


ORI WorIH 


STEEL & MACHINERY COMPANY 





Fort Worth, Texas 









Outside Pattern 
Discharge End—Steel Box 





Conveyor Hanger 
Wood or steel box 







For Information Call or Write 
Sales Office Nearest You! 


SALES OFFICE—WAREHOUSES: 
HOUSTON, TEXAS 
1212 Walnut Street, CH-0469 
LOS ANGELES, CALIF. 
2317 E. 8th, TUcker-4561 
KANSAS CITY, MO. 
1733 Main Street, GRand-5506 
ST. LOUIS. MO. 
1700 Chestnut Street, CEntral-6447 
CHICAGO, ILL. 
1521 S. State Street, HA-7-7092 


SALES OFFICES: 

ATLANTA, GA. 

P. O. Box 1065, CAlhoun-9658 
MEMPHIS, TENN. 

P. O. Box 1499, 33-2986 
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the emblem of 
customer satisfaction 


EW pulley users can resist the savings to be made by 

the installation of the famous Sprout-Waldron ‘BELT- 
SAVER.’ Its outstanding performance in prolonging the 
life of conveyor and elevator belts has been proved again 
and again by thousands of satisfied users. 


The S-W BELT-SAVER’ is offered exclusively by 
Sprout-Waldron and is the only pulley specially designed 
to save belts on rough service installations where hard, 
abrasive materials must be handled. 


Distributors find that the ‘BELT-SAVER’ sells itself 
. is one of the most popular cast iron pulleys in the 
complete S-W Blue Face Line. 


_ Write for your copy of the 16-page reference Bulletin 
P-848 today! Sprout, Waldron & Co., 
Muncy, Pa. 


ee RUN 


OWN 





3 Waldron St.. 


| 
| 
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capacity is 2,000 Ibs. It has a low- 
ered height of 34-in. and an elevated 
height of 73-in. Because of the de- 
sign and standard booster rolls in 
the fork ends, the truck will also 
operate in the standard double faced 
wooden pallet. 

Lyon-Raymond Corp., Greene, 
N. Y.—Industrial Distribution, Oc- 
tober 1949. 








Mobile Step Ladder 


Rubber Tipped Legs 
Prevent Rolling Action 


A new, mobile step ladder provides 
exceptional safety in that, although 
the ladder is mounted on ball bearing 
castors for easy movement, the rubber 
tipped legs come in contact with the 
floor when someone steps on the lad- 
der. This prevents rolling action and 
the possibility of a fall. 

The ladders are made in standard 
sizes from 1 to 6 steps of aluminum 
finished steel. The frame is 3-in. steei 


' tubing and the step plates of non-slip 


reinforced expanded steel are electri- 
cally welded in one sturdy unit. Hand- 
rails are optional on ladders having 
from 3 to 6 steps and the remov. able 
steel mesh basket is optional on all 
models. 

Ballymore Co., Bryn Mawr, Pa.— 
Industrial Distribution, October 1499. 














ARMSTRONG 


TOOL HOLDERS . 
for every operation! 


vated There are ARMSTRONG TOOL HOLDERS in sizes and types 
e de- “ for every operation on lathes, planers, slotters and shapers— 
in for the heaviest cuts; for the most delicate cuts. 
also { mN With Standard shaped cutters, bits and blades of ARM- 
faced STRONG HIGH SPEED, ARMALOY (Cast Alloy) and ARMIDE 
es (Carbide-Tipped) they provide a system of tooling that assures 
>, ; maximum production per machine hour, lower tool costs, and 
reene, : high machining profits. 
> ) Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are being 
bought continuously . . . are a constant source of profit to 
the Industrial Distributors who catalog, stock and display 
them. It is a profitable practice to put the question, ‘What 
ARMSTRONG TOOL HOLDERS do you need?” - 


Write for our New S-48 Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave., Chicago 30, Illinois 


aving 


vable 
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New General Catalog for Boyer-Campbell Marks Nearly 
a Quarter-century of Mutually Profitable Relationship 


The Donnelley Catalog Compiling Organization faced a splen- 
did opportunity back in 1925. In that year The Boyer-Camp- 
bell Company, Detroit, first placed with us an order for a Gen- 
eral Catalog. How well that Catalog ... and later books ... 
have produced you can judge from the fact that we have since 
built for them three new editions of that General Catalog and 


three editions of their special Safety Equipment Catalog. 











May we show you how a catalog can be built for all- 
around better results? No obligation. Just drop us a line. 


R. R. Donnelley & Sons Company 


THE LAKESIDE PRESS 
350 EAST TWENTY-SECOND STREET 





CHICAGO 16, ILLINOIS 


PRINTERS e BINDERS « ENGRAVERS ¢ LITHOGRAPHERS 










































Core Solder 


Non-Corrosive & Non-Conductive, 
Solders Metals & Ferrous Alloys 


Fast and easy to use, a new solder 
of the rosin-core type is non-corro- 
sive and non-conductive. It solders 
such metals as zinc, brass, nickel- 
plate, ed and ferrous alloys. 

‘The solder is supplied in the usual 
diameters of .092-in. (3/32-in.) and 
.062-in. (1/16-in.) on 1, 5 and 20-Ib. 
spools. Standard alloys are 40/60, 
45/55 and 50/50. Other diameters 
are also available. 

Kester Solder Co., Chicago, Ill._— 
Industrial Distribution, October 1949. 
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Clamping Device 


Composed of 2 Steel Sections, 
Pre-Set Spring Steel Strip 


A new clamping device consists of 
a pair of magnetically actuated clamps 
designed so that work parts of non- 
magnetic materials may be located 
between the jaws and held firmly 
against the face of the magnetic 
chuck for machining purposes. 

The work is placed on the mag- 
netic chuck surface between the 
clamps so that the toothed edge of 
each clamp is in contact with the 
work (see illustration). Each clamp 
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1. HIGH QUALITY GEARING 











Alloy steel gears and pinions 
with gear teeth generated to 
greater accuracy. Improved 
methods of heat-treating give 
increased strength—longer life. 


2. HIGH EFFICIENCY 
Antifriction bearings —im- 
proved accuracy of gears — 
maintained accurate alignment 
—effective lubrication assures 
operating efficiencies. 


3. DEPENDABLE PERFORMANCE 


Improved design, rugged con- 
struction, highest quality mate- 
rials, accurate manufacture to 
close tolerances, all assure ex- 
treme ruggedness necessary for 
heavy-duty service over long 
periods. 


4. SMOOTH OPERATION 


The overlapping tooth action of 
the extremely accurate gears, 
plus close back lash toler- 
ances, provides smooth, quiet 
operation. 


5. MORE POWER—LESS SPACE 


The careful engineering, qual- 
ity manufacture and the use of 
finest materials permit the selec- 
tion of a smaller size unit than 
was previously necessary. 


6. POSITIVE LUBRICATION 


All gears and bearings are 
lubricated from a large oil 
reservoir by a simple, efficient 
system. Oil seals at all shaft ex- 
tensions provide oil-tight con- 
struction—clean operation. 


1. APPLICATION ADAPTABILITY 


Many combinations of shaft as- 
semblies permit a wide variety 
of arrangements of gear drives 
between prime moverand driven 
equipment. Any prime mover 
may be used. 


8. WIDE RANGE OF SIZES 

AND RATIOS 
Single, double, and triple units 
in a range of 42 sizes. Standard 
ratios from 2.08 to 1 up to 360 
to L.h.p. up to 1350. 























More Power in Less Space 
WITH THE NEW MAXI-POWER DRIVES 


High quality, rugged dependability characterize this new line of 
enclosed helical gear drives—Maxi-Power by Foote Bros. 

These drives are available in single, double, and triple reduc- 
tions in a wide range of sizes and ratios. 

Mail the coupon for Bulletin or call Foote Bros’. representative 
in your City. 
FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Blvd. 4 Chicago 9, Ill. 











Foote Bros. Gear and Machine Corporation 
Dept. I.D., 4545 South Western Boulevard, Chicago 9, Illinois 


Gentlemen: 
Please send me Bulletin MPA on Foote Bros. MAXI-POWER DRIVES 


COMPERG - <- 22 - 22c conc cncccecnecnonnn cece ccne en ccwcccen seen ence oneness ceseesesen 12 552000---2------ 
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@ Considered from any angle, the WITT Can shows the quality that 
has made it a favorite with large Can users everywhere. For sanita- 
tion, its ability to hold its shape insures a tightly closed Can years 
longer. Clean, smooth inside lines ... absence of ‘“‘swedges’’ and other ob- 
structions eliminate clinging of refuse, make WITT Cans easier to clean. 


Whatever you want in a Can, you'll find in a WITT Can... plus 
assurance of extra value in the famous guarantee: “‘outlasts ordinary 
Cans 3 to 5 times!’’ That’s why dealers say “‘Witt’s the better Can 
mem...” 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 
“Originators of the Corrugated Can" 


MW) 
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| is composed of two steel sections con- 
nected by a pre-set spring steel strip. 
The angle of this spring is such that 
these sections normally will be (5°) to 
each other. When the chuck is en- 
ergized, the jaws of the clamps are 
forcibly drawn to a horizontal posi- 
tion by the magnet, exerting a power- 
ful lateral thrust against the work 
piece. The wedging action of the 
jaws against the work piece holds it 
securely in place against the face of 





~ | the chuck. 


Hanchett Magna-Lock Corp., Big 
| Rapids, Mich.—Industrial Distribu- 
tion, October 1949. 
| 

















| Industrial Fan 


Set Screw Locks Tubes 
In Adjusted Position 


A 24-in. industrial fan features a 
blade of aluminum with steel hub, 
dynamically balanced to reduce vibra- 
tion. The 110 volt, 1140 rpm motor is 
cushion mounted for noise reduction. 
Handwheel permits regulating angle 


| while fan is in operation. 


Heavy-duty telescoping steel tubes 
have over 3-in. wall. The lower section 
has almost 24-in. diameter for heavy 
abuse. Overall height of fan is variable 
between 54 and 8 ft. Sturdy 3-in. 
malleable iron roller bearing casters 
allow for extreme portability. The fan 
is also available with bench base. 

Elhott Mfg. Co., Binghamton, N. Y. 
—Industrial Distribution, October 
1949. 
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WIRE ROPE HANDBOOK 


for the man on the job 


easy to reade 


Pocket size « 
up-to-date Here's the new illustrated J&L Wire Rope Handbook 
. .. written for the man who handles wire rope on 
the job. It contains 96 pages of information to help 
you get the most out of the wire rope on your machine. | 

It’s easy to understand ... it has the answers to many 
of your questions about wire rope... it’s yours for 
the asking. Thousands of men have already put this 
book to good use. Why not send for your copy now? 








It tells you about 
® installation and operation 
e selecting the right rope 
ejJ&L wire rope maintenance 


® standard fittings, slings, and 
splicing service available with 
J&L wire rope 


Send the coupon for your copy now! 


Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 19, Penna. 





Recommendations for: 


Excavating Equipment 
Oil Country Uses 
Marine Applications 
Industrial Needs 
Logging Installations 


Please send me a free copy of the new 
wire rope handbook entitled ‘‘Wire Rope 
is a Machine.”’ 








Name 
JONES & LAUGHLINSTEELCORPORATION ! | 
From its own raw materials, PRINCIPAL PRODUCTS: HOT ROLLED AND COLD FINISHED 
J ve manufactures afullline of BARS AND SHAPES « STRUCTURAL SHAPES + HOT AND COLD 
on steel products, aswell as Address 





(Messe esas enesesoersssorr® 
a a as ee le mn 


certain products in oriscocoy ROLLED STRIP AND SHEETS + TUBULAR, WIRE AND TIN MILL 
and JALLOY (hi-tensile steels). | PRODUCTS + “PRECISIONBILT” WIRE ROPE » COAL CHEMICALS 
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’ OIC putters 


OFTEN SAVE THEIR COST 


ON ONE JOB! 

























The OTC PULLING SYSTEM solves MANY difficult jobs en- 
countered in repairing or overhauling big machinery such as 
heavy machine tools, turbines, generators, marine engines, 
road machinery, and other heavy equipment. 





By providing a positive non-slipping grip and a powerful 
pull on flywheels, gears, bearings, pulleys and other parts 
to be removed or installed, OTC PULLERS and ATTACH- 
MENTS avoid accidents and damage to expensive parts, 
shorten production “down time” and reduce maintenance 
costs. 


OTC PULLERS, PULLER ATTACHMENTS, BOX WRENCHES 
and other OTC Maintenance Tools are made in a wide 
range of types and sizes to fit different requirements. 
Approved by all leading bearing manufacturers. 

OTC INDUSTRIAL MAINTENANCE SETS offer highly ver- 
satile, universal OTC Pulling Equipment at minimum invest- 
ment ... for use in factories, mills, mines, railroad shops, 
shipyards, utility plants, etc. 


BIG PROFITS for YOU in featuring 
OTC Time and Money SAVING Tools 


Ask the OTC Representative about OTC Parts-Pulling 
Engineering Service for unusual pulling problems. 


OWATONNA TOOL CO. 
312 CEDAR ST. | OWATONNA, MINN. 


YOUR TRADE IS LOOKING 
FOR THIS SIGN 














AUTHORIZED 
ostaisutor 
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Flexible Abrasive 


Non-Dusting, Does Not 
Affect Face of Brush 


A new abrasive for cleaning and 
polishing metals consists of a fine 
grain abrasive material held together 
by a flexible bond and molded in 
stick form. It makes regular com- 
mutator and slip ring maintenance 
easier. When held against a turn- 
ing commutator, it removes high re- 
sistance film, dirt and grease. 

It can be used while the motor or 





| generator is in operation since it is 


| non-conductive and non-loading. The 

| abrasive is made in five sizes from 

| 3x4x 5-in. tol x 4x 5-in. 

| Ideal Industries, Sycamore, I1].—In. 
dustrial Distribution, October 1949. 
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Batteries 


Grid Porosity Reduced 
From 85 to 90 Percent 


A new line of greater performance 
motor power, diesel-starting and rail- 
road air conditioning and car lighting 
batteries features an improved grid. 
New casting rates and mold-tempera- 
ture control techniques reduce’ grid 
porosity from 85 to 90 percent and 
reduce vulnerability to sulphuric acid 
attack. 

Gould Storage Battery Corp., Tren- 
ton, N. J.—Industrial Distribution, 
October 1949. 























It will pay you to brief your salesmen on packing 
and to develop at least one salesman as a packing 
expert. It will pay, that is, if you are an authorized 
R/M distributor, protected by the unique R/M 


distributor policy. 
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RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. | ror 


Bridgeport, Conn.; Manheim, Pa.; 
No. Charleston, S.C.; Passaic. N.J, 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings + Asbestos Textiles +» Mechanical Rubber Products 
Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings +» Brake Blocks + Clutch vane 
Fan Belts » Radiator Hose « Powdered Metal Products +» Bowling Balls 


Sm ‘| 
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| Portable Machine 


Chucks & Unchucks Work 
As Spindle Rotates 


A triple-purpose, portable machine 
cuts, reams and threads pipes to 2-in. 
in diameter and threads solid rounds 
to 14-in. in diameter. A wrenchless 
chuck, in effect a rapid acting rotary 
vise, centers and holds pipes, solid 
rounds and bolts. It may be used for 
right or left hand rotation and it is 


DT v7 unnecessary to stop the machine to 
eeeecescoece > «a reposition pipe. ; 
i if 


All die heads used are free floating 


units which permit immediate and 
correct chaser contact. A hand-oper- ; 
















ated toggle clamp quickly opens the 
die head for rapid removal of stock 
after the threading operation. A sepa- 
rate set of chasers is required for each 
thread pitch and each diameter pipe. 
Die head adjusting screws permit 
chaser setting to cut over or under- 
sized threads. Single chasers are re- 
placeable when broken or worn. 





lit oa Re 











Peerless Machine Co., Racine, Wis. ‘ 
—Industrial Distribution, October 
1949. ' 
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i of high quality hand-operated 
Chain Hoists and Trolleys. Get 
in touch with your Ford Chain | Rod is twice size 
Block District Office. Or write us | . . 
at York, Penn., for information. Cushion Cylinders 
; Cushion Plate Blocks Off 
Flow of Exhaust Air 
‘ACCO | one 
(l York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, San Francisco, Bridgeport, Conn. An improved type of cushioning for 
ion : cylinders of 150 P.S.I. air and 300 






P.S.I. oil capacity provides effective 


FORD CHAIN BLOCK DIVISION cushioning of the piston stroke by 


AMERICAN CHAIN & CABLE compression of the displaced air or 


+ fluid. Air or fluid displaced by move- 
u In Business for Your Safety ment of piston is compressed and 
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Here’s a line of time and money-saving chucks 
that covers a broad range of requirements. It 
includes a chuck that can be carried around as 

easily as a small tool . . . and another big enough 





to hold a comparatively large casting. The breadth 
of this line is one of its important sales features. 
Other permanent magnet chuck features that 
can multiply your sales opportunities include... 


SIMPLICITY — no electricity required; no 
cords or clamps to get in the way. The turn 
of a lever holds work securely. Another turr 
releases it instantly. The amount of holding 
power may be varied to permit accurate 
positioning of work. 
ECONOMY — no installation costs, no operatii 
costs, no maintenance costs. Chucks retair 
their powerful energy indefinitely. 





CONVENIENCE — most models are readily 
portable, instantly useable. Work can be 
held as long as desired without damage to 
work or chuck because chuck does not heat. 


All shops that have layout work, testing, 
inspecting, grinding and light machine 
operations are potential customers for 
permanent magnet chucks. Acquaint them 
with the unique advantages of these handy 
shop aids. For sale only in the United States of ' 
: a Ae aia “i RECTANGULAR MODELS — 8 sizes 
America and its Territories. Write for up to 1214" x 36". 
Catalog. Brown & Sharpe Mfg. Co., ROTARY MODELS—3 sizes — di- 
, L U.S A ameters 5”, 7”, 9”. 
Providence 1, R. 1., U.S. A. Also available — auxiliary top 
plates, magnetic chuck parallels, 


magnetic blocks with V or plain 
face, other useful holding de- 


We wnge buying through the Dishributor vices and accessories. 


BROWN & SHARPE &5 
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STANLEY HAMMERS 
FOR INDUSTRY 


















Forming. 


tic tips, 
tough, 


No. 602 Mag- 
netic Hammer 
Upholstering. 

Forked end 
strongly mag- 

netized. Pie- 
shrunk hickory 
handle wedged 
to head. 














No. 780 
Sledge  Strik- 
ing and Drill- 

ing. Polished 
faces. Perfect- 
ly-balanced. 
Furnished with 
or without 
handle. 


No. 594 Soft 
Face Assembly 
ond Light Metal 


placeable plas- 


¢ 


No. 312 Ball 


Pein 


ists’ and Spe- 
cial Jobs. 
Highly polished 
‘‘super heat- 
treated” 
Evertite hickory 
handle. Perfect- 
ly-balanced. 


Re- 


extra- 
flame- 


resistant. Hick- 

ory handle 

locked to steel 
‘. center body. 


proved... 


No. 5112 Nail 
General Use. 
Bell face, claw 
hammer — ex- 
ceptional driv- 
ing and pulling 
power. Alloy 
steel head. Sea- 
soned hickory 
handle, securely 
locked to head. 

























Machin- 


head. 


Every customer you call on uses hammers. And 
Stanley hammers are the choice of workers every- 
where. For the assembly line, the shipping de- 
partment ... whatever hammers your customers 
need—Stanley makes them all. Designed with 
all the exclusive Stanley features for long, de- 
pendable service. Nationally-used, industrially- 
easiest to sell. You give the most 
hammer for the money when you sell Stanley. 
Stock the complete line—it’s profitable. Stanley 


Tools, New Britain, Connecticut. 


HARDWARE + HAND TOOLS « ELECTRIC TOOLS + STEEL STRAPPING 


THE TOOL BOX OF THE WORLD 


[ STANLEY ] 


Reg. U.S. Pot. Off, 
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metered out througn adjustable needle 
valves. 

One needle valve, in the blind end 
cover, controls the speed of cushion- 
ing stroke when piston rod is retract- 
ing. The other, located in rod and 
cover, controls speed of cushioning 
stroke when piston rod is extending. 

Air cylinders may be obtained wit. 
cushioning on both ends of the cyl- 
inder or on either end only. Bore sizes 
in which cushioning strokes may be 


obtained are 14, 2, 24, s, 44, 6, 8, 10 
and 12-in. 
Gerotor May Corp., Baltimore, Md. 


October 
1949. 





Conveyor Belt 


Neoprene Solvent Cement 
Assures Moisture Resistance 


A new type of conveyor belt, 
molded with a corrugated surface, will 
raise light goods in cartons or heavy 
materials in bags up inclines of 30 to 
40°. The belt consists of a solid 
woven carcass which is coated on the 
upper side with a layer of neoprene- 
natural rubber blend 4 to #e-in. thick. 

The individual corrugations are de- 


signed in shape and strength for 


maximum traction. Flexing the belt 
around the pulleys generally prevents 
dirt accumulation, but the corruga- 
tions may be brushed out if neces- 
sary. Made in 250-ft. rolls, the belt 
is available in several thicknesses and 
in standard widths up to 24-in. 

Russell Mfg. Co., Middletown, 
Conn.—Industrial Distribution, Oc- 
tober 1949. 


Pressure Oiler 


Entire Pump Assembly 
Removable for Filling 


A portable pressure oiler is de- 
signed for quick, convenient appli- 
cation of lubricating oil. The 5-gal- 
lon steel tank is heavily reinforced at 
the bottom and fitted with a pres- 
sure gage and relief valves set to 
open at 50 Ibs. Extra space is al- 
lowed for compressed air. 
























New FAIRBANKS 







COCA 














oA? dial 


Look at the Differencel 


between the king-pin and “LOCK-— 
WELD” construction, after extensive 
laboratory and use tests under 
widely varying floor conditions! 


For as long as most of us can remember, the king-pin has 
been the cause of most caster failures. Now, Fairbanks 
has licked the problem! 


As a result of numerous designs and models tested, 
Fairbanks has developed the Series “21” — a pressed steel 
swivel caster with the unique “LOCK-WELD” construc- 
tion. This revolutionary construction eliminates the king- 
pin and locks the curved top of the fork between the top 
and retaining plate so that the ball race sections remain 
properly aligned, even under excessive overloads. Proper 
alignment assures easy swiveling. 


Fork design of the Fairbanks Series “21” Swivel Caster 
has been scientifically engineered to eliminate distortion 
under conditions of overload and shock. A series of arches 
built into the legs affords maximum dispersion of direct 


Cutaway view of 
“LOCK-WELD”’ Construction 
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NO King-Pin! 


_ res 


S 


_ Revolutionary 

=, “LOCK-WELD” 
Construction 
removes the 

cause of 

most caster 

failures 





Patents Pending 


FAIRBANKS SERIES way | 
Swivel Caster 
“LOCK-WELD” CONSTRUCTION 


oe 


and thrust loads over the entire ball race — there’s a pur- 
pose to every twist. 


SWIVEL AND RIGID TYPES 


Fairbanks Series “31” Rigid Casters have the same overall 
heights as the Series “21” Swivel Casters. Wheels are, 
available in several types: semi-steel with plain or roller 
bearings; solid rubber with oilless bearings; vulcanized 
rubber with roller bearings; plastic with plain or roller 
bearings. 

For truly longer-lasting casters, specify Fairbanks 
Casters. Use coupon or write for free bulletin describing 
this latest improved line of casters. The Fairbanks Com- 
pany, 393 Lafayette St., New York 3, N. Y.; 520 Atlantic 
Ave., Boston 10, Mass.; 15 Ferry St., Pittsburgh 22, Pa.; 
202 Division St., Rome, Ga. 














“ 


The Fairbanks Company, Dept. B 
393 Lafayette St. 
New York 3, N. Y. 


Please send me the free Bulletin 21-31 
NAME 
COMPANY. 
ADDRESS. 
CITY. 











TITLE | 
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ZONE__ STATE es | | 
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Sadia SERVICE FOR 





DAIRIES and PACKING 
PLANTS... 
Wa <a SALES FOR YOU 
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Equipped with a long-handled 


nozzle and a quick-acting valve for 


| one-hand operation, workers don’t 


have to squat or stoop. Maintaining 
normally erect posture, they are al- 
ways in a position to guard against 
accidents from moving equipment. 
The right-angled tip of the nozzle 
enters easily into the filler openings 
of roller-bearing journals without 


hunting and hooks over the edge 

of plain boxes; no oil is wasted. 
Binks Mfg. Co., Chicago, IIl.— 

Industrial Distribution, October 1949. 


Pallet Crane 


Can Be Stopped At 
Any Intermediate Height 


Combining extreme flexibility and 
bulky weight handling capacity, 4 new 
type portable pallet crane lowers to 
floor level and elevates to 5-ft. 6-in. 
Regularly supplied with a hand hy- 
draulic left for easy operation, it can 
also be supplied with a motorized 
hydraulic lift. 








































1949—OUR 25TH YEAR LINE OF SUPER-POWERED 


HEVI-DUTY ELECTRIC TOOLS 


Completely Ball and Roller Bearing Equipped... Milwaukee-built Quality” Motors 














Silver Anniversar 


y 
















) THE “BF"-312" — 1” 

Most powerful 1” drill made, 

with adjustable sidehandle. 
For close corner work. 


Special . . . $39.50 


Series ‘‘S’’ Electric Drills 
” ” ” ” 
Y% ’ Ke ’ % ’ Y% 
7 types... 7 speeds . . . cool 
running for continuous service. 


$28.00 to $49.50 


SUPER- 


POWERED 
BENCH AND POST DRILL “a 
STANDS, AND HORIZON- _ SERI 
"More Sales Through TAL BENCH BASES . . . Pe tam 
Planned Selling” For all electric drills. pacities .. . for 


$4.75 to $37.00 dependable serv- 


Represented on this page is the Milwau- fg 


kee-built Silver Anniversary line of 34 
Electric Tools . . . powered by motors 
built in our own plant, to satisfy the most 
rugged performance requirements of indus- 
try, and reduce operating costs. The Mil- 
waukee franchise assures new and greater profit opportunities to Industrial Distributors, 
in today’s market. Write for our FREE Silver Anniversary Catalog. 


MILWAUKEE ELECTRIC TOOL CORPORATION | *<w-scons sx 


NUT-SETTER $65.00 
For 25 years, makers of the famous HOLE-SHOOTER Electric Drills Adjustable Torque Clutch. Max. 


° , city — No. 12 wood scre 
5340 West State Street, Milwaukee 8, Wisconsin ag & oie coll ps: Spa 


















PRICE 
RANGE, 
$64.00 

to 
$89.00 





















7” and 9” DISC SANDERS 9” POLISHER 











HAMMER-DRILL 





celta geen Light weight. Used mainly for 
ceps motor cook. e working in concrete and masonry. 
speed and weight pre- 

ferred by expert polishers. $98.00 

$67.00 


Flexible spring steel safety 
pads reduce abrasive disc 
cost 60%. 

$67.00 & $79.00 








PORTABLE GRINDERS 
4”, 5”, or 6” grinding wheelg 
are standard equipment, 


BENCH ‘ $60.00 to $88.00 1 H.P. MITERING SAW 
GRINDERS we .. > SAV 
Y4, Y, VY and 1 H. P. straight cut ; 13" = = 
$42.00 to $110.00 $59.95 


















2" 
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HEAVY SELLERS 


I 
. 
| in the | 
| 
| 
| 
| | 
| 
| 





HEAVY DUTY 
FIELD! 


Forged steel top plate with 
kingpin which cannot turn 





Precision heavy-duty main 
load bearing 





One-piece forged steel horn 
with bearing seat accurately 
sized by coining operation 





Bassick ALL-FORGED Steel 
Casters Combine Exceptional 
Load-Carrying Capacity, 





Castellated 

Maximum Safety, Extra Long thrust nut for 
. e e earing precision 
Life and Easier Action adjustment 


| 
| 
| 
| 
i 
" Timken 
| 
| 
l 
| 


Bassick ALL-FORGED Steel Casters are the nearest thing to indestructi- 
bility ever engineered into caster construction. Built in 5”, 6” and 8” sizes, 
with horizontal plunger swivel locks available for the 5” and 6” swivel 
types. Also, in addition to the standard steel wheels, grooved wheels can 
be supplied for the 6” and 8” swivel types, and rubber-tired wheels for 
the 8” swivel and rigid types. You can tell your customers these rugged 
Bassicks will go the limit for them — in load-carrying, smooth mobility 
and long, trouble-free service life — while our nation-wide advertising is 
telling them to get their orders in to you. Write to THE BASSICK 
COMPANY, Bridgeport 2, Connecticut. Division of Stewart-Warner 
Corporation. In Canada: BASSICK DIVISION, Stewart-Warner -Alemite 
Corporation, Ltd., Belleville, Ontario. 


ee ee ee ee ee me 
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A hand brake holds crane in any 
desired position. Equipped with four 
easy-moving steel wheels, crane can be 
propelled with little effort. 

Grand Specialties Co., Chicago, III. 
—Industrial Distribution, October 
1949. 











Portable Nailer 


Has Automatic Feed, 
Is Hand-Operated 


Driving and countersinking with 
one blow the longest lock-nail, a port- 
able nailer is shockproof, light in 
weight and well balanced for easy 
driving. The machine loads over 100 
lock-nails at a time that come ad- 
hered in one long strip for fast load- 
ing. 

Precision built with  tool-steel 
machanism, the nailer will withstand 
constant production line duty. Lock- 
nails are available in galvanized, cop- 
per, bronze or electro-plated and come 
in sizes from ;, to 1-in. long. 

Heller Co., Cleveland, Ohio—In- 
dustrial Distribution, October 1949. 








STYLE FRH 
opposite hand 
Style FLH 











Offset Tools 


Tip Held in Position 
By Spring Steel Clamp 


A line of offset tools has mech- 
anically-held tips for machining op- 
erations such as facing with tool 
shank perpendicular to the work or 
turning with the tool shank parallel 
to the work axis. The tools are 
stocked in 5 sizes: l-in. sq. x 7-in. 

























































Where WeldOlet is attached to 
run pipe, it tapers at proper 
angles, providing for a single 
bevel groove joint at the crotch 
section, blending into a V-butt 
joint at the ear portion. 


7 A | OP psi 


3-493) 






WeldOlets*, with outlet sizes from Ye"' to 24'', both straight and re= 
ducing, need no additional reinforcement to establish and fully maintain 
original strength on ASTM A-106 Seamless Steel Grade A Pipe, as set < 
forth in Code for Pressure Piping, American Standards Association, 
B31.1-1942, and Supp. No. 2, B31,1b-1947. WeldOlet welding fittings 
provide the quickest, most econgmical, most satisfactory method of 
obtaining full pipe strength at branch connections. For detailed engi- 
neering reference data, write for Catalog W-2. 


BONNEY FORGE & TOOL WORKS 
FORGED FITTINGS DIVISION « 645 N. MEADOW STREET « ALLENTOWN, PENNA. 
Authorized Canadian Factory Rep tatives: Sterling Steel Co., Ltd., 
20 Temperance St., Toronto 1, Canada—- 1040 Sherbrook St., W., Montreal, Canada 
MANUFACTURERS OF FAMOUS BONNEY TOOLS 








Fig. 1—Cut-away view of reduc- 
ing size WeldOlet with welding 
outlet in place. The external rib 
and wide bases or footings of 
WeldOlets* eliminate the need 
for extra supports to take care 
of bending or vibrational stresses 
at crotch section, the point of 
greatest stress. 


Fig. 2—Note blending of ear 
portion of welding fitting to 
run pipe. Extension of weld 
metal below inside scarfed 
portion of pipe insures all 
sections of joint greater than 
pipe wall thickness. 











WELD LETS 


*Trade Mark Reg. U.S. Pat. Off. Pat. in U.S. & Foreign Countries 


FOR WELDED BRANCH PIPE OUTLETS 


utlets, ask for WeldOlets* 










When you want Bonney Welding 
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RODUCT 
re 


“TWICE TOLD 
2 TALE” 


@ When a mill supplies salesman tells a potential customer about 
the LAMSON & SESSIONS line of bolts, nuts and screws, the 
chances are his prospect already knows much of the story. For 
LAMSON national advertising reaches thousands of men who buy 
for industry —has been telling them about LAMSON & SESSIONS 
quality products for many years. 





But the prestige of the LAMSON name can do more than just sell 
bolts, nuts and screws for you. It can be your “foot-in-the-door” 
leading to the sale of other products you carry. Once you're “in” 
you can talk about other items in addition to fasteners—thus in- 


creasing the “profit potential” of your call. 


Yes, LAMSON & SESSIONS’ prestige 
building, fact-telling, national advertis- 
ing paves the way for you in many 
ways and performs a valuable service— 
both for your customers and for you. 





General Offices: 
1971 West 85th Street, Cleveland 2, Ohio 









THE LAMSON & SESSIONS COMPANY 


Plants at Cleveland and Kent, Ohio @ Birmingham @ Chicago 
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long; 1}-in. sq. x 7-in. long; 14-in. 
sq. x 10-in. long; 1l-in. wide x 14-in. 
high x 9-in. long; 1-in. wide x 14-in. 
high x 10-in. long. 

The tip is held in position in a 
heat-treated steel shank by a spring 
steel clamp. When the tip becomes 
dull from use it can be advanced and 
reground many times. Grinding is 
usually required on one surface only. 
Because no steel is ground from the 
shank it serves as a permanent tool 
holder. 

Kennametal, Inc., Latrobe, Pa. 
—Industrial Distribution, October 


| 1949. 





Aluminum Container 


Offers Absolute Protection 
Against Explosion 


A lightweight, 2-qt. aluminum con- 
tainer for use with the manufacturer’s 
flock gun offers the following advan- 
tages: absolute protection against ex- 
plosion, great decrease in weight, 
elimination of breakage from dropping 
and elimination of excessive care when 
gun is not in use. 

Black Mfg. Co., Parkton, Mo.— 
Industrial Distribution, October 1949. 


Spray Gun 


Easy to Load, 
Self-Contained & Portable 


A fully self-contained and portable 
spray gun needs no hose, compressor, 
motor or other attachments. Power is 
supplied by an easy-to-load CO, cart- 
ridge which fits into the handle. Cast 
aluminum body has rust- resisting 
brass and stainless steel inserts. The 
steel container is loaded from the bot- 
tom, holds 21 oz. of liquid. 


(Continued on page 144) 
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Here's How YOU 
Benefit From 





















% Distributor 
1,151,932 SELLING MESSAGES work for you in Cooperation 


Union’s advertising campaign for 1949. Published in leading e 

industrial magazines, these dramatic, full-page color adver- 

tisements get over two big selling ideas that mean business Pol CW 0? 
for you! "NO OTHER CUTTING TOOL WILL OUTPERFORM ; 


A UNION” and “CONTACT YOUR LOCAL DISTRIBUTOR” 
. + that’s YOU! 











A WRITTEN DISTRIBUTOR POLICY that puts everything 
down in black and white . . . offers you genuine support and 
cooperation in line with Union's firm conviction that the Dis- 
: tributor is vital to the efficient marketing of Union products. 
A COMPLETE MERCHANDISING PLAN makes selling And at no cost to you, your firm is listed ina special two-page 
easier for you at the point of sale. An eye-catching counter Union insert in THOMAS’ REGISTER under “Drills, Twist.” 

display features the latest of Union’s national ads. Its side 
pockets hold useful, attractive folders, with your name im- 
printed, on Union products which function equally well as 
counter giveaways, envelope and package stuffers or for 
your direct mail program. Decimal equivalent and drill size 
charts are tops for getting your Union message right into 
your prospects: plants. And the handy drill sharpening gauge 


gets the Union message right to the point of use! f — 





SEE FOR YOURSELF 
HOW UNION 
PREPARED To HELP YOU SELL nh - 


f AND PROFIT MORE FROM A UNION LU 
FRANCHISE, WRITE; 


UNION TWIST DRILL COMPANY, ATHOLL, MASSACHUSETTS 
MILLING CUTTERS e GEAR CUTTERS e TWIST DRILLS « HOBS + REAMERS e¢ CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 

BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates, 
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A New Hydraulic A 
“REMOTELY-CONTROLLED” 


THIN-WALL CONDUIT BENDER! “we. 


© Famous “‘Porto-Power” furnishes “‘all directional’ action 







BEND 1%, 142, 2°’ THIN-WALL CONDUIT — the S-34 
KIT includes the 10-ton capacity ‘‘Porto-Power’’ hy- 













© Remote operation permits you to sight the bending from any draulic unit and all necessary attachments. IMPORT- 
le — while operatin ANT — this same ‘‘Porto-Power’’ is also used in 
= , 3 the S-30A Rigid Pipe Bender (see bottom of page). 

® This low-cost, portable equipment will pay for itself S-30A owners need only add the $-35 assortment of 


on one good job attachments to handle thin-wall conduit! 
Now thin-wall conduit can be bent efficiently and profitably! 
And the work rushes along faster and better than with any 
other bending equipment—due to advantages offered exclus- 
ively with Blackhawk’s Porto-Power unit. Sell dramatic sav- 
ings .. . beautiful, kinkless bends replace costly elbows and 
fittings! Customers will be proud of the rigid installations 
and well-matched graceful offsets made with this equipment. 
Tell the big news to every electrical contractor and plant 
electrician immediately! 





Tonly ortable! Note am you can sight progress 
of the bending from the most convenient spot because the 
pump is not integral with the hydraulic ram. 





Sell Blackhawk All the Way for Faster Conduit Installation 


S-30A KIT S-36 KIT BENDS MOTORIZE THE 
BENDS 1” TO 2” 1%" TO 4” EQUIPMENT 


ott Triple the output! Hundreds 
RIGID CONDUIT NG, LCs de RIGID CONDUIT cre now substituting the 
This super-range bender 


Thousands own this low-cost, electrically-driven 
ass't. It contains the IN uses the ‘‘Porto-Power"’ 


**Porto-Power'' pump (No. 
same 10-ton ‘‘Porto- hydraulic unit of 20-ton 






P-182) for hand -operated 





| Power"’ hydraulic unit capacity. ‘‘Porto-Power'’ pumps on benders, punch- 
| which serves Thin-Wall also pulls drive pulleys, kits and other hydraulic 
: attachments (see above). lifts machinery, etc. equipment. 
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GREAT SALES MAKERS 





BLACKHAWK BRINGS YOU 


HYDRAULIC KNOCK-OUT PUNCHES! 


® Easier ® Spectacularly faster ® Makes clean, true holes ® No distortion or loosening of boxes 


© Operates in closer quarters because there is no ® Punch the heaviest box with little effort 
wrench to swing 


At last conduit openings can be punched in pull 
boxes, electrical distribution cabinets, control 
boxes, troughs, panels, etc., with portable 
hydraulic power! There is no wrench 
? to swing. One man can punch holes 
up to 4” diameters. And when 
the punch breaks through 
there is no jostling ... nor is 
footing endangered as when 
tugging on a wrench. This 
is important news to 

every electrician. 




















2 





























PUNCHES 6 OPENING-SIZES — 144, %, 1, 1%, 
1¥,, 2''. Complete metal kit contains knock-out 
punches and new-type Blackhawk ‘‘Porto-Power’’ 

pull-ram. Used with same Porto-Power pump and 
fittings which serve Blackhawk benders. 


grag: 10 OPENING- righ — 4, % 
» 1%, 1%, 2, 2%, 3, 3% Identica 
= SB-40 above but 4." ps... ass’t 
of knock-out punches. New-type pull-ram 
also lifts transformers, pulls bearings — 
has many other uses. 





Look_how simple it is to punch a hole in a cramped 
corner. No wrench to swing . just a few smooth strokes 
on the hydraulic pump — and the hole is punched! 


Write or Send coupon 
today for Bulletin B-50 on 
the complete line of 


important time savers S 


announced here! S 
BLACKHAWK: a—-,!:, 
BLACKHAWK MFG. CO. 


Dept. P-17109, Milwaukee 1, Wis. 






















Without obligation, rush Bulletin B-50 giving full 


wrorauie Porta-POWweE <ovrnen 1 -mnmaing 


NECA are ht wicae ek sie neM ee wasiaaeixe kaed wn @ were Ole 
Blackhawk is the world’s largest maker of high-pressure hydraulic equipment and s ET et ARS oa Ree Re ee eer 
cializes in producing time-saving ——— tools for electricians and industry. SAL $ 
MEN: New catalog-bulletins (No. B-50) have been mailed to all Blackhawk Distribu- GURY... cccccccccccccecccescccceece STATE 
tors. Ask your Sales Manager for your copy today! = a ee ee ee ee 
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HOW HOMPE HELPS INDUSTRY 
‘SAVE TIME, CUT COSTS... 










NTING A TRUCK- 
SIMPLIFIED AND SPEEDED 
WITH PERMACEL PAPER 
MASKING TAPE TAKES 


CURVES PERFECTLY, KEEPS 
| STRIPES AND COLOR 


: ON MACHINE TOOLS ARE 


PROTECTED FROM DUST 

AND MOISTURE DURING 

HANDLING , SHIPPING 
WITH PERMACEL 














STRIPS QUICKLY, SAFELY. 
—= Kiser gi 
THE THOUSANDS 
JOBS PERMACEL 
PERFORMS FOR 
INDUSTRY ! 






acel’s cam- 
that builds 
t the 


DISTRIBUTORS: This ad is part of = 
paign in national magazines—a os, sn 
your market by telling your gor “ i 

many industrial uses of Permacel Tapes. 







INDUSTRIAL TAPES 
INDUSTRIAL TAPE CORPORATION « NEW BRUNSWICK, N. J. 
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The gun is said to be unique be- 
cause it can be taken to the job any- 
where, for painting, oiling, mothproof- 
ing, disinfecting, waterproofing and 
other spraying jobs. 

Sullivan-Becker Co., Kenosha, Wis. 
—Industrial Distribution, October 
1949, 

















Rules 


Vertical Markings 
Afford Easy Reading 


Two new models of “push-pull” 
rules are supplied in a watch-size case, 
nickel plated with a brushed satin 
finish. One model (illustrated) has a 
6-ft. blade, the other an 8-ft. Vertical 
markings on blades make rules easier 
to read in any position. 

Attached blades are nickel plated, 
4-in. wide, graduated in 16ths on both 
edges, in 32nd on upper edge for first 
12 in. 

Stanley Tools, New Britain, Conn. 
—Industrial_ Distribution, October 
1949. 


Fluorescent Lamps 


Averages Over 2 Years Life, 
Up to 5,000 Burning Hours 


A new line of long-life fluorescent 
lamps remain bright and clean, with 
very little discoloration, up to 5,000 
burning hours and average over two 
years of life. Prolonged lamp life and 
the retarding of discoloration resulted 
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ICKWIRE ROPE ~~ Qa 


k any user...you’ll find them everywhere 


ores of industries, users of Wickwire Rope have developed an affectionate respect for its 
»rmance, safety and long life. And, for true economy, they use Wickwire’s WISSCOLAY ® 
rmed. It lasts longer — is easier to cut, splice and install. It's kink-resistant and 
to handle. Wickwire Distributors and Rope Engineers, in key cities 

swhere, are prepared to render prompt service in 
ing your wire rope needs. Wickwire Rope 
Office and Plant — Palmer, Mass. 
EAST—Wickwire Spencer Steel Div. of C.F. &!. 


th Ave., New York 18, N. Y. 


ROCKIES—The Colorado Fuel and Iron Corp. 
atal Oil Bldg., Denver, Colo. 


E WEST COAST—The California Wire Cloth Cor. 
19th Ave., Oakland 6, Cal. 


LOGGING 

















TRANSPORTATION 


PETROLEUM 


MANUFACTURING 


CONSTRUCTION 


NOW / You Can Have 
KENNEDY DEPENDABILITY 
on Copper Tube Installations 


With the New KENNEDY 
SOLDER JOINT GATE VALVE 





™*>-)- 
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KENNEDY Solder Joint 
Valves are easily and quick- 
ly installed, saving you up 
to 30% in installation time. 
They are adaptable toa wide 
range of services and are 
specially recommended for 
general shut-off service on 
low pressure steam lines and 
on hot and cold water lines. 

When you use this new 
line of KENNEDY valves 
you can be assured of the 
long-lived dependability 
and positive action that have 
characterized KENNEDY 
valves for 72 years. 


WRITE FOR BULLETIN 103 
containing complete descrip- 
tion of the new KENNEDY 
Fig. 1-SJ Solder Joint Gate 
Valve . . . complete installa- 
tion instructions . . . solder 
data . . . where to use and 
where not to use solder joint 
valves . . . table of dimen- 
sions and working pressures. 


BUY FROM YOUR LOCAL DISTRIBUTOR 


THE 


BEING ANNOUNCED 


TO THE TRADE 


Through National 


Advertising 
and Direct Mail 


ANOTHER FAST-SELL- 
ING ITEM To help com- 
plete the Kennedy line... 
to help you make more 
profitable sales 


FURTHER PROOF that 
it pays to handle Kennedy 
Valves and Fittings... 
the line that is sold only 
through distributors. 


WRITE FOR 
COMPLETE INFORMATION 
on the Kennedy Policy of Help to 

the Distributor 








VALVE MFG. CO. 
K r 1031 EAST WATER ST. 
ELMIRA, NEW YORK 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 
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SUPER cves vou 


MORE TO SELL IN 


CARBIDE TIPPED 











EXTRA 


OY urnorn 
FREE DISPLAY JOBBERS: DEALERS: 


Heavy die cut counter card 


emphasizes advantages of 
carbide tipped drills. the most complete ever offered. Users, large and small, 


report that the “Spiral” actually wears longer, drills 
more holes per grind and per drill—that it is 50%, 60% 
and up to 100% better than other carbide tipped 


ARBIDE TIPPED | masonry drills. 








@ The Super line of carbide tipped masonry drills is 









STANDARD : 
AND SPECIAL Carbide Jools 





Cut straight wall holes in on8 SUPER TOOL COMPANY 
ration without chipping: 21650 HOOVER ROAD DETROIT 13, MICHIGAN 
ope : 
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protection, new efficiency 
! 
r jobber today: 


] hands. Exhaustive test 
and thumbs are curve 
! There are no seams 


4 for more efficiency 
on the working suf 


i be sure of new 
e flexible! Yes, 
skate Gloves. Order from y 


Watertown, Mass- 


DRICH C 
DIVISION OF THE B. F. GOO 


WEINBERG & McKEE 
Compiled 


and safety for vita 
allowance! Fingers 
reinforcement 
are bigg¢e!, 
roved HOO 


crotch 
fast! Both models 
with the new, imP 


OMPANY 








VJ ~ 
HAVE THESE MODERN FEATURES/ 


e 
STEEL, OF 
made of HIGH SPEED 
Tools ' 


priced ail 


Action illustrations demonstrate the use 
of many products. 


a Advertised Lines are tied y 
"manufacturers advertising b d 
of their trode-marks, 4 








600 West Jackson Bivd., 








Chicago 6, IIL 
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from the addition of a rare compound 
on the filaments or electrodes. This 
compound slows down the erosion of 
the emissive material on the filament. 

Increased efficiency and improved 
maintenance of the light output were 
accomplished by adding another sub- 
stance which prevents the impurities 
in the glass bulb from reacting with 
the phosphor coating, thus slowing 
down the deterioration of the coating 


~ and enhancing its ability to maintain 


a higher light output over longer 
periods of time. 

Sylvania Electric Products, New 
York, N. Y.—Industrial Distribution, 
October 1949. 

















Numbering Machine 


Completely Encased in 
Sheet Metal Housing 


A new tape and strip solenoid op- 
erated numbering machine applies an 
inked consecutive number at each 
actuation of the solenoid. A typo- 
graphic numbering machine is used, 
and a felt inking roll moves across the 
face of the numbers at each up stroke. 
The force of the impression actuates 
the consecutive of the numbering 
wheels. 

Completely encased in a sheet 
metal housing with no adjustment 
necessary except for thickness of tape, 
this machine can speed up consecutive 
numbering of tape or strip where an 
inked number is required. 

Acromark Co., Elizabeth, N. J-- 
Industrial Distribution, October 1949. 


Slitter & Rewinder 


Frictions Easily Adjusted 
While Machine Is in Operation 


A new contact type slitter and re- 
winder handles a variety of papers, 
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boards, fabrics, plastics and foils. The 
main slitting roll is of high carbon 
alloy steel. Mounting on_ oversize 
needle bearings, it runs freely without 
binding. The cutters are simple and 
compact, easy to adjust. 

Standard equipment for rewinds are 
splined shafts 17s-in. in diameter. A 
split bearing allows quick release of 
one end of shaft and easy removal of 
shaft from friction drive end. When 
spline is pulled out, rewound rolls are 
easily slipped off the shaft. 

For light and medium duty, a stand- 
ard motor of 1750 rpm and # to 1 hp 
is recommended. For heavier duty, a 
14 or 2 hp motor should be used. In 
some cases a variable speed drive is 
desirable. 

Hobbs Mfg. Co., Worcester, Mass. 
—Industrial Distribution, October 
1949. 


Paint Primer 


Covers 800-1000 
Sq. Ft. per Gallon 


A rust-inhibitive paint primer and 
finish coat offers a major improvement 
of deeper penetration, high gloss and 
tough weathering. It gets into the 
rusted pits and inhibits rust at its 
source to control further corrosion. It 
saves time and labor by painting over 
damp surfaces and squeezing moisture 
to the surface through capillary action. 
It is available in red, black, olive green, 
light and machine gray, zinc chromate 
and aluminum. 

Wilbur & Williams Co., Boston, 
Mass.—Industrial Distribution, Octo- 
ber 1949. 


Milling Machine 


Telescopic Vertical Screw 
Operated by Steel Miter Gears 


A telescopic screw permits the mill- 
ing machine to be used on any bench 
or stand without drilling the table top 
for the screw to extend beneath. The 
large miter gears assure greater smooth- 
ness and ease of operation on vertical 
adjustments. The machine has a 6 x 





Values 
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CLEVELAND 
Top Clualdig 
SOCKET HEAD SCREWS 


made by the Kaufman Process 


assure your customers Extra 















without Extra Cost 









































¢ Added to the usual advantages of this 
popular type of cap screw, your customers 
should know about the extra values of 
greater strength and accurate cold forged 
forming in Cleveland Socket Screws. 
That’s the result of Kaufman Process 
manufacture—extra values without extra 
cost. Cleveland Socket Head Screws have 
perfectly concentric sockets, formed 
completely in the forging operation. It 
pays you to stock and sell Cleveland 
Socket Head Screws. 

THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street ° Cleveland 4, Ohio 
Warehouses: CHICAGO, PHILADELPHIA, NEW YORK 


Write for our latest Stock List 





ORIGINATORS OF THE 
LE 
KAUFMAN NT RUsIoN PROCESS 


_ Specialists.for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 


{ 













ALIGNMENT BUSHING 


Revolves on Retainer Pin. 





HARDENED RETAINER 
PIN 


Presses into hex bushings. 














HARDENED HEX 
BUSHINGS 


Pressed into casting, absorb radial 
thrust —cannot turn. 











~~ 
Exclusive, improved Vincent Dressers and tough, 
long-lasting Vincent Dresser Cutters are just the combination 


to produce clean, accurate dressings at lowest cost. They | 


are the right combination for comp/ete customer satisfaction. 


The improved, exclusive features of Vincent Dressers | 
shown above assure more accurate dressings and fewer | 


dresser replacements. Special analysis steel, heat treated to 
exactly the correct hardness, provides added dressings from 
every Vincent Cutter. 

Point out these features to 


ee | 


40 Dressers 0”) | 
* eels up to 1% | 
face. ras | 
Use #1 Dressers 


Wheels 1%" to 8 


your customers for faster sales... 
greater ‘‘repeats.”’ 


* 




















18-in. table with longitudinal travel of 
12}-in. Transverse feed is 54-in. and 
| vertical travel 84-in. 

The milling machine can be used 
interchangeably as a horizontal and 
| vertical mill by substituting spindie 
assemblies. Attachments are available 
for turning, grinding and drilling op- 


| spindle bearings, with high load capac- 

ity, the machine is suitable for both 

low and high speed operations. 
Benchmaster Mfg. Co., Los An- 


| geles, Calif—Industrial Distribution 
| October 1949. 














Paint Spray Unit 


Nozzle Adjustable 
For Different Liquids 


| crations. Because of its tapered roller 





a on 
12, Dressers i, 
# Ure eels over 2 







USE THIS CHART TO 
SELECT THE PROPER 


| ase 11) Sete DRESSER FOR EVERY 
| 2 “extra wide face- J re) B 1 


4 


WIRNC ENT 


STEEL PROCESS COMPANY 
Hect Treaters of Metals—300 Tons Capacity Daily 


| Préducers of 


GRINDING WHEEL DRESSERS AND CUTTERS @¢ 


HSS TOOL BITS 


CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 


TUBE CLEANER CUTTERS © 


* 
as 


HIGHWAY SURFACER CUTTERS 





SA 
£34 


4 Bellevue Avenue 


148 





~ 


Detroit 7, Michigan 
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A motor-driven, compressor-type 
paint sprayer is of compact design and 
top-quality construction. The com- 


| pressor is of the twin-cylinder type, 


driven through steel and fiber gears. 
Incorporated in the unit is an equalizer 
storage tank of ample capacity to 
maintain an average spraying pressure 
of 25 Ibs. 

A 10-ft. rubber hose connects to a 
16-0z. capacity aluminum container 


| and spray nozzle. The complete weight 


of the unit is 74-lbs. A hose with tire 


| valve chuck is an optional accessory. 


Portable Electric Tools, Chicago, 


| I]l.—Industrial Distribution, October 


1949, 
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| Attention Profitable tervitorits.dpem 
: . 0 I -calli . : 
Distributors! r this tat 





a second, safely | dine _ = 
for details 



























Change drills in 
with this Automatic Chuck 


while spindle is running 





HERE’S ALL THERE 15 TO CHANGING DRILLS 





1. Grip sleeve—pull down 2. Insert new drill—push 
—jaws open automatically up tapered part—drill is 
—drill is released. locked in place. 


ge drills with the AMF 


You don’t stop the machine to chan’ 
Ilets or wrenches are 


WAHLSTROM CHUCK. No keys, co 

needed. 

That’s why Wahlstrom Chucks cut costly minutes in chang- 

AMF Wahlstrom ing tools for drill press work or for spotting, drilling and 

many years of heavy pro’ reaming in boring oF milling machines. They'll also 

tion assures ease of operation: save money in lathe work for burring, turning, filing, 
etc. One spindle does the work of several. 


Tools last longer, too...smooth, hardened and ground 
jaws grip tight without chewing into tools. Grip in- 


ROM TOOLS CUT COSTS, TOO creases with the load. 





Chucks are rugged tools, proven out in 
production work. Simple construc: 





THESE WAHLST 
use the quick-change 






For fast, uninterrupted production, 
AMF WAHLSTROM CHUCK. It is the only fully automatic 


drill chuck which holds the widest range of straight 
shank tools... Model A—1/32” to 1/2 ; Model AA=- 


1/64” to 3/8” 


j ee your local distributor or write today for Bul. 56-3 ) 


CAN MACHINE & FOUNDRY CO. 
BROOKLYN 20, N. Y. 











STROM TOOL DIVISION, AMER! 


WAHL 
5502 SECOND AVENUE 


fone WAHLSTROM 
: fully automatic 


Wahlstrom Chucks are aveltable in several size ranges: 
DRILL CHUCKS 


Model A-1/32" to 1/2"; Model AA-1/64" to 3/8". 
Model B-15/64" to 1/2"; 3/8” to 3/4"; 17/32" to 1”. 
Model C-Holds any size tool with No. 1,2, or 3M. T. Shank. No KEYS, COLLETS OR WRENCHES 





ww “ve © 
a 
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: | AMF Wahistrom Chucks are adver W . Sore 

‘ _tised in Machine : fron a : ahistro P s tt] a 

3 mE i cAN om Tool Division 
& FOUNDRY CO 


5502 2ND AVENUE, BROOKLYN 20, N.Y 
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peal PROTECTION 
seecity JUSTRITE 


APPROVED SAFETY LIGHTS 
More power... 
more protection! 


Justrite Safety-Approved 
products are labeled by 


Underwriters’ Laboratories or — 
listed for Class 1, Group D i 
locations. Many are also ven 
approved by U. S. Bureau of —" 





Mines or by Factory Mutual 
Fire Insurance Companies. 


No. 2166-S 
Hand 
Lantern : 
High powered. 
12 volts with 
two lantern, 
batteries. 3” 
reflector. 






JUSTRITE ‘‘Trigger Action”’ 
FIRE EXTINGUISHER 


No. 1955-S 
Electric 
Headlight 
Both hands 
free. Up to 
9031 candle- 
power with 
8 flash- 

light cells. 





No. 2175-S | MM 
Flasher Lantern 
Flashes continu- 
ously up to 67 
hours. Uses one 
lantern dry bat- 


tery. ‘i ‘ 


APPROVED SAFETY CANS 


for flammable liquids 


Model 1610, 


1 Quart size. 






A wholly new devel- 
opment in carbon- 








Flexible 
tetrachloride Hose Can 

3 gal. and 
approved extinguish- 5 gal sizes. 


ers. Trigger action — 
operates by air pres- 


sure. Easily refilled— deren 
iali i 8 sizes... 
no specialized service Sec tebat 


required. Easily checked by visual 





inspection. Non-Corrosive. Furnished 

: F OILY WASTE CANS 
with lanyard and with bracket for avec teaiaition aft Ceceieabie 
wall or truck. material. 


5 sizes... 6 to 25 gal. cap. 
Catalogs sent on request 


JUSTRITE manuracturinc ComMPANY 
2063 N. Southport Ave., Dept. A-1 ¢ Chicago 14, Illinois 
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Valves 


Globe, Angle & Check Types 
Give Long, Leak-Free Service 


An improved line of 125-Ib. s.p. 
bronze globe, angle and check valves 
is designed for longer service, tight 
joints and non-jamming operation. 
The solid bronze discs on the globe 
and angle types are renewable on sizes 
3-in. and larger. The deep stuffing 
box in each provides for ample pack- 
ing with sufficient threads to allow a 
tight joint even when fully packed. 
Large clearance at the end of the pipe 
threads permits a tight joint without 
danger of the pipe jamming the dia- 
phragm. The valves, moreover, have 
stems of silicon bronze alloy exclusive 
with the manufacturer, which are 
claimed to have outlasted other stems 
and have eliminated stem thread fail- 
ure due to wear. 

The lift and check valves have sim- 
ilar features of strength and design. 
Guide lugs on the disc and guide 
sleeve in the cap of the lift check 
assure positive seating. ‘The swing 
check has two renewable side plugs 
which serve as bearings for the disc 
carrier pin. By renewing the side 
plugs, misalignment of the carrier pin, 
due to natural wear, can be corrected. 
The plugs also permit removal of the 
disc carrier pin from either side, an 
advantage when valves are installed 
close to a wall or other obstruction. 

Lunkenheimer Co., Cincinnati, 
Ohio—Industrial Distribution, Octo- 
ber .1949. 














Power Shear 


Operated by Non-Repeating 
Positive Action Clutch 


A power shear unit covers all shear- 
able materials from light tissue to its 
maximum capacity in 16 gage steel 
and is available in a 12 and 24-in. 
maximum shearing width. A protract- 
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 -BY THE NEW WALKER-TURNER LINE 


_— xe 
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? | The’ complete Walker-Turner line of metal and 
| woodworking machines, backed by sound advertising 
| and selling strategy that builds customer acceptance, 
, puts our dealers in scoring position for more sales and 
> Oi higher profits. 


~ 
~- 


| Walker-Turner aggressively advertises in twenty-two 
y national magazines covering the metal, woodworking, 
plastics and building trades, plus vocational and manual 
training schools. Mailing pieces, promotional literature 


and other sales helps that are strong, down-to-earth 





( selling aids, are always available to back up your 
, selling efforts. 

, 

) \ : 

Write today for complete information. 

} 

. WALKER-TURNER PRODUCTS ARE SOLD ONLY 
7 THROUGH AUTHORIZED DEALERS 








KEARNEY-TRECKER CORPORATION 


PLAINFIELD, NEW JERSEY 


WALKER-TURNER oivisron 
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—. and nobody made any money 





Small rush shipments are fine in the jewelry business, 
but we’re talking about screws, nuts and bolts. In this 
business the small direct shipment can be a money 


loser for all parties. 


The USER loses because he needed the screws “‘yes- 
terday” and didn’t have them. 


The SCREW MANUFACT 


URER loses because he’s 


not rigged up to do a mail order business. 


The DISTRIBUTOR loses because he didn’t have the 
screws in stock and could not fill his customer’s order 
without a lot of special paper work. 


Gentlemen, let’s z/] make money in screws, nuts and 
bolts by upping our inventories. Standard fasteners 
can be put to work much faster when they’re on hand — 


than when they’re on order. 


ST-97 





DIVISION 











THE AMERICAN HARDWARE CORPORATION e NEW BRITAIN, CONN. 


Warehouses: New Britain * New York * Chicago 
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ing gage for squaring and mitertng 
can be quickly and accurately ad- 
justed for any degree of angularity. 

The length gages provided can be 
mounted in front for accurate trim- 
ming of parts or in back for precision 
sizing of stock. This gage and the 
protracting gage so complement each 
other that infinite precision can be 
obtained in parts sheared to unusual 
angles and shapes. The design of 
the power shear incorporates a gravity 
chute for delivery of all sheared ma- 
terials into a receptacle placed in back 
of the cabinet. 

O’Neil-Irwin Mfg. Co., Lake City, 
Minn.—Industrial Distribution, Oc- 
tober 1949. 














Electric Drill Attachment 


Turns Electric Drill 
Into Powerful Hammer 


An electric drill attachment turns 
an electric drill into a hammer that 
drills through tile, brick stone and 
cement. The utility attachment weighs 
1 Ib. 6 oz. and is easily operated with 
any electric drill or flexible shaft hav- 
ing 4-in. or larger chuck capacity. It 
takes ten different sizes of drill bits. 

Roto-Power Corp., Brooklyn, N. Y. 
—Industrial Distribution, October 
1949. 








Belting 


Easily Uncoupled 
From Roll Stock as Needed 


Adaptable to most V-belt drive ap- 
plications, a new detachable belting 
is ideal for use on drives requiring 
dismantling a part of the machine to 
install endless belts. It is adjustable 


























SAVE TIME AND MONEY 


— SranparpToor (. 


‘CLEVELAND 4, OHIO 
New York + Detroit +» Chicago 
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wheels. 


No. 00 
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practical tips... 





... On easier grinding 
at lower cost 


Desmond’s exclusive Diamo-Carbo Dresser is a fa- 
vorite tool for shaping, dressing and truing small 
wheels on bench grinders and saw gumming 


For general use; soft and medium grade wheels, 
use Desmond Diamo-Carbo Dresser No. 3; for 
small wheels use the No. 8; and for larger wheels, 


Ask your industrial 
distributor for the 
new Desmond Dresser 


| Guide, a handy 9” x 


12” wall chart which 


gives you good prac- 
| tical data on selection 
| and use of the right 


dressing tool for all 
grinding wheels. Only 
Desmond makes a 
complete line; only 
Desmond gives you 
the right tool for every 
job. 








the only complete line of grinding wheel 


_ DRESSERS & CUTTERS 
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BALL BEARING REVOLVING 
ORESSERS CUTTER TYPE DRESSERS 


The DESMOND-STEPHAN MFG. CO., Urbana, Ohio 


JAMOND HAND TOOLS WHEEL TYPE 
AND NIBS ORESSERS STEEL-SLIDE PSLIDE VISES 
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to any length, and there are no waste 
ends. 

The belting is flexible and presents 
no problem of internal friction, thus 
maximum hp ratings are accom- 
plished at minimum sheave diam- 
eters. The belting is designed and 
recommended for continuous heavy 
duty service. It is not recommended, 
however, for severe shock loads or on 
drives that are under-belted. 

Worthington Pump & Machinery 
Corp., Harrison, N. ].—Industrial Dis- 
tribution, October 1949. 























Speed Control Unit 


Has 4 Main Parts, 
Made in 6 Sizes 


A variable speed control unit is an 
assembly comprising a self-adjusting 
V-type pulley which may be mounted 
on the shaft of the constant speed 
motor and connected with V-belt to 
driven machine. It provides accurate 
and dependable variable speed control 


| for machinery such as grinders, buf- 


fers, saws, blowers and ovens without 
stopping the machinery. 

The unit consists of four main parts: 
stationary cone-faced disk, sliding 
cone-faced disk, tension spring and 
spring cover. It is made in 6 sizes 
for use with any standard constant 
speed motor up to 14 hp, and de- 
livers infinitely variable speed to the 
driven machine between the range of 
13 to 23:1. 

Reeves Pulley Co., Columbus, Ind. 
—Industrial Distribution, October 
1949, 


Collet Bushing Chuck 


Supports Centerless Shafts 
Concentrically in Lathe 


An adjustable collet bushing chuck 
makes possible easy and accurate cen- 
tering in the lathe of any shaft } to 
l-in. in diameter. It is manufactured 
with taper shanks for use in either 
headstock or tailstock spindle of the 
lathe. Brass collet chucks can be sup- 
plied for round stock in sizes from 4 
to l-in. by 16ths. A special size collet 
of .637 round capacity is available for 
chucking popular types of automo- 
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GOOD RIGHT BAND Ge tepuest ay. 


“4, 
ay 


of this profitable 
sheave business 


y 





That’s right. $2,500,000 we’ve invested in 
a stock of sheaves and V-belts that’s the 
most complete in the industry. 

$2,500,000 to give you a big delivery 
advantage over all other V-belt compe- 
tition. 

When a customer wants a sheave or 
belt, he wants it fast. If his dealer’s stock 
is incomplete and the manufacturer’s 
stock is days away—he’s going elsewhere. 

Now they’re going to you — because 
the Worthington line has the most com- 
plete range of stock sizes. If you don’t 
have a wanted sheave, you can get de- 
livery from your nearest Worthington 
warehouse in 24 hours or less. 

And with more sizes listed as “stock 






At right is the simplest, quickest, 
most accurate drive selection method 
{ ever used—so say the users them- 
; selves. You and your customers can 
select the right Multi-V-Drive from 
over 75,000 sheave and belt com- 
binations . . . in less than 3 minutes. 














_—_—_—_ 












SOOT SO —SSS sizes” and more sizes in stock, you ma 
Zs aS be able to save your customer a cost of 
WORTHINGTON PUMP AND MACHINERY CORPORATION a special sheave. 
MULTI-V-DRIVE SALES DIVISION We’re advertising the prompt delivery 
Buffalo, New York - General Offices: Harrison, New Jersey of Worthington QD Sheaves in many mag- 





azines ,.. and we have direct mail about 
it for your use. So tell your customers 
about the complete Worthington line— 
853 listed stock sizes of QD sheaves in 
“A”, “B”, “C” and “D” Sections, 4% to 

POWER TRANSMISSION: sheaves, V-belts, variable speed drives 600 hp «$82 Meted cteck since of Wert- 

PUMPS: centrifugal, power, rotary, steam meine i 
AIR COMPRESSORS: water-cooled, air-cooled si ington-Goodyear EC Cord V-belts. 
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This Trouble-Free 


PIPE WRENCH 





f 

this Housing ever 
Breaks or Distorts we 
will replace it Free 
\ 







RIEE&ID’s guarantee 
saves your customers all pipe 
wrench housing expense 


@ No time out for pipe wrench housing repairs and 
expense with the guaranteed Ritarip. Sturdy construc- 
tion and work-saver features make it on-the-job always, 
make jobs easier, too. Adjusting nut spins freely in all 
sizes, 6" to 60.” Handy pipe scale on hookjaw. Instant 
action non-slip, non-lock jaws. Powerful comfort-grip 
I-beam handle with flared end that keeps user’s hand 
from slipping off. It’s the world’s most popular wrench 
for good reasons. Your customers prefer RiI@aiDs, too. 





'WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ° ELYRIA, OHIO 


bile generator armatures having shafts 
of this size. 

The chuck, when used in the lathe 
headstock, may be adjusted to drive 
the work or when used in the lathe 
tailstock, may be adjusted for an ac- 
curate running fit. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
October 1949. 























Utility Drills 


Smooth Front Housing, 
No Protruding Screwheads 


Three 3-in. general utility drills 
feature a die cast aluminum frame for 
compactness and light weight. They 
differ in that one has a geared chuck 
(illustrated ), another a hex-key chuck 
and the third a keyless chuck. 

Features that they have in common 
include a natural grip handle posi- 
tioned to fit the hand, precision-cut 
gears, universal type motor for 115 
volts AC or DC, adequate ventilation 
and protected switch, carbon brushes 
and an 8-ft. cord, rubber covered with 
2-prong rubber plug. 

Cummins Portable Tools, Chicago, 
Ill—Industrial Distribution, October 
1949. 
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Plug Valve 
Positive, Visible Stops 
Limit Operation to % Turn 


The cylindrical plug of a lubricated 
valve has a wedge action which not 


(Continued on page 160) 
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with 


SIOUX'. 


a GRINDERS 










SIOUX 10" BENCH GRINDER 
No. 2050-10”—1 H. P. ball bearing motor— 


oil packed and sealed—no further lubrication. 
Extra wide enclosed guards accommodate 
wire brush. Safety eye-shields, adjustable 
tool rests. Conveniently located lights with 


shades. One coarse—one fine grinding wheel. 
Rated 1725 R. P. M. Pedestal available. 











3 SIOUX 6" BENCH GRINDER s 
© No. 2065—1 H. P. Ball bearing—packed and 
™ sealed. Adjustable tool rests. Rating 3450 
») R. P.M. One fine—one coarse grinding wheel. 





SIOUX 6" HEAVY DUTY 
No. 2005-6”. 1/, H. P. ball bearing motor. 
Oil packed and sealed. Enclosed guards. 
Rated 3450 R. P. M. 












» SIOUX grinders are 
correctly designed, 
precision machined and carefully as- 
sembled to give smooth, steady operation 
year after year. Oil packed and sealed— 
ball bearings. 

Operators everywhere have a word for 
QUALITY in power tools—it’s SIOUX. Ask 
your Jobber for details. 


: ‘ eisai - 
SIOUX 6" BENCH GRINDER 
No. 2069—14 H. P. Ball bearing, perma- 


nently lubricated. Adjustable tool rests. 
Rating 3450 R. P. M. 








Sold ude — Authorized SIOUX Distributors 


N 
STANDARD THE >.) Ge WORLD OVER 
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It does so in many ways. And among the most impor- 
tant things about advertising is that it helps you win 
the votes of the important buying influences you never, 
or seldom, have a chance to see, just as effectively 
as it helps you win the votes of the men you do see 
regularly. 


Salesmen for one of our largest steel] companies, for 
example, recently named the 105 men they regularly 
contact in 33 customers’ plants. When this company 
compared these names with those reached in these 
plants by its advertising in industrial magazines, this 
is what it found out: 


(1) 103 of the 105 men named subscribe to maga- 
zines in which this company’s advertising ap- 
pears. 


(2) and in addition . . . these magazines are sub- 
scribed to, and read by, 1,850 other men in these 
































33 plants who have definite buying influence 
in the purchase of this company’s products! 


The next time you call on a customer you know well, 
you might ask him how many men in his plant cast a 
vote on an important purchase of the products you 
sell. His answer will probably surprise you . . . and 
make you gladder, still, for the advertising support 
your suppliers give you in good industrial magazines 
like American Machinist. 


This hard-hitting, useful magazine, for example, is 
subscribed to by over 28,000 metalworking-production 
executives, and read by many other thousands on a 
““pass-along” basis. 


The result, of course, is that most of the important 
production men in your territory read American 
Machinist every other week. And even when your lim- 


THIS IS YOUR TOP SALES PARTNER 
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ited time makes it hard for you to see them often, or 
their “top-brass” responsibilities keep them unavail- 
able, you can be sure they know about your products 
... and have good reason for voting “yes” to a pur- 
chase of them. 


Your suppliers’ advertising in American Machinist, 
and other good industrial magazines, sees to it that 


The 
McGrow.siy 
(Cray, 
OUR BIGGEST MARKET 











they do know . . . consistently, forcefully . . . and with 
the ‘facts that help you to write bigger orders, and 
more of them. 


If you would like full details on this study, write 
to: Promotion Manager, American Machinist, 


McGraw-Hill Building, New York 18. 
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STARTLING AI 
. BETTER FINISHES 


This improved bond is start- 
ing another trend in the abra- 
sive industry. Used only in 
Chicago Grinding and Mounted 
Wheels—the result of half a 
century testing and experience. 


FV Bonded Wheels will pro- 
duce finishes that are superior 


and have a lower RMS without sacrificing production. 





® AVOID OBSOLESCENCE ® 
Stock and sell the latest in wheels—Chicagos made with FV Bond. 
It will mean a steady flow of profitable business from your customers. 


RAPID SERVICE. 
While we realize you must have a good-size stock of Grinding and 
Mounted Wheels on hand at all times, we are in a position—through the 
increased facilities of our modern new plant—to give you the finest 
delivery service on your orders. 


Write for Free Literature and Attractive Franchise open on all 
nationally advertised Chicago Wheel products. 


CHICAGO WHEEL & MFG. CO. 
1101 W. MONROE ST., DEPT. MB, CHICAGO 7, ILL, 


RT EE OE Se NRE ER renner Sry — sonmnre ene ee — eer tenn me 
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Feed Stop 





only adjusts itself for wear, but also 
keeps the sealing surfaces of the plug 
and body in contact at all times to 
provide an extra tight seal against 
leakage and lower lubricant losses. 
Line fluid pressure also acts on the 
plug to promote the sealing effect. 

Other features include port areas 
equal to the area of standard pipe and 
a complete lubricant seal around the 
ports. 

Homestead Valve Mfg. Co., Cora- 
opolis, Pa.—Industrial Distribution, 
October 1949. 

















No Drill Jig Required, 
No Slotting or Milling 


Installed in as little as 15 minutes, 
an adjustable automatic stock feed 


| stop for dies is available for cither 


spring or solid stripper. It will work 
with blanking, progressive or com- 
pound dies. All parts are hardened to 


| resist wear, and it will stand up under 
| the constant pounding of punch press 


operations. 
No slotting, milling or drill jig 
is necessary. You merely drill a »%- 
in. hole, then drill and tap four 
mounting holes. 
Dahlstrom Mfg. Co., 


St. Paul, 


| Minn.—Industrial Distribution, Octo- 
| ber 1949. 





Rubber Glove 


Roughened Fingers & Palms 
Permit “Sandpaper” Grip 


A new industrial and canners’ 
rubber glove retains full finger sensi- 
tivity even though it is made with 
roughened fingers and palms to permit 
a “sandpaper” grip on slippery ob- 
jects. The glove is ll-in. long and 
made in sizes 74 to 11. 

The glove is valuable wherever ob- 
jects immersed in certain liquids must 
be handled quickly and efficiently. 
Its use reduces damage and breakage 
and speeds output. 

B. F. Goodrich Co., Akron, Ohio 
—Industrial Distribution, October 
1949. 
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and the little ones 


BETHLEHEW 


STEEL 























Wh nether your customers ask for extra-large 
fastenings, or the grab-a-handful variety, you 
can count on meeting their requirements when 
you stock Bethlehem fastenings. Why? Because 
the Bethlehem line of fastenings is a complete 
line in every respect. It includes hundreds of 
individual styles and sizes. 

Your customers will like Bethlehem fasten- 
ings for their top quality, their rugged dependa- 
bility. And you'll like them because they mean 
plenty of satisfied customers and repeat orders. 
Stock up on them and see! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 


Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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INDUSTRIAL 


Safety Apparel 


SAFETY 
APPAREL 





TRADE-MARK 


FOR YOU. ys 





WILL MAKE MANY CUSTOMERS 2 








Bundler's Hand Guard. Protection 
for tying and bundling operations. 


@ Welders’ Coats and Pants, also Leg- 
gings, Spats, Shinguards, Aprons, 
Gloves, Mitts, and Asbestos Clothing. 





The Industrial line includes pr otective ap- 
parel for practically every need. It’s a “LIVE” 

all-seasons line because workers must have 
protection from various hazards and there is, 
therefore, a continuous demand for Industrial 
Safety Apparel. 


You have management on your side—you 
have highest quality in your favor—you have 
a huge market all about you—that is a set-up 
which will produce very good profit. 


Each Industrial article was designed only 
after careful study was made of its protective 
requirements. Our more than 39 years ex- 
perience is worth a lot to you now. 





@ Leather Reinforced 


Asbestos Gloves. (Also 
made in plain asbestos.) 
@ Woven-Gards, new hand protectors for 
handling hot, rough, slippery articles. 
Hand spats. Open-end mitts. Closed-end 
mitts. Arm guards. Flat hand guards. 


Combination mitt and arm guard. Finger 
tubes. Gloves. 


INDUSTRIAL FINGER GUARDS 


@ FINGER GUARDS are lead off items that 
get quick attention from management 
and open the way for introducing the 
complete Industrial’s line. We call your 
attention to our Industrial’s Sager 


the seams out of the way. 


r 
| 
| 
| 
| 
| 
| that come in 3 sizes and in 3 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


gards 
thers. 
The leather extends at least two thirds 
of the way around the finger, keeping 








dustreal 


GLOVES COMPANY 


1652 Garfield Street, Danville, illinois 


(In Canada: Safety Supply Co., Toronto) 








Know the Answers 


to quiz on page 106 
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13. 
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16. 


17. 


18. 


19. 


. That’s false. 


. (a) Low carbon steel for general 


utility; (b) alloy steel chain for 
slinging rock and similar severe 
service; (c) wrought iron chain 
for hazardous lifts and (d) high 
carbon steel for binding loads. 


. Safe working load defines maxi- 


mum load in pounds which should 
be applied to the chain in direct 
tension at any time or under any 
condition. 


. True, of course. 
. Heat-treated 


nickel _ steel 


bines all these virtues. 


com- 


Stainless is only a 
little less strong than high carbon 
steel chain. (See question and 
answer No. 4). 


. Bronze chain has 20 percent less 


strength than monel. 


. That’s true. Above that iron be- 


gins to outdistance monel. 


. True, too. 


. Stainless steel would be his best 


bet, here. 
Either monel metal or bronze. 


General purpose or utility chain 
would be your best suggestion for 
use “down on the farm.” 


No, that’s false. Feed chains are 
used in coal-cutting. 


That’s true. 
Stud link chain is preferred on 
shipboard. 
Devil chains are used most 


widely by the fishing industry. 


All three indicate slings are “not 
up to snuf.” Better repair or re- 
place them, or portions thereof, 
especially the stretched links. 


As the size of chain increases, per- 
missible wear allowance decreases. 


Low-and-medium-carbon steels are 
case hardened to produce a hard- 
wearing surface. 


The recommended lubricant for 
alloy steel chaing is grease or heavy 
oil mixed with graphite.- 








“You can’t build a reputation on 
things you are going to do.” 
—James J. Hill 
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Firth Sterling has been a leader for 75 years 
in the development and manufacture of high speed 
tool and die steels and a pioneer of sintered carbide 
for over 20 years. Now available through Industrial 
Distributors are its products—recognized the world 
over for highest efficiency in shop tooling. 


CARBIDE TIPPED CUTTING acu spEED vite torment 


decuioen industry—in- 


cludes the world famous 
TOOLS, TIPS AND BLANKS TOOL BITS — Sccsis Secognized every 


where as highest in quality 


and performance. 
Outstanding, high-efficiency tools, tips and blanks in “ 


a full line of desirable grades—of latest design and DRILL RODS 4 Lons-established line in- 


; cluding well-known Blue 
development for modern shop practice. Chip, Invaro Oil-hardening, 


and Sterling Stainless Steels. 


WRI Ti t OR PHONE Ti ODA y the nearest Firth Sterling office for particulars: —————— 





NEW YORK (7), N.Y. PITTSBURGH (22), PA. DAYTON (1), O 

50 Church St. 1801 First National Bank Bldg. 415 West Fifth Ave. 
Cortland 7-4285 ATlantic 1-7912 Adams 4251 
HARTFORD (6), CONN., CLEVELAND (14), O. DETROIT (4) MICH. 
410 New Park Ave. 1424 East 25th St., N.E. 8330 West Chicago Blvd. 
Hartford 3-5266 Tower 1-5180-1-2 Webster 3-1023 
CHICAGO (6), ILL. LOS ANGELES (21), CALIF. 
710-714 West Lake St. 1327 Santa Fe Ave. 
Central 6193 Vandyke 3373 

















Jrrth Sterling STEEL & CARBIDE CORPORATION 


McKEESPORT, PA. 
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AY STATE 


TAPS & DIES 


ON THE NEARBY SHELVES 
OF YOUR INDUSTRIAL 
SUPPLY DISTRIBUTOR 


= 
. 
oe 






BAY STATE TAP & DIE CO. 
MANSFIELD, MASS. 
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“‘Can You Help 
Beat the Drought?’’ 


(Continued from page 71) 











ing of water, however. There still re- 


| mained the matter of installing a pump 


and obtaining pipe to carry the water 
through the fields. Pipe was just not 
available for immediate delivery. A 
telephone call to a store in a nearby 
city got results. The store had a large 
supply of fire hose, hose that had been 
rejected for use as fire hose. It was 
just a matter of a few hours before 
everything was set and “rain” was 
being sprinkled over the potato plants. 

During their conversations with 


‘farmers, Mr. Equi and Mr. Aldrich 


soon found that they were not alone in 


| discussing irrigation problems. They 
learned that the University of Massa- 
| chusetts also was vitally interested in 
| the subject. This led to their meeting 
_ and working with Dr. Dale H. Sieling, 
head of the Agronomy Department of 


the University, and Dr. Karold J. 
Kucinski, assistant in the Agronomy 


| Department. Dr. Kucinski also is in 


the Division of Research, Soil Conser- 


| vation Service, U. S. Department of 


Agriculture. 
The hopes of Mr. Equi and Mr. 


| | Aldrich that they could gather irriga- 


tion information from other parts of 
the country where the work had been 
developed to a greater extent received 
a setback when they talked with Drs. 
Sieling and Kucinski. Even though irri- 
gating land is commonplace in some 
sections, the two novices learned that 
irrigation is pretty much a localized 
problem. 


Many Factors Involved 


There are many factors involved. 
Local conditions such as soil texture, 
depth of soil, amount of natural rain- 
fall, temperature, elevation of ground 
water table and type of crops all have 
to be taken into consideration. 

Mr. Aldrich and Mr. Equi also 
learned that the Agronomy Depart- 
ment (Webster defines agronomy as 
the science and art of crop production 
and soil production) conducts experi- 
mental work on its own and, in ad- 
dition, works directly with farmers. 
Dr. Kucinski explained that for the 
experimental work, they found per- 
forated pipe better than a ler 
nozles. ‘The reason for this, he said, 
is that the pipe gives a more uniform 
pattern in that there is less overlapping 
and less diverting from the pattern by 
winds. 

Conservations with Drs, Sieling and 
Kucinski also supported Mr. Equi’s be- 
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A STATEMENT OF 
<3KCF” INDUSTRIAL DISTRIBUTOR POLICY 


Throughout its long history, SOS has always 
considered the Bearing Specialist and the Industrial Distributor a vital 
part of the SiS selling organization. No sale is considered complete 
until the S£SF product is in the hands of the user. To further this 
Si0SF belief and to help the distributor sell more MSF products 
faster, the 30S Distributor Policy is directed towards 


eeeee 


Handling the sales of SiG) products for plant maintenance and service through 
the qualified Distributor, 








Selecting authorized Distributors so that each will have a fair and substantial 
market in keeping with the potential in that area, 








Serving industry in the most efficient manner, which can only be done through 
the many facilities and services offered by the Bearing Specialist and the Indus- 
trial Distributor. 











SKF in support of this policy - - - 
Maintains strategically located factory branches, set up to serve the distributor 
with HOS products quickly, 


Manufactures a large variety of bearings, pillow blocks and related products— 
enabling the Distributor to render complete service for virtually every type 
of machine, 


Extends full sales and engineering cooperation to help its Distributors sell . . . 
from SH0SI headquarters and nineteen regional offices, 


Supports its Distributors with extensive national and industrial point-of-purchase 
advertising, together with a well-rounded, sales-building merchandising program; 


including catalogs, literature, signs, window displays and many other sales helps. 
6688 


“SQICF Products are Quality Manufactured and Backed by a Sound 
and Consistent Sales Policy . . . Ask any S34 F Distributor.” 


sKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 


Atlanta Boston Buffalo Charlotte Chicago Cincinnati Cleveland 
Dallas Denver Detroit Hartford Los Angeles Milwaukee 
Minneapolis New York Pittsburgh Portland San Francisco 
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| lief that there is a growing market for 
| pumps in irrigation systems. He 
_ learned that irrigation, especially in 
| the northeast, is in its infancy; that 
| there are many questions for which 
agronomists are still seeking the an- 
| swers; that irrigation may become an 
_ important way of fertilizing plants by 
the use of soluble fertilizers; that irn- 
gation offers possibilities for other 
than the cash crop farmers, in that 
dairy farmers can reap benefits by irri- 
gating pastures; that . . . well, the list 
could go on far into the night. 
Mr. Equi said that the results of his 
research already have been presented 
_ to the top management of his com- 
pany and a new pump is now under 
consideration. While the pumps fur- 
nished to farmers as a stop-gap measure 





Industrial Distributors 
LIKE Blackmer Pumps’) 


PATTERN for PROFIT) 














































oe Penne enn ene” : were low pressure pumps (self-priming 
oncoaiii ‘| centrifugal pumps), Mr. Equi’s re- 
aie ws i, . 4 search has convinced him that what is 
: are eer | needed is just the reverse—a portable 
Since 1904 distributors have found Blackmer | a aa ON ‘| : just porta 
‘fo; 4S" centrifugal high pressure pump. 
pumps a dependable source of sales volume Hand of) us ett While Mr. Equi believes that the 
regardless of “business conditions” because Refueling ti #443! | use of an electric motor would lower 
i Syst we oe te : 
in almost every plant good rotary pumps are wae aa” fe operating and maintenance costs, the 
OF od nal, limited availability of power would 


a “must” in many operations. 


Buyers LIKE Blackmer Pumps’ | 
PATTERN for ECONOMY 


‘ make the market too small. Conse- 
. quently, his recommendation to his 
}] company is for a mounted gasoline 
driven pump. Mr. Equi also believes 

_ that the pump could logically be sold 

Y through industrial distributors as well 


as farm equipment dealers. 


oar es 


‘ 
7 7 
A 


elt Drive 
= “| | The installations studied by Mr. 
Pumps :} | Equi and Mr. Aldrich had a pump 
£ 


capacity ranging from 100 to 1,000 
gallons per minute. The most popular 
range, however, was more limited, 
going from 200 to 500 gallons per 


minute. 











- Steam 











—— —- Jacketed 
In these times when break-even points must *% Pumps | Novelty Mailings 
be hammered down, plant managers specify S.., or 
Blackmer because it takes less power to pro- inate = i | : 
duce a required pump delivery. Most buyers | Coadtieee tine of Make Friends 
know this, so a reminder of Blackmer’s econ- otary Power Pumps (Continued from page 73) 
omy features will sell Blackmer pumps. For Industrial Use 





analysis. ‘The personality analysis is 
made by a leading handwriting char- 
acter analyst, and presented in an in- 
teresting manner. The sample signa- 
ture pasted in a booklet entitled ““The 











— Swinging Sliding Write Angles of Your Personality.” 
INDUSTRIAL PUMPS Vanes Vanes ae van greetings” letter reads 
ike this: 


Distributors who recommend the Blackmer Line enjoy unusually fine rotary pump 


sales. Through the years Blackmer has supplied the kind of rotary pump line “Dear Mr.—: 
that provides a backbone for distributors’ pump business. Blackmer pumps “One of the things I enjoy most, 
handle liquids from naphtha to asphalt for many industrial operations. Get the along about this time each year, is 
complete distributor story and catalog. the opportunity of sending you : 
Write now for distributor discowet schedule and details birthday greetings! 
of the complete Blackmer Line for Industrial Distributors. as | hope the past year has been a 
. - . ‘ . hg 


happy one for you and that you 
have a good many more happy ones 
BLACKMER PUMP COMPANY — GRAND RAPIDS, MICHIGAN ahead. 

“Speaking of the future, some 
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: WE do the advertising... _ WRITE TODAY 
> THE TOOLS do the work... = FOR DETAILS 
y i = 
> YOU reap the profits ___ About Available Territory 
: 
st = 
2 EVERY MONTH thou- 
Z sands and thousands of 
“A users are made con- 
re scious of the superlative 
1S 
dle value of Laeiiil 
= 
he 
he UNITED STATES ; TRICAL TO 
© ELECTRICAL TOOLS ELEC RIC ol -, 
1S Tae Ss 
- for performance and EVERY eee oe 
ia neon UNITED STATES ELECTRICAL TOOL 
ell is designed and built for performance under conditions which would overtax 
{ “ordinary” tools. You get maximum results for minimum costs .. . and 
ios SS America’s most complete line enables you to choose just what you need in 
00 your shop for production or maintenance. 
= You can build 
per 
on the 

= U. S. SIX-POINT 

DISTRIBUTION PLAN 

1. Full line PRECISION LATHE GRINDER 
= } 2. Super-quality ne akan naa ee A 
Bo 3. Economical prices ELECTRICAL ae eceane Gaia ict eerie hr 
in- 4. Protection i horizontal positions. 
am 5. Good profits TOOL CO. YOUR JOBBER CAN SUPPLY YOU 

. ; CINCINNATI°14, OHIO FROM STOCK 
nlis 6. Sales aids 
Note the full page advertisement appearing in numerous industrial publications: 

st, ' 
is 
|) | ea eT 
" 4 Se 
ou 
es CINCINNATI, OHIO , U.S.A. 
ne 




















































INDUSTRIAL DISTRIBUTION © OCTOBER, 1949 

















the Greatest Name 
in Solder! 


HERE is a reason for Kester’s trade the finest flux-core solders 
tremendous success in the in- made for industrial use. 


dustrial field. A staff of highly- 


When your customers ask for 


trained technical engineers and solder, they expect Kester... the 
a half-century of Kester “know standard industrial solder for the 


how” are teamed to bring your past half-century. 


A FREE TECHNICAL SERVICE FOR YOUR CUSTOMERS 


Increased sales are assured by having 
your customers consult Kester’s Tech- 
nical Department on any soldering 
problem. There is no obligation to you. 


KESTER SOLDER COMPANY 
4201 Wrightwood Avenue, Chicago 39, Illinois 


FACTORIES ALSO AT NEWARK, NEW JERSEY * BRANTFORD, CANADA 


KESTER 
SOLDER 
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men have failed to see “the hand- 
writing on the wall.” Well, I’m not 
going to send you a wall on your 
birthday, but I am enclosing some 
handwriting of interest to you—and 
an analysis “on paper” that will tell 
you some secrets about yourself. 

“TI had this done by a fellow with 
a national reputation for his ability 
to analyze handwriting. I’ve asked 
him to “give it to you straight from 
the shoulder.” No soft soap or taffy. 
None of the make-it-sound-like- 
good-for-a-customer-of-mine stuff. 

“So here you go—no holds barred 
—and may you have the happiest 
birthday ever. 

Cordially,” 


Crowder Co. salesmen report this 
novelty mailing has done much to 
stimulate a friendly association with 
their customers. It shows the custom- 
ers that the Crowder Co. considers 
him a pretty important part of their 
business when they take the trouble 
to single him out of a large group of 
customers to congratulate him on his 
birthday—an important day of the 
year in everyone’s life. 





Extinguishers 


(Continued from page 75) 





itself.) These concerns use large 
asphalt tanks to dip their paper, tanks 
60 to 80 feet long in some plants, a 
real hazard. 

Several industries; dye makers and 
textile dyers among them, use large 
dip tanks extensively, with drains as an 
accessory—both of which handle a 
considerable quantity of flammables. 

So that whenever a salesman for 
Sager-Spuck calls at a plant, whether 
it’s a new customer or an old one, he 
knows and capitalizes on the fact that 
there is a direct relation between in- 
dustrial equipment, tools and supplies 
and fire fighting equipment. 

Many fires do in fact begin in in- 
dustrial equipment. A recent survey of 
the incidence of fire in industrial 
plants, undertaken by the Associated 
Factory Mutual Fire Insurance Com- 
panies, shows that only 7 percent of 
the fires investigated in 1948 (19,485 
of them) could not be traced back to 
their causes. The other 93 percent 
were divided in this way. 


Electrical Equipment 19% 


Friction 14% 
Foreign Substance 12% 
Open Flames 9% 
Smoking (Matches, too) 8% 
Spontaneous Ignition 8% 























STANDARD TOOLS AND BLANKS 


Need cutting tools in a hurry? Just name the standard styles ATTENTION DISTRIBUTORS: 
and carbide grades desired ... get prompt shipment from a 
big stock near you. 





This ad in the leading trade 
papers creates business for 
you—if you stock CARMET. 
Stocks at 15 warehouses from 
of all single-point operations. CARMET standard tools coast to coast, plus stocks 
come ready to use. . . easy to modify for special purposes, at Detroit plant, 
b ‘nding. vi : . . ae back you up. What 

y grinding. Style C, illustrated, is designed particularly for —. i wan sont have in 
stock, we rush 
Other standard CARMET styles also are immediately avail- \% me to you. 


able from local stocks. 


Our line of carbide “standards” is complete. It covers 90% 





conversion into various shapes for numerous applications. 3 


WRITE FOR CATALOG C-2 


Order CARMET tools and blanks for better, faster, cheaper \a at .. also for price list 
... great helps when 


cutting. There is a grade to take care of every need. aoe you need tools fast. 


SM? Allegheny Ludlum Steel Corporation 


CARBIDE ALLOYS DIVISION, Detroit 20, Michigan 
wan 2706 Distributors: Write us about handling CARMET Standard Tools in your area. 
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Hot Surfaces 7% 


Combustion sparks 6% 

Cf METEOR | Overheated Materials 3% 
Fast, low headroom electric wire Static Electricity 2% 
rope hoist. Specially designed Miscellaneous : 5% 


for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: ¥%2 to 5 tons. 


Now normally, (as Factory Mutual 
points out) electrical equipment in 
a plant is well-designed and is in- 
stalled with great care. Yet more fac- 
| tory fires start from electrical causes 
_ than from any other. Why? It’s be- 

cause fire hazards do not develop until 

the equipment has been in operation 
| for some time. Troubles crop up be- 
cause the equipment isn’t maintained 
properly—and part of that mainte- 
nance equipment should be the right 
fire extinguisher in the right place. 
The “right” type here would include 
vaporizing liquid, carbon dioxide 
and/or dry compound. 

Or again, consider friction as a 
cause of fire. Such fires can be due to 
a bad installation on a power trans- 
mission setup; to misaligned or broken 
parts, to hot bearings, to poor ad- 
justment of the drive itself or to con- 
veyor equipment moved by the drive, 
to choking or damming of material 
en route through the plant. Power 
transmission installations provide a 
wealth of sales opportunities; and fire 
equipment sales should be one among 
them. 






Industrial buyers and production executives listen when you talk . 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 


Welding Equipment Hazards 


Fire hazards are just about insep- 
arable from welding jobs; an extin- 
guisher sale automatically should fol- 
low the sale of welding equipment, 
parts or supplies—but too many weld- 
ing shops still rely on the old pail of 
sand. Why? Because distributors sales- 
men haven’t yet become accustomed 
to this coupling of product groups. 
Fire extinguishers, in the minds of 
too many salesmen, are an_ after- 














Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


C4 COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cf PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


you are not selling a satisfactory volume of chain and electric + a 
hoists, get posted on CM and open up some new business. e 


CHISHOLM-MOORE 


HOIST CORPORATION ~ 


“Titel vel 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


New York, Chicago and Cleveland ¢ Distributors Everywhere 


SALES OFFICES 
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with Columbus McKinnon Chain Corporation 








thought in their sales routine, some- 
thing “thrown in.” 

At Sager-Spuck that coupling of 
product groups—of, say, welding 
equipment and fire equipment sales— 
is virtually automatic. Not only that, 
a system of repeat and tie-in sales and 
service has been built up to take every 
advantage of opportunities developed 
out of the use of the method. 


Building Going Up! 


Let’s say a building is under con- 
struction in or near Albany. Now 
most salesmen would go in when the 
building was completed and try to 
negotiate for the plant’s fire-fighting 
setup. Sager-Spuck men, however, get 
there “before the doors open”. In 
fact, salesmen for the firm are on the 
scene long before the foundation is 
poured. 

Every truck that backs up to dump 
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FINISHING 
APPLICATIONS 





BIGGER 


SALES 
AND PROFITS 


with 


ABRASIVE+RUBBER Brightboy 


Sales-conscious distributors are discovering that 
Brightboy ofters an opportunity to reduce selling costs, 
build ext.a profits. 


Brightboy is proving a self-selling “natural” in building 
bigger combination sales in connection with such other 
logically related items as grinding wheels, abrasive 
cloths, cutting tools, files, etc. You need Brightboy to 
round out your complete abrasives service to customers. 
This highly versatile abrasive takes over following the 
rough grind; in a single burring-finishing-cleaning- 
polishing operation Brightboy can cover all the produc- 
tion steps following the rough grind to the buff. A 
small, fast-turnover Brightboy inventory enables you to 
supply all Brightboy styles and sizes in wide, everyday 
use. Made in wheels, sticks, rods and blocks for ma- 
chine and manual operations. 


Brightboy is advertised consistently in leading metal working 
publications, and backed by a territorial sales-promotion plan 
which distributors are finding highly inviting and profitable. 
Brightboy franchises are available for a number of choice in- 
dustrial localities. Write, now, for distributor-franchise infor- 
mation. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. 


America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 








WELDON ROBERTS 





Brightboy 


©.U$ PAT oF 


















Brightboy SALES-IIPS 


HELPFUL PRODUCTION INFORMATION 
TO PASS ALONG TO YOUR CUSTOMERS 


Brightboy, tested against other methods and materials, will show sub- 
stantial time and labor savings. 


Because of the unique surfacing action of its abrasive -+ rubber 
content, Brightboy possesses extensive adaptability and versatility 
which eliminate many conventional, time taking production steps. 


1. IN ONE OPERATION, Brightboy abrasive and rubber, working 
simultaneously, burr, finish, clean, polish; bridge the gap between 
the grind and the buff. 


2. Brightboy works to close tolerances. Can be shaped to contours. 


3. Brightboy produces a wide variety of conventional and special 
surface finishes and patterns; damaskeening, for gxample, and 
frequently the final polish. 


4. Brightboy requires no before-use preparation or dressing, no skilled 
labor to handle it. 


A small stock of inexpensive, economical Brightboy will enable your 
customers to perform an extensive variety of surfacing and finishing. 


WHAT BRIGHTBOY IS 


Brightboy is a combination of abrasive and rubber in perfect 
balance, which achieves a unique burring-finishing-cleaning- 
polishing result. 
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EADABLE 
ELIABLE 
UGGED 


WESTON 


All-Metal Thermometers 





Rugged, all-metal construction . .. stainless steel 
stems ... bold, readable dials ... accuracy within 1% 
over the entire scale—all add up to the answer to in- 
dustry’s toughest temperature measurement require- 
ments. Choose a dependable WESTON thermometer 
from a variety of types, stem lengths and scale ranges. 
Call your jobber, your WESTON representative, or 
write for Thermometer Bulletin... WESTON Elec- 
trical Instrument Corporation, 620 Frelinghuysen 
Avenue, Newark 5, New Jersey. 


CONTACT MAKING models for alarm or control purposes. 
MAX-MIN models to indicate highest or lowest temperature reached. 
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its cargo, the salesman will tell his 
prospect, is a potential fire hazard. 
That truck should carry an extin- 
guisher and the Sager-Spuck man is 
on hand to sell them. 

Using lumber in the building? the 
salesman will inquire. Then, you'll 
want extinguishers at several conven- 
ient spots in case some workman 
drops a match, or flicks his burning 
cigarette into that pile of wood shav- 
ings. 

The roofers will be in soon, han- 
dling tar-base products. Do you have 
a couple of extinguishers handy for 
them. Better buy one; that stuff is 
highly combustible. And so on, run- 
ning down the list of hazards found 
around the building site, and making 
the most of his sales points along the 
way. 

So the building is up; now it’s time 
to think of overall fire protection. 
The Sager-Spuck salesman, with his 
foot already in the door, will hunt up 
the contractor, or the owner of the 
building, whoever is responsible for 
the installation. Maybe it’s the archi- 
tect; perhaps he’s the one who speci- 
fied the extinguishers to be used, the 
cabinets and equipment, the hose 
lines, the playpipes, etc. Then get to 
him; sell him. And if you can’t get 
any of these gentlemen to make the 
commitment, get the firms that will 
“live” in the plant, or the business 
houses that will rent office space in 
the building. 


Work With the Field Men 


When a large order is in the works, 
or when a plant incorporates produc- 
tion processes that present unusual 
hazards, Sager-Spuck salesmen call in 
the manufacturer’s man to assist on 
specifications. Together with “the 
man in charge” they will go around 
the plant, making recommendations 
on the classes of hazards and the pos- 
sibilities in various kinds of fire-fight- 
ing equipment. Manufacturer’s men 
are an “added service” available to 
the distributor firm’s customers. 


Sales Follow Service 


Sager-Spuck salesmen have been 
made thoroughly familiar with the 
value of the services the Albany firm 
offers to extinguisher buyers and to 
owners of equipment. They have even 
capitalized on service, on occasion, 
to make more opportunities for sales. 

Whenever a salesman calls on a 
customer and he finds himself near an 
extinguisher, immediately he walks 
over and examines its tag. 

“Look at the recharge tag” has be- 
come an axiom at Sager-Spuck, and 
the practice has built up for the firm 


| a profitable re-charge service. A mill 

















































































































































































































































































RIGHT CAP SCREWS 
































AND SEMIE-FINISHED NUTS 

































































There's no question about lasting 
= iaeailiteaes when you specify REPUBLIC Bright Cap 
Screws and Semi-Finished Nuts. Like all products in 

Republic’s full line of more than 20,000 different 
headed and threaded items, they are consistently 
uniform...always accurate. Republic Steel 

Corporation... Bolt and Nut Division, Cleveland, 
Ohio and Gadsden, Ala.... Export Department: 
Chrysler Building, New York 17, N.Y. 
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STEEL-FORGED 


Xclusive § 


flame-hardened for 
LONGER LIFE and MORE SALES 








The Rapid-Flame hardening process is an exclusive 
feature . . . makes ball raceway surfaces diamond- 
hard .. . means extra years of service under heavy 
loads and tough operating conditions. Other “‘sales- 
potent” features: double ball raceways for extra 
shock resistance . . . steel-forged construction, with 
top plate and king pin in one, solid, ““wobble-proof” 
unit. Available in a wide range of sizes, with steel, 


rubber or plastic wheels. . . 


FEATURE RAPISTAN* CASTERS! They're nationally advertised 
. nationally recognized as top quality! Literature available. 


Your inquiries invited. 
*T.M, 


‘Kapidlam CASTERS 


FLAME-HARDENED 


Representatives in principal cities 


Sooo SOSSOSS 


The RAPIDS-STANDARD COMPANY, Inc.. 
107 Rapistan Building, Grand Rapids 2, Michigan 
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inspector’s “red tag” is a green light 
to a salesman, and to keep on top of 
that market, all Sager-Spuck men 
bone up on federal regulations, state 
laws, city ordinances and any insurance 
requirements that may affect their 
sales of fire-fighting equipment. 

The common belief that all types of 
extinguishers should be recharged 
periodically is false. Discharging and 
recharging isn’t necessary for vapor- 
izing liquid, pump tank, cartridge- 
operated, carbon dioxide or dry com- 
pound. But periodic examination is 
recommended. In the case of soda- 
acid and foam extinguishers which 
must be discharged and recharged an- 
nually, the recharge time may be used 
for actual practice with the extin- 
guisher. 

Every salesman, naturally, is on the 
lookout for recharging business. Fre- 
quently they get it “just a little late”. 
A structural steel outfit in the Albany 


| area recently was at work on a spray 





paint job when a small fire broke out. 
A couple of workmen leaped to the 
cabinets, pulled out the extinguishers 
and directed them at the fire. Nothing 
happened. It wasn’t hard to sell that 
firm on keeping its extinguishers in 
good operating condition—and the 
firm added a carbon dioxide type to 
use against paint combustion. 


| The Major Markets 


Navy boats are big buyers—and big 
users—of fire fighting equipment sold 
to them by Sager-Spuck salesmen. 
Trucks and buses, those which oper- 
ate locally as well as those between 
states also are good prospects and cus- 


| tomers. Any public service vehicle, in 


fact, is a profitable market, including 
school buses. 

Automobile shops and _ garages, 
school buildings, theatres, hotels, hos- 
pitals, all are good prospects. Several 
hospitals require that- every student 
who goes through nurse’s training 
must learn how to operate fire-fight- 
ing equipment, and where to use it. 
The students “learn by doing”, dis- 
charging the extinguisher contents 
against burning fires. 


Training The Workers 


A recent idea several plants have 
adopted —one which Sager-Spuck 
salesmen encourage at every oppor- 
tunity—is the establishment of a for- 
mal fire drill for personnel, held every 
year during Fire Prevention Week. 
(Oct. 9-15, this year.) All employees 
attend, and learn how to discharge 
extinguishers and how to operate 
other types of fire-fighting apparatus. 
What an opportunity for the distrib- 
utor salesman! He could work up that 
practice session to the point where 
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Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 
... large holes which heretofore had to be 
laboriously machined ‘‘a-chip-at-a-time.”’ 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill pre’ses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 

MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %” to 4%”. They are carried in stock by leading indus- . 
trial distributors. 


"MARVEL" Lae Always had the edge! 


>. a } con “wt Mela Cuitiieg 











secjour 
CATALOG 
in 


SWEET'S FILE 
EQUIECAL ROUS TRIES 









ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Avenue : Chicago 39, U. S. A. 
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Can POLICY be Built 


into a Conveyor Belt ? 


Even though it doesn’t show, we believe it can be 
done, and for a good many years we've tried to do it. 


One broad, but fundamental policy of Buffalo Weav- 
ing and Belting Company has always been to main- 
tain the position of the distributor by selling 
through him — not around him... by remaining a 
belt source and not a competitor. 


Distributors of Buffalo Weaving & Belting Com- 
pany’s several types of con- 
veyor belts have never had 
their belt source as a competi- 
tor in the trade ... and that’s 
a matter of record. 


With orders‘a little harder to 
find and with manufacturers 
tempted daily by purchasing 
agents willing to by-pass a dis- 
tributor — we just thought 
we'd bring to your attention 
the fact that our policy will continue to be that of 
selling through distributors! 





Write for details on Buffalo's complete line of con- 
veyor belts. Information will be sent along the same 
day we receive your letter. 


BUFFALO WEAVING 
& BELTING COMPANY 


209 Chandler Street 
Buffalo 7, N. Y. 




















INDUSTRIAL DISTRIBUTION © OCTOBER, 1949 





the firm would let him stand by dur- 
ing the demonstration. Or he might 
even convince the plant “powers” that 
the whole fire-fighting session should 
be put under his competent direction. 
What a spot to work his points for 
the sale of exitinguishers of various 
types; hose, wall racks, cabinets, 
valves, nozzles, etc. 


Extinguisher Repairs 


Neither the recharge service, nor 
the repair department at Sager-Spuck, 
involves any elaborate setup nor costly 
expense. The recharging of carbon 
dioxide equipment, which is done un- 
der the direction of Paul Spuck, in- 
volves the use of converters (the firm 
has two), dry ice, high pressure hoses 
to connect with the extinguishers, a 
scale to measure the weight of the ex- 
tinguisher before charging and after, 
and the standard hand tools. 

The repair service department in- 
cludes all parts required in standard 
types and sizes of extinguishers (and 
made by several manufacturers), 
valves, hose, nozzles and the like. 
Harold Van Slyke is in charge of spare 
and repair parts, and he and Mr. 
Spuck working together do the com- 
plete job. They are equipped to han- 
dle sales and service on extinguishers 
up to 50 Ibs. in the carbon-dioxide 
types; up to 40 gals in the other types. 
Most of their service work, however, 
is done on the 1 qt. to 5 gal. capacity 
extinguishers. That they have “enough 
work to keep them busy” is evident in 
the fact that Sager-Spuck recharges 
(and where necessary, repairs) about 
2,000 extinguishers of various types 
and sizes every year. 











“Now, then, I’ve looked at all the snap- 
shots of your family, so —” 
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OBITUARIES 


Ivan F. Brady, 
Brady Supply President 


Ivan F. Brady, president of «the 
Brady Supply Corp., Elmira, N.Y. 
industrial supply firm, died on August 
2 in Elmira. He was 62. 

Mr. Brady formed the company in 
1943 as an industrial supply branch 
of Brady Electric Inc. 

He was a member of the Elmira 
Chapter of the National Association 
of Purchasing Agents, the Wholesale 
Division of the Elmira Association of 
Commerce, and the National Electric 
Wholesalers’ Association. 


Casey G. Vanderwier, 
Lake Shore Machinery 


Cornelius “Casey” G. Vanderwier, 
salesman for the Lakeshore Machinery 


Darnell Casters 
& E-Z ROLL WHEELS 


& Supply Co., Muskegon, Mich., died | 


of a heart attack recently at the age of 
51. Mr. Vanderweier had been a 
patient in the Hackley Hospital for 
two and a half weeks. 


Mr. Vanderwier was born in Mus- | 
kegon, Jan. 4, 1898. He was a well- | 
known baseball player in the old Cen- | 


tral League and had been offered a 
contract with the Detroit Tigers in 
1919. He turned down the contract 
because it would have required him to 
play on Sundays. 

Mr. Vanderwier married Miss Marie 


Norwick on Aug. 12, 1920. He was | 


widely known in church circles. He 
served as a Sunday school teacher and 
for many years as a Sunday School 
superintendent and elder of the church 
consistory. He was a member of the 


C. G. Vanderwier 


IAA '£-¥- bab ale MB of-Vac-Mer-ba ores abl1-1oME- bale MB al-bde(-bal-Yol 
e Patented Double Ball-Bearing Swivel 

e Maximum floor protection means savings 
e Will increase efficiency of employees 

e Made in any size for any type of use 


DARNELL CORP. LTD 60 WALKER ST. NEW YORK 13. NY 
LONG BEACH 4. CALIFORNIA 36 N. CLINTON CHICAGO 6. ILL 
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The COMPLETE Line of 
Socket Screw Products 


—Made by specialists in socket screw 
manufacture in a plant devoted exclu- &. 
sively to the manufacture of “Blue ue 
Devil” Socket Screw Products. 


Socket Set Screws—recessed, safer set ve 
screws. Can be tightened more firmly ; 
without danger of stripping heads or 
slots: Available in cup, cone, oval, flat { 
or half-dog point. 


Socket Cap Screws—Internal wrenching 





saves space. Easy to use, no battered 
heads or stripped slots. “Blue Devil” 
socket screw products have _precision- 
made class 8 thread fit. 


Socket Pipe Plugs—stronger, safer pipe 
plugs of heat treated alloy steel. Better 
seal, easier wrenching. 


Socket Screw Keys —for all standard 
sizes of hexagon socket screw products. 
Also cadmium plated key kits for indi- 
vidual workers. 

Socket Stripper Bolts—also for cam mo- 
tions, link attachments or wherever a Bes 
strong, long-wearing stud is required. i 4 


Flat Head Socket Cap Screws — new ® 
flush-type screws with hex socket for 
tighter fastening. Fit standard counter- : 
sink. 





Sold through Industrial 


SAFETY SOCKET SCREW COMPANY 


4452 N. KNOX AVENUE ¢ CHICAGO 30, ILLINOIS 
i 11 Park Place New York 7, N. Y. 
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Supply Distributors | | 


Men’s Class and Brotherhood of 
Unity Reformed Church. 
Mr. Vanderwier was employed by 


| the Lake Shore Machinery and Supply 


Company prior to its reorganization 
18 years ago and served as a purchasing 
agent. In recent years, he was active 
in salesmanship. ‘Prior to employ- 


| ment by Lake Shore, Mr. Vanderwier 


had been employed by the People’s 


_ Hardware and Shaw-Crane Company. 


Surviving are his wife; two sons, 
Donald and Carl; his 93-year-old 
father; three brothers and a sister. 


Irving A. Berndt, 
Sprout-Waldron Co. 


Irving A. Berndt, 60, vice-president 
and financial controller of the Sprout- 
Waldron Co., Muncy, died at his 
home on June 30 of a heart attack. 

A native of Chicago, Mr. Berndt 
was a graduate of the public school 


| system there and the Chicago Tech- 


nical College. Largely self-educated, 


| he became widely known as an in- 


dustrial engineer. 
Prior to joining Sprout-Waldron in 


| 1934, he was affiliated with the Ryer- 





son Steel Co. in Chicago and the 
Trundle Engineering firm in Cleve- 
land. 

He was a charter member of the 
Society of Industrial Engineers, an 
associate of the American Society of 
Mechanical Engineers, and an edi- 
torial board member of “One Hun- 
dred Per Cent”, a magazine pub- 
lished for efficiency experts. 

Surviving are his wife, a son and 
two grandchildren. 


| Joseph W. Spradley, 
|M. & H. Valve Co. 


Joseph W. Spradley, secretary and 
sales manager of the M. & H. Valve 
Co., Anniston, Ala., died on August 
21 of a heart attack. 

He was 48 years old. 


Walter R. Bell, 
Ingersoll-Rand Aide 

Walter R. Bell, 48, vice-president 
and general sales manager of the Inger- 


soll-Rand Company, manufacturers of 
machinery, died on Sept. 8 at his home 


| in New York City after a long illness. 





Born in New York City, Mr. Bell 
was graduated in 1923 from the Webb 
Institute of Naval Architecture. Soon 
after, he joined the Ingersoll-Rand 
firm. Before becoming vice-president, 
he served for a time as manager of the 
company’s Boston office. 

Mr. Bell was a member of the Engi- 
neers Club of New York; the Tennis 
and Racquet Club of Boston and the 











hy oe ey we or 









Corinthian and Eastern Yacht Clubs 
of Marblehead, Mass. He was a for- 
mer commodore of the Corinthian 
by Yacht Club. 

















oly Mr. Bell is survived by his widow, 
on Mrs. Anne Thompson Bell; and a 
ng brother, William E. Bell, of Briarcliff 
- Manor, N. Y. 
dy- 
jer 
e’s 
vy. 
s, NEW LINES 
Id 
taken on by 
nt 
t- Harry P. Leu, Inc., Orlando, Fla. has 
” been named distributor in its terri- 
tory for DeWalt radial arm saws, 
dt Bommer spring hinges, Manning, 
ol Maxwell & Moore freon gauges, Kut- 
h- Kwick pulpwood saws, Specialty 
d, handi-hoists and Ladish seamless 
- welding fittings. 
“ Baker-Jennings Hardware Corp. of 
a Lynchburg, Va. has been appointed 
ved a distributor of the merchandise 
- products of the Chain Belt Co., in- 
cluding power transmission chains, 
ad sprockets, roller chains, flexible 
= couplings, chain vises, conveyor 
of idlers, conveyor accessories, trippers 
4 and spray nozzles. 
b- Bond Supply Co., with stores at Battle 
Creek and Kalamazoo, has been 
d named distributors in those terri- 
tories for the Butterfield Division of 
Union Twist Drill Co. 
Bearing & Transmission Co., Findlay, 
Ohio has been appointed distributor 
d of products manufactured by the 
e Chain Belt Co., including steel and 
t cast chains for power transmission 
and conveying; sprockets, roller 
chains and flexible couplings and 
chain vises. 
W. S. Ehrenfeld Co., York, Pa., has 
been appointed an authorized dis- 
it tributor for York and surrounding 
r- territory by Carboloy Co., Inc. 
yf Standard tools, standard blanks, 
e carbide tipped masonry drills and 
; . diamond-impregnated carbide wheel 
1] dressers will be carried in stock. 
b 
n A. V. Wiggins & Co., Syracuse, N. Y. 
d ' has taken on the Browning Mfg. 
} Co.’s line of V-belts and sheaves, 
e and the Wendt-Sonis line of car- 
. bide tipped tools. 
l- 
S Tool Supply & Engineering Co. of 
e 


Dallas, Texas has been named au- 
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C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 





EN = 


Y 
—(©oy"- 


= 


RAWHIDE is tops 


for “‘soft’’ mallets and hammers. 


And you 





wT) 


can’t beat Chicago 
Rawhide. Tightly coiled, speci- 
ally treated C/R surfaces won't 
split, crumble or mushroom. 
They absorb shock, deliver 
powerful blows, protect delicate 
surfaces, and stand up under 


tough use. Always ask for 


Chicago Rawhide. 


CH caco(\auhide MFG.CO. 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; 
gears, pinions and gear blanks; aprons and hond leathers; hydraulic packings. 














The modern air hose coupling ... streamlined, lightweight, quick-acting, strong and 


durable. Meets every requirement for convenience and efficiency on all but the 


heaviest-duty rock drilling operations. A ‘‘natural’’ for riveting, chipping, tamping, 


pavement breaking and similar outdoor and indoor services. Universal male and 


female heads for all hose and threaded pipe sizes ...no “‘matching-up” required. To 


connect, simply press two ends together and apply a quarter-turn. Coupling cannot 


be disconnected until locking sleeve is pulled back and another quarter-turn applied. 


Made of brass or steel, and interchangeable with other standard air hose fittings. 


SIZES: Hose ends with male or female coup- 
ling heads, ¥%", Ye" and %". Iron pipe 
thread ends with male or female coupling 
heads, Yo", ¥%", Ya" and %". 


RENEWABLE SLEEVE, SPRING: The pat- 
ented locking sleeve assembly receives ten- 
sion from a single sturdy spring which is 
easily replaceable on the job, should repairs 
be necessary. 


Sold in Accordance With Our Established Distributor Policy 


OD IN i; 


PRODUCERS OF Jhe Quality Line COUPLINGS 


“KING” 
BIRMINGHAM  * 


“BOSS” “GJ-BOSS” ‘DIXON’ 


PHILADELPHIA, PA. BRANCHES: CHICAGO + 





NIPPLES * MENDERS * CLAMPS 
“AIR KING” “DIX-LOCK”’ 
LOS-ANGELES * HOUSTON 
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| Pacific Coast Tool Co., 


thorized distributor for Dallas and 
northem Texas territory by Car- 
boloy Co., Inc. Standard tools, and 
blanks, carbide tipped masonry 
drills, and diamond-impregnated 
carbide wheel dressers will be car- 
ried in stock. 


Screw Machine Tool & Suppply Co., 
Milwaukee, Wis. was appointed ex- 
clusive representative in Wisconsin 
for lathe chucks made by The 
Whiton Co. 


Oakland, 
Calif. was made exclusive representa- 
tive in northern California for lathe 
chucks, centering machines, special 
purpose milling machines and gear 
cutting machines of The Whiton 
Machine Co. 


Woodell Engineering & Sales Co., 
Dayton, Ohio, was named exclusive 
representative in southern Ohio for 
lathe chucks, centering, special pur- 
pose milling and gear cutting ma- 
chines made by The Whiton Co. 


]. G. Christopher Co., Jacksonville, 
Fla. has added a complete line of 
Lyon Metal Products, Inc. 





The Buyer Looks 
“DIX-LOCK” AIR HOSE COUPLING 


at Business 





| Composite Opinion of Purchasing 
| Agents Who Comprise the N. A. P. 









A. Business Survey Committee 


The August Survey Reports of pur- 
chasing executives indicate that the 
business curve has reached bottom and 
is turning up. Production and new 
orders both have increased, overbal- 
ancing those reporting declines, by 3 
to 1. While these statistics are very 
encouraging, Purchasing Agents point 
out that heavier ordering is for seas- 
onal and short-range commitments; 
consequently, production schedules 
and buying policies are geared to this 
current close view of future business. 
Industrial price trends have firmed 
this month, the “ups” equalizing the 
“downs.” Purchased inventories con- 
tinue to be reduced. Except for stock- 
pile buying in anticipation of coal and 
steel labor difficulties, industrial in- 
ventories would be lower than in July. 
Employment has increased, though 
not in proportion to the production in- 
crease. Buying policy, which has been 
predominantly on a “hand-to-mouth 














U-W 6*/6 FILLER WIRE 1S /DEAL 
FOR ORAG CABLES ON ORAG 
LINE EXCAVATORS BECAUSE 
IT 18 SUFFICIENTLY FLEXIBLE 
ANO ABRASION RESISTANT 


FOR FACTORY CRANES A 
MORE FLEXIBLE ROPE 1S BETTER 


SN «(VE RECOMMEND U-W 6x37 


| 
n 
| 
| 











For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


We invite you to let UPSON-W ALTON engineer your tough rope jobs. 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wain Offices and Factory: Cleveland 13, Ohio 


114 Broad Street 3525 West Grand Ave. 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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VY Modern Design 
J Leadership 
Vv Quality... 


give Jackmanco Distributors 
the Edge in Sales Results ! 


oe Success in business is rarely an accident. In most 
cases, it takes plenty of time and hard work. It 
can be made easier when your name is associated 
with quality of product and service. You'll find 
both, in abundance, when the product is made by 








WHEELBARROWS DRAG SCRAPERS 


CONCRETE CARTS moRTAR TUBS AND 
SALAMANDERS MIXING BOXES 


LAWN ROLLERS 








Superior Products Since 1876 


JACKSON MANUFACTURING CO. 


HARRISBURG e PENNSYLVANIA 
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to 30 day” basis shows a slight swing 
toward the 60-day position. 

The consensus of purchasing execu- 
tives on future manufacturing activi- 
ties is that only hesitant, short-term 
programs may be developed while 
major labor costs remain unsettled. 


Prices 


The tendency of prices in August 
was to stabilize. 64%, the highest 
number since January, report no 
change in their materials cost structure 
during the month. Those reporting 
price increases are offset by those re- 
porting further declines. Purchasing 
Agents comment that the current 
trend may be temporary, as many 
anticipated price adjustments have 
been held up awaiting recommenda- 
tions of the steel Fact-Finding Com- 
mittee and settlement of pending wage 
negotiations in other industries. Fa 
ricated items, where labor is not the 
major cost, are continuing to become 
more competitive. 


Inventories 


Industrial purchased inventories 
show further declines in August. The 
rate of decline would have been 
sharper if some additions to stock pile 
had not been made as a hedge against 
possible interruption of steel and coal 
production. Many who have been out 
of the market during a period of inven- 
tory liquidation are now purchasing to 
cover immediate production needs. 
There is no incentive to stock up, as 
most industrial materials are available 
to meet requirement schedules. 


Buying Policy 

The prevailing ‘‘hand-to-mouth to 
30-day” commitment range dropped 
from 70% to 64% this month, the 
decrease representing an increase in 
the 60-day forward position. The 
change is not sufficient to indicate a 
trend, but does emphasize. that short 
delivery schedules are available for the 
increase of new workers. Local ware- 
house stocks are being drawn on, in 
many instances, in place of mill de- 
liveries. These warehouse inventories 
are generally reported to be in good 


| condition for such prompt service. 


Employment 


There is a strong indication in 
August that declining pay rolls have 
about reached bottom. Only 27% 
reported further layoffs, which com- 
pares with an average of 50% ‘for 
the previous six months and with 26% 
in November, when employment 
really started to decline. While re- 
employment is listed by 21% of the 
reports, the highest since last October, 
it is noted that production increases 
for the month were reported by 42%. 





P-K PAGE AD 
AIMED AT YOUR © 
CUSTOMERS 


than 


sales promotion... 


here is how 


Parker-Kalon PARKER- KALON 


continually DISTRIBUTORS 


AND DON'T OVERLOOK ‘HZ KNOW-HOW 
promotes the M0 SHOW-HOW ‘WOU TYPES AND SIZES 
p K Di : h W012 PROTECTION FOR THE DISTRIBUTOR 

- istriputor 


¢ The Parker-Kalon Distributor carries the No. 1 line of Self-tapping Screws. 
He has all these extra sales advantages working for him. In a buyers’ market, 
they can spell the difference between “break even" and mounting profits. 


® 
REMEMBER...IF IT’S P-K...1IT’S O.K.! 


PARKER-KALON CORPORATION, 200 VARICK ST., NEW YORK 14, N. Y. * Makers of Self-tapping Screws ¢ Cold-forged Socket Screws, 


Wing Nuts, Thumb Screws * Hardened Screwnails and Masonry Nails * Shur-Grip File and Solder Iron Handles * Metal Punches * Damper Regulators and Accessories. 
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NON-CORRODING 
FATIGUE-PROOF 
DOUBLE-SEALED 
PRESSURE-SAFE 









b 


Koncentt 


FLARED-TUBE FITTINGS 


316 STAINLESS 


Only Koncentrik Fittings have these four 
BIG operating advantages. For only 
Koncentrik gives you corrosion-resistant 
construction in 316 stainless steel . . . 
plus a patented floating-seat design 
that double-seals each connection avto- 
moticolly. 







This meons extra protection against 
costly, dangerous line losses . . . against 
vibration shock . . . against excessive 
maintenance costs. And it means added 
customer satisfaction for you on those 
tough coupling applications. 







Write or wire for details today. Bulletin 
K-149 shows how Koncentrik Fittings in- 
stall economically, easily, and sofely. 
And how port interchangeability keeps 
your stocks low ... and your profits high. 


Distributor Franchises Available 


THE SPECIAL SCREW 
PRODUCTS CO. 


5447 Dunham Rd., Bedford, Ohio 
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Commodity Prices 

Few important price changes are 
reported this month. In the numbei 
of items changing price, the increases 
balance out the decreases. 

In the “up” column were: Alcohol, 

| brass and copper products, building 
materials, burlap, cable, cottonseed 
products, detergents, fats, food prod- 
ucts except grain, fuel oil, lead 
products, menthol, some papers, soap, 
textiles, zinc oxides. 

Moving “down”: Ammonia, as- 
bestos, asphalt, bakelite, castings, ce- 
ment, some chemicals, starch, dye- 
stuffs, electrical supplies, grains, cast 
iron, leather, some lumber, mercury, 
paint, phosphates, platinum, synthetic 
resins, rubber, solvents. 

Harder to get: Aluminum, brass 
scrap, steel sheets, tile, galvanized and 
black pipe. » 


Canada 


Business in Canada has leveled off. 
Production has shown no increase as 
in the United States, but a very high 

| percentage are reported holding to 
| July schedules. Order books remain 
| about the same, with a tendency to 
| hold even. Prices are advancing; in- 
| ventories declining. Employment is 


steadier. Declining exports, if con- 
tinued, will forecast an industrial 
decline. 





| 
| 


TO REMEMBER 





Oct. 3-4—National Association of 


Corrosion Engineers, Adolphus Ho- 
tel, Dallas. 

Oct. 3-6—Association of Iron & Steel 
Engineers, Annual Convention, 
William Penn Hotel, Pittsburgh 

Oct. 4-6—Industrial Packaging & 
Materials -Handling _ Exposition, 
Conventoin Hall, Detroit. 

Oct. 10-13— Hardware Convention, 
American Hardware Manufacturers 
Association, Atlantic City, N. J. 

Oct. 12-15 — National Hardware- 
Show, Grand Central Palace, N. Y. 

Oct. 13-15— Foundry Equipment 
Manufacturers’ Association, Annual 
Meeting, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Oct. 14—Industrial Distribution 
Forum, Regional Meeting, Ameri- 
can and National Associations, 
Westchester Country Club, Rye, 
IN: *Y.. 

(Continued on page 187) 
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CULLMAN 


Sprockets 





Over 80,000 Sprockets and 80,000 
feet of Chain Now in Stock 


More than half a century of specialization in the 
design and manufacture of sprockets has made 
Cullman a leader in the sprocket field. Today, 
Cullman can ship promptly from its stock of 
over 80,000 sprockets, of endless types and 
dimensions. Too, sprockets for special require- 
ments can be quickly produced at low cost due 
to Cullman’s long years of experience and high’ 


precision production methods. 








Helpful Culiman Catalog 
gives engineering dete full in. 
formation on sprockets end 
cheins carried in stock 


CULLMAN WHEEL COMPANY 


1347 Altaeld St. Chicago 14, Ilinels 






























SHARPEN EASY - NEVER CHANGE SHAPE 
PQ 7s 
PROPER “SES 

Pa ' 

gs m2 
2. + Se 
| CUT LIKE LIGHTNING 
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is given without cost to any established 
dealer in power tools, woodworking ma- 
chines and supplies. 

AN ADDITIONAL 5% DISCOUNT 
is also allowed on the cutters which 
come with the display, as well as all 
other cutters, or cutter sets included in 
the initial order. 


This new, well-built, mer- 
chandising display board 
which holds 17 BOICE- 
CRANE TRU-FORM 
SHAPER CUTTERS 





ANOTHER BOICE-CRANE “FIRST”! BOICE-CRANE 
“TRU-FORM” SHAPER CUTTERS 


are the first at moderate prices with CIRCULAR or INVOLUTE RELIEF (also called flattened- 
are relief; cam-profiled relief). 


7 
. The “Tru-Form” principal involves design and new machining methods that: 
1, Assure cleaner, more burn-free cutting. 
; 2. Cut the true, original shape and dimensions as long as the cutter lasts. 
1 3. Provide a larger rake angle. Never a laggy scraping cut, always easy and clean cuts that 
shear or shave the work without vibration. 
4. Deliver up to 50% more usable cutter life. 
5. Provide improved clearance so necessary for successful high speed shaping. 
q 6. Reduce cutting edge crumbling or breaking down—common with straight relief cutters 


“Tru-Form” tooth shape reinforcing cutting edge and dissipates more heat. 


Fine tungsten tool steel. Deep uniform hardening. Precision formed. Razor sharp. 
Complete line of individual cutters and sets for cabinet work, mill work, window and storm 
sash and doors. 
Designed for Boice-Crane Shapers but improve performance of all other makes, 


There's Real Money for You In A 
| Boice-Crane Power Tool Franchise 


A complete line of intermediate capacity power tools which includes many items not available 
in others. As the world’s largest manufacturer of certain equipment, Boice-Crane offers the 
lowest prices on a quality line. The terrific number of leads, resulting from our national 
advertising, are turned over to our dealers. Cash in on the steady demand for this line 


BOICE-CRANE COMPANY 


939 CENTRAL AVENUE TOLEDO 6, OHIO 


[) Please send details on Boice-Cramer Power Tool franchise. 
—) New 44-page Catalog No. 50 on entire line. 
[] Please ship ...... shaper cutter display boards with cutters attached. 






























STREET 
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° O 
IT’S EASY TO SELL duality and Peformance CONSTANT 
O 
POWER 
O 
CENTRAL 7 0 N E 
STANDARDIZED 
DRIVES O 
O 
The Central line also includes 
% Diamond bored to + .0005” O 
%* Perfectly balanced ‘ 
FLEXIBLE COUPLINGS Finished in silver aluminum 
You’re assured of product acceptability when you DIAMOND G C 
stock the Centralline. Central Standardized Drives, SPR } N G 10 C K 
flexible couplings, pillow blocks, and mandrels are N 
PILLOW BLOCKS backed by thirty years manufacturing experience WASHERS 
.. —known and accepted in plants everywhere. 
} N 
& Write for the Catalog and price list. Assure Longer 

MANDRELS Lasting Assemblies n 

| The life of the assembly is usually 
| determined by the length of the N 

> | Power Zone of the fastening de- 

. \ vice. Diamond G Spring Lock 

Washers have been designed, 
| developed and torture-tested to ‘ 

2933 WEST 47th STREET © CHICAGO 32, ILL. | provide the maximum Constant 

Power Zone . . . longer positive 

osama holding power. 

WASHER FOR EVERY NEED , 

| Whatever your needs in spring 

lock washers, there’s a Diamond 

G to answer it—high carbon steel, 
bronze, aluminum, stainless steel I 

and mone! metal spring lock 
washers finished or plated with p 


cadmium, nickel, brass, copper or 
other finishes . . . plus the new 
Diamond G Aluminum Spring Lock 
Washer that combines lightness I 
of aluminum with the strength and ; 
durability of steel. 


Garrett also manufacturers a 
complete line of flat washers, ‘ J 
spring washers, springs, stamp- 
ings, hose clamps, snap and re- 
tuiner rings. ; 


Write for your free J 
copy of the technical 4 
booklet "Small Parts 



















J 
| DIAMOND G PRODUCTS j 
| anufacture 
COIUMBIAN WISES | GEORGE K. GARRETT co,, INC. 
| Philadelphia, Pa. J 
THE COLUMBIAN VISE & MFG.CO. | , 
9025 Bessemer Ave. + Cleveland 4, Ohio | 
the Worlds: Largest Mahers of Vites RUUD | 










OF SMALL PARTS 


STRENGTH + ACCURACY + WORKMANSHIP .+ DEPENDABILITY 
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Oct. 14-16—Metal Treating — Insti- 
tute, Annual Meeting, Cleveland. 
Oct. 17-21—National Metal Exposi- 

tion, Cleveland, Ohio. 

Oct. 23-26—Annual Conference & 
Products Exphibit of the National 
Institute of Governmental purchas- 
ing, Hotel Cleveland, Cleveland. 

Oct. 24-28—National Safety Con- 

ess Exposition, Chicago, Ill. 

Oct. 26-27—National Conference on 
Industrial Hydraulics, Sheraton Ho- 
tel, Chicago. 

Oct. 27-29—American Society of 
Tool Engineers, Mount Royal Ho- 
tel, Montreal, Canada. 

Oct. 27-28—American Machine Tool 
Distributors’ Association, Edge- 
water Beach Hotel, Chicago. 

Oct. 30-Nov. 2—National Tool & 
Die Manufacturers’ Association, 
Hotel Statler, New York. 

Nov. 1-5—Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 
cisco, Calif. 

Nov. 2-5—Paint Industries Show, 
Haddon Hall, Atlantic City. 

Nov. 4-6—Annual Paint Industries 
Show, Chicago. 

Nov. 14-18—Sixth All-Industry Re- 
frigeration and Air-Conditioning 
Exposition, Auditorium, Atlantic 
City. 

Nov. 14—Central States Industrial 
Distributors Association Meeting, 
Chicago. 

Nov. 15 — Industrial Distribution 
Forum, Regional meeting, Ameri- 
can and National Associations, Con- 
gress Hotel, Chicago. 

Nov. 26-Dec. 3—WNational Farm 
Show, Coliseum, Chicago. 

Nov. 28-Dec. 2—Building & Factory 
Maintenance Exposition, 71st Arm- 
ory, New York. 

Nov. 28-Dec. 3—Chemical Industries 
Exposition, Grand Central Palace, 
New York Citv. 

1950 

Jan. 12 — Industrial Distribution 
Forum, Regional Meeting, Ameri- 
can and Southern Associations, 
Biloxi, Miss. 

Jan 13—Southern Supply and Dis- 
tributors Association, Annual Mid- 
Year Meeting, Biloxi, Miss. 

Jan. 16-19—Plant Maintenance Show, 
Auditorium, Cleveland, Ohio. 
Jan. 23-27—Southwest Air Condition- 
ing Exposition, State Fair Park, 

Dallas, Tex. 

Jan. 25—Annual Dinner of New Eng- 
land Iron & Hardware Association, 
Coplev Plaza, Boston. 

May 8-12—American Textile Machin- 
ery Exhibition, Atlantic City. 





“Some people can stay longer in an 
hour than others can in a week.” 
—William Dean Howells 



















































No. 120 Hi-Speed No. 616 Soft Metal No. 118 Combination 
Steel Heat Treating Furnace Melting Furnace Bench Furnace 


B STEADY SELLERS 


FROM THE HOT PROFIT LINE 
JOHNSON FURNACES+BURNERS+BLOWERS-TORCHES 





No. 25 
Hand Torch 
No. 1202 Blower wi st 
No. 101 





| GET your share of the 
| profitable market for 


| industrial gas burning 





equipment. Sell your No. 33 Needle Flame 
Hand Blow Torch 


customers more heat 
for their dollar with 
JOHNSON .. . famous for 





| efficiency and economy 
™ No. 60 BCE 
for 48 years. Help your cus peice aeons 
tomers with their heating 
problems by recommend- 


| ing JOHNSON and you'll 
| help yourself to added 
| 





volume and added profits. 


No. 20X 
Cross Type Burner 


Consult the complete JOHNSON Catalog 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N. W., Cedar Rapids, lowa 
ESTABLISHED 1901 
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‘sell STAR 


the world’s 

best known 
hack saw 
blade! 


Make today’s selling easier by 
stocking a known brand for 
the right job at the right price. 
The results, quick turnover 
and greater profits. 

Free Metal Cutting Booklets 
or Wall Charts from the manu- 
facturers of STAR Hack Saw 
Blades will help you help your 
customers solve their cutting 
problems. 


STAR STEELRITE 
metal marking 
crayons 


Clemson Bros.,Inc.,has 

recently added another 

profit producing item to the 
STAR line . .. STAR STEEL- 
RITE METAL MARKING 
CRAYONS. Special extrusion 
process using genuine soap- 
stone insures uniform strength 
and composition. Markings 
can be made on hot, cold, damp 
or grimy metal and withstand 
pickling, yet do not affect 
enamel application. Attrac- 
tively boxed and available in 
a variety of sizes, these crayons 
area natural for off-the-counter 
sales. 


CLEMSO 


Makers of Hand and Power Hack Saw 
Blades, Frames, Metal Cutting Band Saw 
Blades and the Clemson Lawn Machine 


BROS., INC. 





GENERATORS — AC, 


Middletown, N.Y. 











SALES. HELPS 


from 
MANUFACTURERS 




















PACKAGING — Chatterless counter- | 


sinks are now being offered in specially 
designed wooden boxes that hold each 
size separately and securely for proper 
storage and ready use. ‘Three sets are 
offered.—Grobet File Co., New York, 
N. Y. 


high-speed, | 


coupled-type generators are described | 
in a new 8-page bulletin. Construction | 


| features of both bracket and pedestal | 


tvpe synchronous generators are given. | 


A table of ratings of standard bracket 


| bearing gencrators is included.—Allis- 
| Chalmers Mfg. Co., Milwaukee, Wis. 


REAMERS-—A supplement to Catalog | 
16 gives specifications and price in- | 
formation on the manufacturer’s taper | 


bridge reamers, both long and short 


Co., Rochester, Mich. 


| INDUSTRY REPORT — Describes 


the elimination of a dust nuisance 


| created in handling cement during the 
| manufacture of ready-mix concrete. 
| Practical 
| working conditions, neater looking 


results include improved 


5 


| plant, more efficient operation and 


product recovery of appreciable daily 
savings. A pictorial description of the 
complete dust collection system is in- 
cluded.—American Wheelabrator & 
Eqpt. Corp., Mishawaka, Ind. 


CHAIN COUPLINGS —A_16-page 


| catalog on flexible chain couplings 
| covers the following subjects: roller 


| set.—National Twist Dnil @ Tool | 


chain stock couplings; silent chain | 


stock couplings; heavy duty, made-to- 
order silent chain couplings and steel 


and plastic covers for the two stock | 


couplings. Complete information is 


LPHYR 
Le 
PORTABLE 
ELECTRIC DRILLS 


/ 


ZEPHYR 500 SERIES 
Ya-Inch Electric Drills 


(With Jacobs Hex Chuck) 


(With Jacobs Gear Chuck) 


ZEPHYR 1950 SERIES 
VYa4-Inch Electric Drills 


Mo. 195046 ... . 00000. $19.95 
(With Jacobs Gear Chuck) 

No. 1950-H 

(With Jacobs Hand-Tite Chuck) 


EVERY WAY... 
IN A CLASS BY THEMSELVES 


These drills are the latest in proved, stream- 
line design. In its capacity range, each 
represents a big advancement in the com- 
bination of high power, quality and refine- 
ment in construction, and long-life perform- 
ance. Due to the shape, size, and light 
weight, each offers a new handling ease 
and convenience that readily appeal to 
the user. They are your best bet for main- 
tenance, production, and utility drilling 
operations. 


mee fj 
POWER remiss 


Backed by a consistent adver- 


tising prog in | g indus- 
trial and consumer publications. 





Write for new Booklet on Port- ° 
able Power Tools and ask for 
Portable’s Complete Sales Plan 

and Discounts. 


Fractional HP Motors « Electric Drills * Polishers 
Saws * Sanders « Spin-A-Brush * Spraymaster 





325 West 83rd Street, Chicago 20, Illinois 
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given on dimension data, hp ratings, Only $2.98 helps put new "¢ ell’ 


stock and maximum _ bores.—Morse 


‘ ° ° e °@ 
Chain Co., Detroit, Mich. in television advertising 





¢; 
; 











REFRIGERATION EQUIPMENT 
—Two catalogs have been issued on 
refrigeration equipment. One contains 
engineering data on the manufacturer’s =. , , 
direct expansion evaporator line. The Sponsor of television show had to refilm his commercials to meet a 
other features finned tube condensers new selling problem. New films picked up at the studio 4 p.M., delivered 
in both straight tube and “Uy” bond to TV station 800 miles away 8:47 P.M. same evening. Air Express cost 

for 11-lb. carton, $2.98. (In undramatic fashion Air Express keeps radio, 


models. The former catalog includes telovishen or ener tnainees selling.) 


a section on simplified selection pro- 
cedure and diagrams of typical re- 
frigeration and cooling systems; the 
latter gives methods of correct selec- 
tion, capacities, dimensions and other 
engineering data—Bell & Gossett 
Co., Morton Grove, II. 


ILLUSTRATED LECTURE — How 
to to select and use the right file for 
the job is the topic of a lecture, illus- 
trated by slides presented by the manu- 
facturer. Simple enough for trainees ; 
to understand, it also contains enough Remember that $2.98 bought a Every Scheduled Airline carries 
technical information to interest and complete service in Air Express. Air Express. Frequent service — 
help experienced foremen and ma- a ey stags sedate = — up = pts — 

ie : . = and receipt for shipment—plus the irect by air to 1300 cities; fastes 
en File Co., Provi- speed of the sons ened ship- air-rail to 22,000 off-airline offices. 

‘ ping service. Use it regularly! 














Only Air Express gives you all these advantages 


Nationwide pick-up and delivery at no extra cost in principal 
towns, cities. 

One-carrier responsibility a/l the way; valuation coverage up to 
$50 without extra charge. And shipments always keep moving. 
Most experience. More than 25 million shipments handled by 
Air Express. 

Direct by air to 1300 cities; air-rail to 22,000 off-airline offices. 
These advantages make Air Express your best air shipping buy. 
Specify and use it regularly. For fastest shipping action, phone Air 
Express Division, Railway Express Agency. (Many low commodity 
rates in effect. Investigate.) 


SPEUY fe EUPREES 
TRAVEL DISPLAY—A 3-unit panel . 


board window display mounted with cas ens ar 
alloy and carbon wrenches, tool holders . 
and lathe accessories stimulates cus- - suas SOONDD een ad Cae OP 

‘ . me to door in all principal towns and cities 
tomer interest. Total display space 


required is 73-in. high x 90-in. wide SL ae : 
x 24-in. deep. Each panel is mounted — wg | ae 
on separate easel. The display is os a a 


packed in reusable crates for easy rout- AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


inge.—]. H. Willi & Co., Buffalo, 
ee SCHEDULED AIRLINES oF THE U.S. 
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OTHER KELLER 
POWER HACK SAW 
MODELS 


No. 1-HB Bench Model 
Capacity 5” x 5” 


No. 3-C Wet Cut 
Saw Capacity 634” x 6%” 


No. ! Bench ry 
Capacity 4” 





PRESS 
bree nite 





Seles a aa Machine ‘fool Co. 


Yow... CONTROLLED BLADE PRESSURE 


FOR ANY MATERIAL, SHAPE OR THICKNESS 
THIN WALL TUBING 


CHANNELS 


HEAVY 
BAR STOCK 


KELLER 


POWER 


HACK SAWS 





SPEEDS CUTTING of all material from thin wall 
stock to heavy bar stock 63” x 62” by applying the 
right amount of blade pressure. 

CUTS COSTS by reducing cutting time per piece 
—lowers power consumption and eliminates costly 
blade replacements. 

INVESTIGATE all _ outstanding 

features of the entire KELLER 

line . . . you'll find a model to fit 

your requirements. 


WRITE FOR NEW ILLUSTRATED 
BULLETIN TODAY! 


maiuep 2363 UNIVERSITY AVENUE 


“3 POWER 


y MACK SAWS ST. PAUL 4, MINNESOTA 








WHITNEY 


LEVER 





MOVERS 








PUNCHES 


Help to relieve 





636 Race St. 





No. 1 Punch—cap. 34” 


No. 8-B Punch—cap. 44” 


No. 6—Skylight, Ventilating, 
and Hank Flange Punch 


Since 1907 WHITNEY Hand Lever Punches, utmost efficiency. 
because of their powerful capacity yet 
simple construction and fine balance, have . 
been favorites with industry. All WHITNEY || 9nd speed in all 
Punches are built for hard service accord- railyard jobs. We 
ing to rated capac:ties. 
repair parts for all of the punches we ice on orders and 
make. These punches give you good sales sell only thru dis- 
volume. We service order immediately. tributors. 


W. A. Whitney Mfg. Co. || anvance GAR MOVER CO. 


Rockford, Ill. APPLETON, WISCONSIN 


freight car 
tie-ups 


POWER KING 
NEVERSLIP 
SLIP-PROOF 
ADVANCE 
thru Ve” Iron SAFETY 

LE CAR 
WRENCH 


thru 44" Iron 


Your customers 
can select the 
type of car mover 
to give them the 


Sell this equip- 
ment for safety 


We can supply give prompt serv- 














190 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1949 


PIPE INSULATION—Complete _in- 
formation for specifying and using cal- 
cium silicate insulating material is 
given in a 4-page folder. In addition 
are included illustrations and physical 
data about the product, standard sizes 
and thicknesses, recommended thick- 
nesses for various pipe sizes and tem- 
peratures, heat losses, efficiencies and 
surface temperatures—Owens-Illinois 
Glass Co., Toledo, Ohio. 


TRANSFORMERS-A 32-page_bul- 
letin gives data on indoor and outdoor 
current transformers, indoor and out- 


‘door potential transformers and out- 


door metering outfits.—Allis-Chalmers 
Mfg. Co., Milwaukee, Wis. 


CONVEYOR BELTS-A 4-page fol- 
der features illustrated case studies of 
successful applications on conveyor 
belts. The studies show the belt being 
used to handle coat, boxes of freight, 
ice, sacks of sugar and luggage.—B. F. 
Goodrich Co., Akron, Ohio. 


TURBINE PUMPS-A cut-away, la- 
belled diagram is the main feature 
of a booklet which also gives pump 
sizes and capacities of the manufac- 
turer’s line—Worthington Pump & 
Machinery Corp., Harrison, N. J. 


INDUSTRY REPORT — Describes a 
profitable method of overcoming the 
dust nuisance created in the handling 
and mixing of dry pigments used in 
paint manufacture. Also included are 
pictorial descriptions of installations of 
complete dust control svstem.—Amer- 
ican Wheelabrator & Equipment 
Corp., Mishawaka, Ind. 


CARBIDE MILLS—A bulletin gives 
complete price and specification data 
on the companv’s line of carbide mills. 
—Severance Tool Industries, Inc., 
Saginaw, Mich. 


ALLOY STEELS—A 12-page booklet 
recommends the alloy steel or iron best 





suited to meet different impact and 
abrasion combinations which exist in 
gtinding mill installations. The alloys, 
their characteristics and uses, are de- 
scribed in detail with charts and pic- 
tures—American Brake Shoe Co., 
New York, N. Y. 


CENTRIFUGAL CASTING — Two 
bulletins deal with development of 
techniques for casting of high alloy 
steel centrifugally in permanent metal 
molds. One publication is highly tech- 
nical, the other pictorial. The methods 
involved for mass production were de- 
veloped initially to meet the rigid re- 
quirements of jet engine rings, but 
have since been put to use in the 
production of other cylindrical com- 
ponents.—Cooper Alloy Foundry Co., 
Hillside, N. ]. 


CONDENSATE CONTROL —A bul- 
letin describes the condensate con- 
trol unit, its principle of operation and 
tables, charts, blueprints reproductions, 
cutaway views and installation photo- 
graphs and endorsements.—Cochrane 
Corp., Philadelphia, Pa. 


V-BELT DRIVE-—A profusely illus- 
trated, 96-page catalog contains stock 
drive tables, engineering data and ex- 
amples to help the user select a V-belt 
drive. It has sections devoted to 
special drives, sheaves, V-belts and 
general engineering information. A 
convenient, index-tab margin makes 
the information readily accessible.— 
T. B. Wood’s Sons Co., Chambers- 
burg, Pa. 


FLUORESCENT LIGHTING — A 
74-page catalog contains over 60 pho- 
tographs of industrial, commercial and 
troffer fluorescent fixtures, starters, 
fluorescent lampholders and _ starter 
sockets. Detailed descriptions, dia- 
grams, charts on technical data and 
specifications of every fixture are in- 
cluded. Each of the three main sec- 
tions is a complete catalog and is de- 
tachable as a separate unit.—Sylvania 








= 

















Advantages to Distributors 


DEMING — the COMPLETE line — gives you the 
following important combination of advantages: 


1. A 100% Distributor Policy. Deming Pumps and Water Systems 
are sold only through Distributors. 


2. An Exceptionally COMPLETE line that makes it possible for 
every Deming Distributor to meet the lions’ share of demands 
for pumps and water systems. 


3. A High Quality line built to high standards of engineering 
to assure maximum pump performance at low operating cost. 


4. Complete Catalog Service. The Deming “Library of Pump 
Data” in the form of catalogs and bulletins is recognized by im- 
partial authorities to be the most comprehensive and informative 
for Distributors and their customers. 


5. Engineering Cooperation. Deming maintains complete and 
competent engineering facilities and services for cooperation with 
Distributors, when required. 


6. Sales Promotional and Advertising Helps to assist Distribu- 
tors in building increasing volume of pump business. 


THE DEMING COMPANY 


511 BROADWAY «+ «© «+ SALEM, OHIO 








PUMPS AND WATER SYSTEMS 
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Electric Products, New York, N. Y. 








Investigate the 


EXTRA PROFITS 
IN SELLING 


TOP QUALITY 
Since 192] 


Extra profits are always worth 
investigating ... especially when 
they’re tied up with Extra Cus- 
tomer Satisfaction. You get them 
both, selling Chicago Saws. Every 
blade is made of top quality saw 
steel . . . precision heat treated 
for toughness . . . evenly bal- 
anced and accurately fitted. And 
when your customers enjoy the 
quiet running, keen cutting edge 

. the money savings from less 
frequent sharpening . . . they’ll 
come back for more. 


Behind this famous line of saws 
is an aggressive advertising cam- 
paign running in leading publica- 


Everybody has faith in Old Faithful Markers 


AMERICAN Lumber Crayons 


REG. U.S. PAT. O1 


AMERICAN | 


markings that won’t come off! 


@ Clear, bright marks immune to drastic weather conditions 


@ Lcng-life crayons, expertly labeled for extra strength 


@ Will not brush or wash off of lumber, metal, wood, stone 


Sell the complete line of 
Old Faithful markers that have 
been faithful in quality for over 
a Century. Made by crayon 
experts. 


Send for NEW Industrial 
Crayon Guide showing “Ameri- 
can” markers for all kinds of 
surfaces and conditions. 

Dept. ML-45 











tions that reach the men who are | 


using and buying saw blades 
. - your customers. 


Write today for full particulars 
regarding a Chicago Saw distrib- 
utorship in your territory. 


DISTRIBUTOR PROTECTION 


CHICAGO SAW WORKS 


INC. 
5036 S. WENTWORTH AVE. 
- CHICAGO ILLINOIS 





FLUX 


Solve your 
customers’ sodering 
problems 
THE SIMPLE WAY... 


. perhaps a different 
grade of FLUX is needed 
. . . perhaps a change in 
temperature might be the 
answer 

. perhaps a different 
tool may be needed 


—whatever it is our 55 
years and more of expe- 
rience is at your service. 
Our Technical Service will 
help on _ unusual or in- 
tricate problems that may 
confront you. 


Let us send free sodering 
chart which gives melting 
points of all soders. 


sodering paste 
sodering sticks 
sodering oil 
sodering flux 
sodering liquid 
sodering syrup 
sodering acid 
stainless steel polish 
solid sal ammonia 


L. B. ALLEN & CO, Inc. 


6731 BRYN MAWR_ AVE. 
CHICAGO 31, ILLINOIS 


.BOLTS SCREWS 
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Stainless Steel 
LO) i oS 
SCREWS 
| NUTS 
= ¢ 


A Complete Line 
Available from Stock, 


( 
STAINLESS STEEL 
NUTS 


Machine Machine Hexagon 
Carriage Cap > ea 
Lag Wood Wing 


WASHERS © 


All Types 
ues 
All Types 
Available also in Monel, Alumi- Oo 


num, Everdur, Naval Bronze and 
Alloy Stéels 


We are prepared to fill your 7 
needs for “Specials”. Send your \an/ 


prints or spetifications. 


Stainless 
SCREW & BOLT CORP. 


135 Church St., New York 7, N.Y. 
CO 7-0675 


RIVETS 
All Types 

















PACKAGING — New packaging of 
proof coil and coil chain in handy, 
plywood “Keg-ettes” is announced by 
the manufacturer. Reshipping with- 
out repackaging by jobber and supply 
houses is possible. Individual cartons 
contain the following quantities of 
chain: 250 ft. of ws-in. 150 ft. of 4- 
in., 100 ft. of *s-in. or 75 ft. of #-in. 
—Cleveland Chain @& Mfg. Co., 
Cleveland, Ohio. 


TOOLING LITERATURE-Supple- 
ment No. 8 to the tool catalog Fists 
sizes and prices for the manufacturer’s 
line of standard blanks for pulley 
grooving tools and lathe and grinder 
center blanks.—Carboloy Co., Detroit, 
Mich. 


BABBITT FOR BEARINGS—A 
leaflet describes the heavy duty, genu- 
ine babbitt for sleeve bearings subject 
to combined weight, heat and shock. 
The manufacturer has also published 
a new price list covering die-cast bronze 


bearings for replacement service.— 
Magnolia Metal Co., Elizabeth, N. J. 


TOOL CATALOG-A 24-page, pro- 
fusely-illustrated catalog covers such 
tools as expanding, mandrels, special 
spring chucks, milling machine adapt- 
ers, special collets, sleeves and chuck 
jaws and screw machine collets. Cross- 
section views are included. Part of the 
catalog is devoted to specifications and 
list prices of collets and fingers, hand 
machines and turret lathes.—Sutton 
Tool Co., Sturgis, Mich. 


UNICLOSED MOTOR-A multi- 
color, 8-page bulletin reveals new de- 
velopments in electric motor design. 
By use of dramatic natural-color photo 
reproductions and progressive draw- 
ings, special features of the uniclosed 
motor are portrayed.—U. S. Electrical 
Motors, Los Angeles, Calif. 





| 


| 


NEW 


Safety 


BT 


For Safer, Better, 
More Economical 


Lifting of Loads 


Now you can improve your han- 


| dling of loads with the new BTC 
| Drop Forged Steel Safety Hook. 





Here is a hook with patented con- 

struction that prevents the sling 

from slipping off, adds strength to 

the hook, and eliminates common hook faults—hook 
point won’t straighten out, and no more snagging of 
ledges or dangerous slipping of loads. The new BTC 
Safety Hook has automatic mousing action with a 
safety-tie lip lock holding the point of the hook . . . 
and an extra margin of safety because of special 
shoulder and lip lock construction that maintains 
the load-holding capacity of the hook. 

With only two sizes—5-ton or 10-ton— and two types 


| —Eye Bridge or Shank Bridge—BTC Safety Hooks 


simplify inventory problems by replacing eight 
sizes of standard open hooks; and weight is only 
one-third as much as ordinary hooks for same rated 
capacity. 

BTC Safety Hooks are essential wherever rigging or 
sling lifting of loads is a part of materials handling. 
BTC Franchises are now available for qualified 
Industrial Distributors. 

All bearing surfaces are machined for easy and 
positive action. Note that in load carrying position. 
patented shoulder and lip lock construction hold 


the load. 


THE BREWER-TITCHENER CORPORATION 
2 Hook Street Cortland, N. Y. 


Metal Products Manufacturers for over 100 Years. 


The Brewer-Titchener Corporation 

Cortland, N. Y. 

Send me bulletins describing the new BTC Safety 
Hooks. 

We are interested in selling BTC Safety Hooks. 
Send information. 


O 
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Operates 


.. LOAD 
| | CARRYING 


lgq POSITION 
/ 


fj A 


CP 


ie, 


| START OF 
| OPENING 
| POSITION 


Uv oN 
x) 
FULL OPEN POSITION 
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ALLIC GATO R 


BE Lt L LA ac ING 
Every Tooth 
a Vise* 


% For Transmission and Conveyor Belting 
of all kinds. Excellent for Package Con- 
veyors. 

% Separable and smooth on both sides. 

% 12 Sizes: For belts from 1/16” to 5/8” 
thick—and any width. 

% Made of Steel, “Monel”, “Everdur”. 

Order From Your Supply House 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 





JUST A HAMMER 
TO APPLY IT 


WHEN 


your customers want “the best” in 











> 


cap screws, set screws, milled studs 


and coupling bolts, remember .. . 


WHO 











MAKES THEM 


“WHO is. . Wy. H. Ottowblonsens PA. 


Ottemiller products are sold through’Mill Supply Houses. Write 
for free folder which illustrates and describes the complete line. 
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Stepping Stones 
to Successful Selling 





Reflections of a veteran sales 
manager, culled from bulletins 
to his salesmen 


We were talking the other day about 


| the necessity to be brief while in the 


| 


presence of a prospect, and some of 
the boys asked me for a couple of 
“rules” they might keep in mind. 
Okay, then, here is some brief advice 
on brevity, confined to the two or 
three signs I’ve read here and there 
when calling on purchasing agents: 

Notice number one: Visitors: “We 
realize that your time is valuable. So 
is ours! If, after waiting ten min- 
utes, you have not seen the person you 
have business with, please do not hesi- 
tate to remind the receptionist. Then 
in your interview—Be Brief.” 

Many a sale has been killed by 
words. Condense your thoughts be- 
| forehand. Practice the art of brevity 


| and you will reduce the time con- 


sumed in expressing yourself. If you 


| know what you are talking about, it 
| won’t be difficult. 












Notice number two: ‘He who 


- | thinks by the inch, and talks by the 


yard, will be dealt with by the foot.” 
This sign included a picture of what 


| should, and sometimes does, happen 


to the salesman who fails to realize 
that he may become tiresome. 

Notice number three: “Samson was 
a piker. He killed 1,000 men with 
the jawbone of an ass. Every hour in 
the day 10,000 sales are killed by the 
same weapon.” 

Beware that you are not involved 


| in one of the 10,000 killed sales 








“Why, it’s that supply salesman—never misses 
a call come hell or high water!’ 
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CUSTOMER orders occupy inside men 
Broadus Swofford and W. A. Griffin of 
Mill Supplies, Inc., Orlando, Florida. 


Mill Supplies, Inc. 
Adds New Salesman 


W. A. Griffin, formerly with Geor- 
gia Hardware Supply Co., Macon, 
Georgia, has joined Mill Supplies, 
Inc., of Orlando, Florida, as inside 
salesman. This new Florida distribu- 





tor now has five outside salesmen | 


blanketing the state, and Mr. Griffin’s 
addition to the staff brings the inside 
force to three. 


John A. Russell is president of the | 
company, H. G. Williams is vice- | 
president and general manager, and | 


Charles W. Farmer is vice-president. 


Manning, Maxwell & Moore | 


Promote Johnson 


C. F. “Cy” Johnson was named 
manager of valve sales for Manning, 
Maxwell & Moore, Inc., Bridgeport, 


Conn., it was announced by Chester | 


H. Butterfield, vice-president in charge 
of sales. Mr. Johnson has been as- 
sociated with the firm for the past 
year. 

Mr. Johnson is a graduate of Rice 


Institute. He has served as product | 


research, district engineer and division 
engineer for Reed Roller Bit Co., 


Houston, Tex., as sales and manager | 


with Security Engineering Co., Whit 
tier, Calif., and chief engineer of dis 
tributor products division of Watson- 
Stillman, Roselle, N. J. 

Mr. Johnson will have charge of all 
valve sales activities, including Han- 
cock valves and Consolidated safety 
and relief valves. His headquarters are 
in Bridgeport, Conn. 


Available in 
numerous models 


Periz 


WWAELE AP CTIOW 


HIGH VACUUM PUMP 


MOST EFFICIENT HAND PUMP EVER DEVELOPED 


Here’s the most amazing hand pump ever developed. It delivers up to 
20 gallons a minute, pumps on both forward and back strokes, primes 
easily, pumps 2 20-foot vertical lift and does these things with a single 
diaphragm. Easy to operate. Simple to service. Low cost. 


TROUBLE-FREE OPERATION 


Developed by Tokheim, leading pump builder for 48 years, this pump 
will handle any petroleum product that pours, and many other industrial 
and commercial liquids. Ice, dirt and scale will not interfere with its 
operation. Available in drum type models with hose or spout outlets, and 
models for use in pipe lines and with underground storage tanks. 


FOR USE WHEREVER LIQUIDS ARE HANDLED 





= c\l<= 

= as 

~“EINGE 
FARMS 





SERVICE STATIONS CONSTRUCTION WORK 


PAINT STORES 











MILL SUPPLY DEALERS—This should be one of the best selling pumps 
in your line. If you are not now a Tokheim distributor, write for litera- 
jture, prices and generous discounts. ‘ 


TOKHEIM OIL TANK AND PUMP COMPANY 


General Products Division * 1678 Wabash Avenue « Fort Wayne 1, Indiana 
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Lower 
Your Costs 
with 


Roberts 


BALL BEARING 
PILLOW BLOCKS 


AND 


FLANGE UNITS 


These bearings are machined, 
hardened and have unground 
raceways. The castings are 
accurately machined. They 
are designed to carry light 
loads at speeds up to 1, 

R. P. M. Heavy duty cast 
iron housings with grease fit- 
ting are provided. Felt seals 
give ample protection for the 


bearings. 


Roberts Pillow Blocks and 
Flange Units may provide 
anti-friction bearings. suit- 
able for your application at 
lower cost. Ideal for convey- 
ors and farm machinery. 
ite today for catalog, en- 
ptm advice, and prices. 
ts, distributors and 
eer wanted. 


Koberls 


MACHINE WORKS 


A DIVISION OF MINNESOTA BEARING CO. 


1619 Hennepin Avenue 
Minneapolis 3, Minnesota 








AMPLE ROOM for customers and countermen is provided in the service section. 
Counter is kept clear for transacting business and shelves aid display. 


To See What He Wants 


INSPECTION invited is the keynote 
of the well-spaced and neatly arranged 
display at the entrance to the new quar- 
ters of Carey Machinery & Supply Co. 


SPECIAL shelf displaying safety equip- 


ment items handled by Carey Machin- 
ery & Supply Co., Baltimore, _ is 
checked by G. C. Carey, president. 








THE CULMINATION of a week’s discussion of the entire Yale & Towne hoist line 
was this meeting of the sales organization of the Taylor-Parker Co., in Richmond, 
Va. at the Rueger Hotel. Left, first row: Bob Bluford, George Reams, Jack Murray 
(manager); Sim Boyd (of Y & T) and Stewart Shelton. Second row: Bill Savage, 
George Wright, Bob Gregory, Bill Jefferson (office manager), W. H. Ashworth, Bill 


Martin and Frank Wingfield. 
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IN CONFERENCE met in Cleveland, 
recently, were F. A. Diel, David J. 
Gemmell and W. J. McElroy, Cleve- 
land Chain & Mfg. Co. executives. 





Cleveland Chain 
Holds Executive Meeiing 


Executives of The Cleveland Chain 
& Mfg. Co. and its associate chain | § 
concerns met recently in Cleveland | 
to discuss sales and management 
policies. 

Among those present were F. A. 
Diel, vice-president in charge of op- | 
erations, Bridgeport Chain & Mfg. 
Co., Bridgeport, Conn., and Wood- 
house Chain Co., Trenton, N. J.; 
David J. Gemmell, vice-president and | 
director of sales, The Cleveland | 
Chain & Mfg. Co.; and W. J. Mc- | 
Elroy, vice-president and general man- 
ager of west coast operations (Seattle 
Chain & Mfg. Co., Seattle, Wash. | 
and Round California Chain Co., So. | 
San Francisco and Los Angeles). 


Marion Baker 
Joins American Mfg. Sales 
Marion Baker, who served with | " 
the U.S. Merchant Marine during | ; °A single trial proves 


the last war, has been appointed to | their hiah production 
the sales staff of the American Mfg. | gp 


Co., Brooklyn, N.Y., producers of | St F records 
cordage. / : ; 

Mr. Baker will work under the || -~ df * Uniform quality and 
supervision of Walter Wellman, | | y service bring repeat 
southern sales manager at the New | | d 
Orleans office located at 1319 Tchoup- | | % orders 


ee Sa © GRIFFIN factory ex- 
perts in the field help 
your salesmen create 
new accounts 





yy 
N\A. 
NIKE 


GENERAL SALES AGENT 


JOHN H. GRAHAM & CO. INC. 


105 DUANE ST., NEW YORK 7, N. Y. 


. hs 


Marion Baker sie 


MADE BY G. W. GRIFFIN CO., FRANKLIN, N. H.- HACK AND COPING SAW BLADE SPECIALISTS SINCE 1880 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1949 197 








AMINATED SHIM COMPANY 


PB. Ae 


More Uses... 
More Sales for 
“YANKEE” 

VISES 


Here's the easiest to use, highest quality shim stock line 
on the market. The kind of product that brings in those 
automatic repeat orders. And we're doing everything 
we can to make our line just as perfect as possible from 
the distributor's viewpoint as well as the customer's. 


FREE ADVERTISING FOR YOU —Your firm 
name is imprinted on each rack when they're ordered 
in quantities of 25 or more. It gets your name into the 
shop on an every-day basis—helps your other lines, too. 


FLEXIBILITY OF ASSORTMENTS —Yow fill 
the rack with any four gauges of brass or steel—the 
customer gets exactly what he wants. Eleven gauges, 
from .001” to .010", are available, each packed in 
sturdy, metal-edged carton. 


LARGER PROFITS—toarger units of sale for you. 


You sell the rack and four cartons of shim stock at one time. 


@ SELL PACKAGES INSTEAD OF INCHES! 


No waste in stocking or using. 


LAMINATED SHIM COMPANY 


INCORPORATED 
GLENBROOK, CONN AN-COR LOX NUT 





“Yankee” 1993 Vise, removed from swivel 
base and held securely by “Yankee” 2993 
Vise Clamp for drilling and tapping. 

SHIM STOCK 


CANTOL 








BELT 
WAX 


Vise lifts 
on and off 
swivel base 


Bench mounted 
on quick-release 
swivel base 








Sin 
yc 


oo 


f= 


at 


STANDARD TYPE wee mame 


“Yankee” Clamp 
-SLEEVES— 
eWe urge 


users to buy AND 
thru their 


= SOCKETS 


Sides, bottom 
and front end 
accurately 
machined 




















Every customer of yours has small 
jobs on which “Yankee” Vises can 
make big savings. Stress the con- 


o 

Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiona 











AND A 
complete line of COLLETS 


e COLLIS Taper Tools are made by men 
skilled in this type of manufacture. Users 
get long satisfactory service from COLLIS 
Equipment and find the answer to all drill- 
ing, reaming, and tapping needs in the 
COLLIS line. We can give prompt service 
on orders for Lathe Centers, Arbors, Drill 
Drifts, and Magic Type Chucks as well as 
on Sleeves and Sockets and Collets. 


THE COLLIS CO. 


CLINTON, IOWA 
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venience of “Yankee” Vises and 
Vise Clamps and you'll sell him. 


“Yankee” Tools now part of 


Reg. U.S. Pat. OFF, 


The tool box of the world 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa 











Mau-Sherwood Supply Co. 
Celebrates 41st Year 


The Mau-Sherwood Supply Co. 
currently is celebrating its 41st An- 
niversary as an _ industrial supply 
house and its extension of its serv- 
ices through northern Ohio. 

The firm was established in 1908, 
when directors of the Republic Belt- 
ing Co. decided to discontinue thei: 
supply department. It was then that 
Howard S. Williams, Sr., treasurer 
of the belting company, stepped in 
and offered to buy the supply depart- 
ment from the other directors. Going 
along with Mr. Williams in the new 
venture were two of Cleveland’s lead- 
ing mill supply salesmen, Frank J. 
Mau and Charles F. Sherwood. To 
give these men full recognition, Mr. 
Williams named the company in their 
honor. 

Mr. Williams was active as pres- 
ident and guided the company from 
its founding until his death in 1942. 
Mr. Mau ‘was vice-president of the 
company until he died in 1935. Mr. 
Sherwood left the company in 1913. 
H. Bruce Castle was secretary of The 
Mau-Sherwood Supply Co. until his 
death this spring. 

The present officers of the com- 
pany are Ellis E. Busse, president; 
Howard §. Williams and John 
D. Williams, vice-presidents; George 
Hirth, secretary and director of pur- 
chases; and Donald R. Whyte, comp- 
troller. 

The change from the original man- 
agement to the present group took 
place over a period of ten years, yet 
today more than 20 percent of the 
company’s 110 employees have been 
with the firm for more than 20 years. 


| 
| 








Forty percent have served for more | 


than 10 years. 

Mau-Sherwood _ territory 
throughout northeastern Ohio and 
western Pennsylvania. 





A DOUBLE CHECK of product speci- 
fications keeps Joe Crevitt, Jr., and John 
Wilkinson of Mississippi Hardware 
Co., Vicksburgh, “in the know.” 


extends | 





$ 


Every Call a Potential Sate! 


»»More Usessaatticicananit 


MORE 
USERS 


w=) m=) ox) mx) om) ox) oa) ma) ox) op 


COFFING 
“SAFETY-PULL” 


RATCHET LEVER 
HOIST 





9 models in capacities 


from 34, to 15 tons 


Every plant, factory, shop or mill your 
men call on has need for the Coffing 
“Safety-Pull” Ratchet Lever Hoist. Check 
the uses at the right—and check the 
users. They’re all potential CUSTOMERS 
—easy to sell when they see how this 
hoist helps them lift loads safely, quickly, 
and easily. The “Safety-Load” handle 
assures safety by bending at maximum 
overload before any part of the hoist 
gives way. Free-chain feature speeds the 
job by allowing chain to be raised or 
lowered without using lever, when there 
is no load. Side-lever gives positive up- 
down-neutral control; makes hoist easy 
to operate. Every model is tested at 100% 
over capacity, proved by service with 
thousands of satisfied users. Write today 
for full details, prices, and discounts. 


Cash in with Coffing! 


Hoist-Alls + Electric Hoists * Spur-geared 


Chain Hoists + Differential Hoists « 
Load Binders « Trolleys 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 
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Lift heavy machinery 


Raise pipe and shaft- 
ing 


C) Tighten belting 


[) Anchor equipment 


— 


Bend or straighten 
beams or shafts 


Tighten cable 
Skid heavy machinery 


-] Suspend cable during 
construction work 


Pulling underground 
cable 


() Fasten loads to flat. 


Cars 


C) Lift railway car trucks 


Tighten trolley wires 
-] Brace weakened walls 
| Lift heavy castings 


C Raise buried pipes and 


poles 


C Pull loads up incline 


a 


C) Lift drums and tile 


Hold heavy parts in 
place during assembly 


_) Tighten guy wires 


™ CHECK THE USERS: 


Metal Producing 
) Metal Working 
Chemical Processing 
) Food Processing 
Textiles ~° 
Lumber 
Contractors 
General and special 
| Railroads 


- Aircraft Shops 


Mining 
Communications 
Transport 


C) Agriculture 


Utilities 











COSTS MORE - 
WORTH MORE 


3 


DIFFERENT 
by 43) 


Right Size and Pressure 
for Every Job 


HIGH 
CARBON 
STEEL 


Smooth Black 
Finish 


ADDED 
GRIPPING 
POWER 


Up to 1% Tons 
Better Leverage 


CALIBRATED re) 


ALWAYS SCALE 


Shows Jaw 
Opening Size 


PARALLEL 


For Better 
Work-Holding 


Today, your customers want their 
money’s worth before they buy. You can 
give them full value with BMC Pressure 
Lock Wrenches. Costs only a few cents 
more for this plier-wrench with all the 
extra values . . . it’s six tools in one... . 


HAND 
OPERATION 


Opens with a Flick 
of the Thumb 


adjustable pliers, pipe wrench, locking 
clamp, gripping tool, monkey wrench, 
and hand vise .. . No. 7 — %” Jaw, 
$2.29; No. 9 — 1” Jaw, $2.59; No. 11 
— 1%” Jaw, $4.89 Retail. Fair Traded. 
Red plastic or steel handle grips. Free 








can supply 
® floats @ tanks @ coils @ bends 
©@ expansion joints @ kettles 
®@ dippers @ evaporators @ heaters 
®@ coolers @ chemical apparatus 





2 5 am Sle 


@ HARRIS Products have been leaders 
with American Industry for more than 
60 years. Present manufacturing de- 
mands sustain a need that is profit- 
able for distributors. Let our engi- 
neering staff give you the benefit of 
their long years of experience on 


problems that need special attention. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Hl. 


sales helps. 
Write for name of nearest BMC Distributor. 


BNC MANUFACTURING CORPORATION, BINGHAMTON, N. Y. 


For Safety Sake a 
DIETZ HIGHWAY TORCHES 


ht on Darkness | 


Where Danger Lurks -- 
FAULTLESS IN ANY WEATHER 


The bright clear light of a DIETZ HIGH- 
WAY TORCH actually waves the warning: 
“DANGER-BEWARE.”’ 

DIETZ HIGHWAY TORCHES are nation- 
ally accepted as the standard, due to their abil- 
ity to stand up. They are leak proof, rain proof, 
and wind proof. No. 87 with weighted bottom 
(illustrated) will burn about 30 hours without 

\ refilling and is popularly priced. 


BY THE MAKERS OF 

















I'l 14 ae 
VALVES 


Can be placed in any position. 
Flexible Monel Metal Poppet cannot 
leak. For cold or hot water or steam. 
150 Ibs. pressure. Noiseless. Ask 
for bulletin 402, i 


Onder from your Jobber 





No. 87 TORCH 
MADE INUS «A 


ee \ 
A are 


R. E. DIETZ COMPANY, NEW YORK | 


Vj | 
Yi e\\ ESTABLISHED 1840 


OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE ONLY 
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OPEN HOUSE and products show celebrated the opening of Honold & La Page 
Inc.’s new building in Sheboygan, Wisconsin, recently as . . . 


de 4 


... HOSTS G. R. La Page and Paul Honold entertained 1,500 guests over a period 
of four days. Over 100 manufacturer suppliers were represented, 





Stanger Advanced 
By Wheelabrator 


T. Max Stanger was appointed to 
the sales staff of the American Wheel- 
abrator and Equipment Corp., Misha- 
waka, Ind., and will have his head- 
quarters in Salt Lake City, Utah. The 
Salt Lake City office is a new one 
for the firm. 

Previous to joining American 
Wheelabrator and Equipment Corp., 
about two years ago, Mr. Stanger was 
associated with the American Foun- 
dry & Machine Co. and with Pacific 
Bell Telephone Co. He joined Ameri- 
can Wheelabrator as a member of the 
service engineering staff. 


Roebling Opens New 
Office, Warehouse 


The new Denver, Colo. office and 
warehouse of John A. Roebling’s Sons 
Co., Trenton, N. J., was scheduled 
for occupancy on Sept. 30. The new 
building, located at 4801 Jackson St., 
is modern in every respect and was 
designed to provide warehousing facili- 
ties to expedite service. to agents and 
customers. 

Homer H. Davis, who has repre- 
sented the Roebling Co. in the Den- 
ver area for 23 years will be manager 
with Roy H. Hainsworth as assistant. 
Fred L. MacLean will be in charge 
of oil field sales. 
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PRONOUNCED 
“MACK-IT” 


Mac-it %°x 2%" Sotket 
Head Cap Screws have 
tensile strength of 
more than 175,000 Ibs, 


per square inch 


| i P 


REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Marketed Nationally Since 1913 by 


mn 


lai All 


STRONG, CARLISLE & HAMMOND COMPANY 


Cleveland 13, Ohio 


Manufactured by MAC-IT PARTS COMPANY. Lancaster. Pa 
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PROFITABLE anomon To YouR BUSWESS = 


[ PS SS SS Sb bb bb bh be beeen 


% Here is a line of fast selling 


profitable items that may have 

missed your attention in past AMERICAN 
years. Now then, is the time to 

take note, for ““American Brand’ BRAND 
gives you the quality of products 

that users like—and you build a SANITARY WIPING 
good repeat business. Think of CLOTH 

the wide variety of businesses 

that use products like these con- CHEESE CLOTH 
tinually—and such buyers are all COTTON WASTE 
about you. and 


Ali types of our cleaning cloths MILL ENDS 
are packed in neat bales and ® 


cartons for easy handling and ‘ i 
stocking. All grades Quality, Service 


are guaranteed. and Uniformity 
Large quantity buy- 


ers get the benefit for 24 YEARS 


of special prices. 


E. W. Chapman 


Veteran Salesmen 
Promoted By Taylor Chain 


E. W. (“Ted”) Chapman _ has 
_ been promoted to the position of 
assistant sales manager, and S. N. 
Morison has been made manager of 
industrial sales for The S. G. Taylor 


AMERICAN SANITARY RAG COMPANY Chain Co., Hammond, Ind. 


1025-35 WEST NORTH AVE. CHICAGO 22, ILL. Mr. Chapman has been with the 
company for 16 years, Mr. Morison 


for 12 years. The latter has been 
concentrating his work in the eastern 


‘AARABAXBABABABBABBBRBBBBBARARBRBRBBABRSREBREBEBEBEBEBE 


A 








GR E A TE 4 | P RO F | TS section of the country. 
CLIPPER 


YY Constant Consumer Demand 
) WNo Factory Sales to Users 
S WNationally Advertised 


S Firm Resale Price Policy gy As. F 
/ Highest Uniform Quality 2° # S. N. Moraon 


Sold ONLY | |G. Rider Neff Quits 
Through Authorized Distributors pz | Cleveland Cap Screw 


G. Rider Neff has resigned as vice- 

CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. _ president in charge of sales of The 

an eran - ~ Es Cleveland Cap Screw Company, 

we a Cleveland, effective Oct. 1. Mr. Neff 

assumed duties of sales manager for 

the company in September, 1944, 

after having been associated with The 

Lamson & Sessions Co., Cleveland, 
for 15 years. 
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A DOUBLE CHECK on every custom- 
er’s order is made during packing by 
R. L. Edwards and L. M. Harms of 
Montgomery & Crawford, Inc. of Spar- 
tanburg, S. C. 





Somervell Named To Board 


At The Carborundum Co. 


General Brehon Somervell, presi- 
dent of the Koppers Co., Inc., was 








hreadwell Tools 
do many jobs 











= elected a member of the board of di- 
. rectors of The Carborundum Co. at a 
a recent meeting of the board. 
. In addition to being president and 
os a director of Koppers Co., Inc., Pitts- | 
, burgh, General Somervell also is a di- | 
© rector of the eastern Gas and Fuel | 
on Associates, Boston, Mass.; Westing- | 
Pn house Air Brake .Co., and Union | 
- Switch & Signal Co., Pittsburgh; and 
the Montreal Coke & Mfg. Co. of | 
Canada. 
Ressler and Trenchard t them on our tou rT ones 
To Represent Helicoid | 
H. W. Ressler of 2400 W. Clybourn | 
Street, Milwaukee 3, Wis. will act as | ' 
territory representative in Milwaukee The phone rang the other day, and who was it but old Cheerful Charlie 
one gages of the Helicoid Gage Divi- who always starts off by saying, “The trouble is. . . 
sion, American Chain & Cable Co., We listened to his imagined troubles for a while, and then because 
Inc., Bridgeport, Conn. it was almost noon and we were getting hungry, we barked back at 
William E. Trenchard Co. of 224 | him. Was there anything wrong with the quality of Threadwell Tools, 
South Michigan Avenue, Chicago 4, | we asked. 
Ill. has been appointed Chicago ter- | “Certainly not,” Charlie shot back, “but the trouble is . . .” 
ritory representative for Helicoid gages. How about our advertising, merchandising, and general backing up 
on of our dealers, we said. 
: “First rate,” Charlie admitted. “I like that 100% Distributor Sales 
Policy, but the trouble is .. .” 
Was Charlie meeting any resistance selling Threadwell? 
“No, no, don't get me wrong,” Charlie said, 
ye 
We finished for him . . . but the trouble is 
that Charlie is too busy complaining to util- 
ize the selling weapons at his disposal. But 
e- even at that Charlie’s doing all right. 
“ How about you? Have you seen the Thread- 
y well story? 
or 
4, PRODUCT SESSION at Casanave 
1e Supply Co., Philadelphia, involves Bill sce deis ee ch audit 
d, Canfield, Herman Koft and Gene wei Caen p Alahtaeiteg cons aE a. . ba e Paha i 





Kornse, outside salesmen. 
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A complete line from a single 


source...easier to sell...greater | 


dependability...enables you to 


give better and quicker service | 


to your customer. Three reasons 


that add up to more profit for | a; officers of the sister firms of 


you. Medart's outstanding ad- 
vertising campaign in leading 


trade journals means a greater | 


Medart market for you! 


No. 56-V 
V-belts and 
V- sheaves 


No. 46-G 
Gears and 
Sprockets 


All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 


THEY SPELL 


“Real Safety" 


EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 


Lowest Cost for Highest 
Dependability 


AFTER FIFTY YEARS service with 
the same companies, W. D. Schlafer 
and A. A. Wettengel clean up their 
desks before retirement. 


Fifty Year Men Retire 
From Schlafer’s Inc. 





W. D. Schlafer and A. A. Wetten- 
gel, each with more than fifty years.of | 
service with his firm, recently retired | 


Schlafer’s Inc., and the Schlafer Supply | 

Co., retail hardware and _ industrial 

supply firms, respectively, in Apple- | 

ton, Wisconsin. While retiring from 

active business life, Mr. Schlafer will | 

remain as secretary of the industrial Order through Your Jobber 


| supply firm. 
Mr. Schlafer and Mr. Wettengel EMBURY MFG. CO., WARSAW, N. 





were given a testimonial dinner at- | 

tended by fifty employees of the two 

| companies, and each was presented 

| with a silver tray and 25,000 miles 
worth of gasoline coupons. 
New officers of the Schlafer Sup- | 

| ply Co. are K. M. Haugen, president; 
Mrs. Haugen, vice-president; W. D. | 

| Schlafer, secretary; Mrs. M. Albrecht, 
| treasurer; R. D. McGee, manager- | 
superintendent and Nels Nuttig, as- | 
sistant to Mr. McGee. | 
Mr. McGec had previously held the | 

assistant managership under Mr. Wet- 

tengel and has been connected with 

the firm for 23 years in various capaci- 
ties. | 


| Allis-Chalmers Names Gruehn | 
Dealer Supervisor 


Harold L. Gruehn, formerly sales 
representative in the Allis-Chalmers | 
Milwaukee district office, has been | 


appointed midwest region dealer BOLTS - NUTS - RIVETS 


supervisor for the company with head- | 
quarters in Chicago. The region em- | AND SCREWS 
braces branches in Davenport, Ia., | 

and Rockford, Il. 

Mr. Gruehn has been associated CLARK PRosPott (a 
with Allis-Chalmers since 1941, and 
since 1945 has been specializing in 

| paper mill industry and franchise | 
| products in the Milwaukee district 
sales office. 


MILLDALE, CONN. 


Quality Industrial Fasteners Since 1854 
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COUNTER displays featuring Thor 
products are inspected by J. A. Hill, 
division manager; Harold Fanslau, sales- 
man; Paul Schlender, vice-president and 
general manager of Industrial Equip- 
ment Co., Benton Harbor, Mich., and 
Jerry Eakle, service engineer, during a | 
visit to the Aurora W orks. 





Cross Bros. Enters 
Second Century 


Cross Bros. Co., Rochester, N. Y. 
celebrated its 100th anniversary last 
year with a work force of more than 50 
employees, the largest number in its 
history. Although proud of the com- 
pany’s past record, Raymond W. 
Cross, current president and fourth 
generation in the business, stated that 
the firm’s activity this year indicates 
that its attention is focused on its sec- 
ond century. 

Cross Bros. designs and distributes 
mechanical power transmission cquip- 
ment as wall as manufactures leather 
belting and conveyors. Mr. Cross 
pointed out that the firm has adapted 
itself to changing business conditions 
with rare flexibility. 

The business was founded by two 
sons of Austin Cross in 1848 and was 
then known as O. M. and W. H. 
Cross. The purpose of the business was 
to sell the leather manufactured by 
Austin Cross at his tannery, founded 
in Rochester two years previously. In 
100 years, the company has occupied 
only three sites, being located in its 
present quarters at 112-114 Mill St. 
since 1889. 

During the closing years of the 19th 
century and in the beginning of the 
20th, the scope of the business was en- 
larged greatly. Manufacture of ma- 


Raymond W. Cross 





CORRECT ANGLE of handle in relation to 
motor housing insures true balance... 
easy handling. Model 7025. 


ia | 


4” CUP GRINDING WHEEL AND GUARD used 
~ sop-epeed work with Aro Model 
194. 


5” CUP WIRE BRUSH ideal for rust re- 
moval and similar jobs with Aro Model 
7195. 
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* TRUE BALANCE 
* CORRECT SANDING SPEED 
* LESS AIR PER H. P. 


“Plenty of guts” for your toughest jobs! Gets the 
work done faster and better! New streamlined 
design... tough magnesium housing ... governor 
controlled speed ... new exhaust deflects and cools 
sanding pad...helical gears assure smoother 
operation and longer life. Choice of 7” backing 
pad, 4” cup grinding wheel with guard, or 5’’ 
cup wire brush. Write The Aro Equipment Corpo- 
ration, Bryan, Ohio or see your nearest ARO 
distributor. 


Jobbers: This advertisement ap ni 


p si ding Indus- 
trial Publications. Write for attractive 


proposition. 





Also... LUBRICATING EQUIPMENT . . HYDRAULIC EQUIPMENT 
. . AIRCRAFT PRODUCTS .. GREASE FITTINGS 
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LOWELL "iris" WRENCHES 


{Ras x 


MAL-LEAD 


PROFITABLE, DEPENDABLE BOLT 
REPEAT SELLING TOOLS ANCHORS 
IMMEDIATE SHIPMENT 


FROM STOCK IS OUR 
CONTINUOUS AIM 


Have You Catalog +47? 


LOWELL WRENCH CO. 


WORCESTER 8, MASS. 





RED RATCHET 
WRENCHES 














NON-SCORING PALMETTO PALCO 


is still scoring for you! © 





When it comes to creating and 
increasing the demand for 
Palmetto performance, it is not 
only the new Palmetto pack- 
ings that are at work. Old- 
timers are in there pitching too! 


length of the anchorage. Installed, 
Palmetto Palco, for instance. This packing hasn't scored _ bration will not budge them—yet 
" bs q i ‘ work can be removed or reinstall 
in centrifugal service yet. Year in, year out, it keeps / eauily ARRO has devoted conside 
At ’ H - able s and effort to deve 
hitting home Palmetto's reputation for dependable, F cuichas tole esort bight pitas 
top performance. Old customers stay sold on Palmetto fection and dependability. In bolt siz 


— > Ya"’ to Fr. in 
performance . . . New prospects insist on it. Both are ? 4 


scoring runs for you. 


GREENE, TWEED & CO. 
NORTH WALES, PENNSYLVANIA 





1 py Greene, Tweed—all packings 


a ] and special tools for all industry. | | MALUMCUNC DMC Sa LO 
LEATHER | MARION, OHIO 





4 
| 
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chine leather belting became a most 
important part of operations. A sepa- 
rate department was developed for 
jobbing in shoe findings and sole 
leather, and another one in handling 
saddlery hardware and harness leather. 
While one or the other of those de- 
partments contributed a large share to 
the total volume of the business dur- 
ing most of the period from 1890 to 
1920, both have now been liquidated. 

Shortly after the turn of the cen- 
tury, Cross Bros. started selling such 
items as pulleys, shaftings and hangars 
in connection with leather belting. 
These beginnings developed into what 
is now the department selling all types 
of mechanical power transmission 
equipment such as roller chain, silent 
chain, V-Belt drives, sprockets, gears, 
hoists, and variable speed transmission 
units. Files, saws, grinding wheels and 
related lines have been added to sup- 
ply the Rochester industrial area with 
industrial products. 

About 20 years ago, a start was made 
in es and manufacturing con- 
veyors for carrying industrial materials. 
The conveyors utilize much of the 
items carried by the company. In ad- 
dition, a drafting department for de- 
signing conveyors to fit the special 
needs of customers was formed. 


The company had become known | 
as Cross Bros. & Co. but in 1918, it | 


was incorporated and became Cross 


Bros. Co., Inc. The president for the | 


first 16 years of the corporation’s ex- 
istence was Colin W. Cross. He was 
succeeded by his brother, Frederick H. 
Cross. After the latter’s death, Wilson 
H. Cross became president and later 
retired, to be followed by Raymond 
W. Cross. 





production manager of the Cleveland 
Chain & Mfg. Co.’s fire weld division 
is Henry Weber, affiliated with the 
firm for more than 40 years. 
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No Weak Link Here! 


There are no weak links in Campbell chain or in the 
Campbell sales set-up. Campbell makes chain that is 
superior for every industrial purpose—specifically de- 
signed for each particular job. 


Every piece of Campbell welded chain is thoroughly 
tested before leaving the factory—all chain is carefully 
inspected. 


Campbell offers you a complete line of chain and a 
reasonable profit. The Campbell line is outstandingly 
advertised, is backed by complete service and complete 
merchandising. The Campbell line is a good line to 


handle. 
CAMPBELL CHAIN Company 


(International Chain & Mfg. Co.) 
York, Penna. 


CAMPBELL 
CHAIN 
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No 3000 P 
Milling Machine 


Profitable for Industrial 


Distributors 


because: 


They are widely and continuously advertised. 


Your local SHELDON sales engineer is 
always available to help you close sales. 


Prospects’ inquiries from advertising are sent 
to the local Distributor. 


Catalog is easy to read—illustrations, descrip- 
tions and specifications with available vari- 
ations are all on facing pages. 


Price lists illustrate and give “professional 
quotations” as well as prices for each model. 


66 variations of 5 basic tools meet every need. 


All SHELDON machine tools come crated 
fully assembled ready for use. 


Most widely used capacities in profitable 
“package sale” units. 


Meet or surpass N.M.T.B.A. Specifications. 


Fit into your power tool department—sell 
like portable tools, drill presses, ete. 


Give complete satisfaction and build repeat 
business. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes Milling Machines © Shapere 
+232 N. KNOX AVENUE ¢ CHICAGO 41, ILLINOIS, US. A 








TS-56 B No 8000 
1%, fetes 12” Shaper 


Oo ole 
thru Spindle 








NEW STORE FRONT and a new ad- 
dress are some of the changes that have 
taken place at the firm of K. Papke Co., 
Milwaukee, recently, while along with 
them goes... 





. .. ASPACIOUS INTERIOR to pro- 
vide ample accommodations for show- 
room and warehouse space on the first 
floor. Sales offices and additional ware- 
house space are on the second floor. 





| Federated Metals 
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Shifts Executives 


Joseph Graziano was named assist- 
ant manager at the Newark, N. J. fa- 
cility of Federated Metals Division, 
American Smelting & Refining Co., 
according to S. Turkus, Jr., plant man- 
ager. James F. Orr was made plant 
superintendent, succeeding E. R. 
Marble, Jr. Mr. Marble was trans- 
ferred to the Central Metallurgical 
Department as assistant to John A. 


| West, manager. 


Mr. Graziano has been with Fed- 


erated for 19 years, advancing through 


the ranks from office boy. During 
that time he served as a bookkeeper, 
member of the 
comptroller’s staff and assistant to the 
general manager. He played an im- 
portant role in installing the Standard 
Cost and Budgetary Control Account 
ing System used by the firm. 

Mr. Orr is a graduate of the Uni- 
versity of Pittsburgh and started with 
the company as a chemist’ in 1935. 
He served as a research chemist and 
metallurgist on white metals at the 
Pittsburgh plant, and Assistant super- 
intendent in charge of white metal 
production at Newark. 
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FUSES GASKETS GAUGES 











GENERATORS GEARS 











GRAPHITE GUNS 








HANGERS HEATERS 
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Here are advertisers in Power , h 
and Operating Engineer who 


distribute through industrial distributors” 


g. & Beltine wail 


c. Packin€ iii 








slot Power Market Products 


thelp you 


“Oh yes, ['ve read about that feature....” is 
music to your salesmen’s ears. Such remarks 
are the result of Mechanized Selling working 
for you — before your salesmen call on your 
prospects. Mechanized Selling is the advertis- 
ing your suppliers’ do to arouse interest in and 


create preference for the products you sell. 
Above all, Mechanized Selling works month 
after month — making hundreds of contacts 
with new prospects — constantly reminding 
the old: 


Records* show that each year out of every 1000 persons 


* McGraw-Hill Circulation Records 1941-1947 


(Each figure represents 100 persons) 





1000 


The 596, who are new buyers or those who 
influence buying, must be told about the lines 
you handle... what they are, who makes them 
... where to buy them. 





the 404 who retain their positions... Adver- 
tising does not allow them to forget about you 
between calls. 


who buy or influence buying, there are 596 changes. 


That’s why the manufacturers of Power Mar- 
ket Products, shown on the opposite page, 
are helping you sell more ... easier and faster 
... by advertising to your customers and 


prospects in 


” 


sales powers in the power market 





OPERATING 
ENGINEER 








»suUyeS 





Mechanized Selling... advertising... paves the 
road to more sales at less cost. The reason is 
simply this: your salesmen can close each 
order in much less time if their prospects are 
acquainted, because of advertising, with your 
products and the companies behind those 


re] 
& 


Make sure that the publications doing Mech- 
anized Selling for you are read by your real 
customers and prospects ...the men, regard- 
less of title, who actually decide when and if 
your products should be purchased. 


In every plant, your real customers for Power 
Market Products are the engineers in charge 


They pay over $200,000 a year for these mag- 
azines, they read them, and they see your 
suppliers’ advertising in POWER and 
OPERATING ENGINEER. Here’s why your 


suppliers use, or should use, one or both: 


furnishes information vital to those 
who plan, design and direct. It is devoted to 
the generation, transmission and application 
of the power services: steam, electricity, me- 
chanical power, hot and cold water, heating, 
refrigeration, air conditioning, compressed air. 


is read by the men re- 
sponsible for day-to-day operation, mainte- 
nance and repair of power equipment. This 
“How To” magazine has gained enthusiastic 
response from men who not only buy new 
equipment, but are among your best customers 


Here’s how POWER and OPERATING ENGINEER Lower your sales costs... 





products. And the more selling time that can 
be saved by low-cost advertising, the more 
time your salesmen will have to devote to 
new prospects... getting more customers that 
otherwise might be unobtainable. 


of the power systems. They (and their as- 
sistants) are the only persons technically 
qualified to determine what equipment and 
supplies are needed. 


These engineers — your customers — each look 
to a particular kind of publication to give 
them the job-help they need. 


for maintenance and replacement items. 


together 
reach the technically qualified power men 
in every kind of worthwhile industrial or 
commercial establishment. Your suppliers, 
recognizing the vast buying influence of the 
POWER and OPERATING ENGINEER au- 
diences, help you sell by advertising their 
products in 


McGraw-Hill Publishing Company * 330 West 42nd St., New York 18, N.Y. 


Boston * Chicago * Cleveland * Philadelphia + Atlanta * Dallas + San Francisco * Los Angeles * Washington * Pittsburgh 


PEL P 
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Gilbert W. Chapman 


Yale & Towne Mfg. Co. 
Elects Chapman President 


Gilbert W. Chapman recently was 
elected president of The Yale & 
Towne Mfg. Co. by the board of 
directors. Mr. Chapman, who has 
been serving as vice-president in 
charge of finance, succeeded Calvert 
Carey as the sixth president of the 
81-year-old lock and materials handl- 
ing equipment Co. 

Fred Dunning will continue as ex- 
ecutive vice president, and Otto G. 
Schwenk also will continue as vice- 
president in charge of production. 

Mr. Chapman had been president 
of the American Water Works Co. 
before joining Yale & Towne in June 
1948 as vice-president. Last Novem- 
ber he became a member of the board 
of directors. 


Allis-Chalmers 


Transfers Gammell In Sales 


John Gammell, sales representative 

in the Allis-Chalmers Philadelphia dis- 
trict office, has been transferred to 
Milwaukee as supervisor of sales train- 
ing. 
Mr. Gammell enrolled in Allis-Chal- 
mers graduate training course in 1928. 
He was assigned to the Philadelphia 
office in 1934. From 1941 to 1944, 
he served as chief of the electrical 
equipment branch of the WPB in 
Washington D. C. At the close of 
that period he returned to the 
Philadelphia office. 

Mr. Gammell has been active on 
committees of the American Society 
of Mechanical Engineers, the Ameri- 
can Institute of Electrical Engineers 
and the Engineers Club of Phila- 
delphia. He also has been a member 
of the Engineers Club of Lehigh 
Valley. 
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No. 1 Weight and 
lever Type 
Reducing Valve 





’ 


No. 431 Ball Type 
Reducing Valve 


No. 77 Single Seated 





Float Valve 
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DISTRIBUTOR: 
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King 


MEAN T0 YOU?” 


A. "...A LINE OF AUTOMATIC 
REGULATING VALVES that’s 
been profitable to distributors 
for over 40 years!” 


Distributors can’t be expected to know the many 
technical reasons for the dependability and superiority 
of KLIPFEL Valves. They can, however, and do 
know why they prefer to stock and sell this quality line. 
Most of them sum it all up by saying KLIPFEL 
Valves rate high with their customers and fill a large 
part of the demand for automatic regulating 


valves without excessive inventory. 


We'll be glad to give you additional information on 
the desirability of the KLIPFEL Franchise. Today, 
while you think of it, write Dept. CK-10. 


Float Valves, Reducing Valves, Tank Thermostats, Back 


Pressure Valves. 


Sold through wholesalers everywhere. 


@ 


VALVES, INC. 


Division of Hamilton-Thomas Corp. 
Hamilton, Ohio 





No. 27 Globe Type No. 649 Spring Loaded 


Float Valve Thermostat 
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BALL 
BEARING 


VALLEY ciiwevas wee 


| Never! 
Accuracy and Performance | if you recommend the 


Records already established UNIQUE 


In the more than 30 years that Valley Grinders have been | GASOLINE BLOW TORCH 
used by many of the country's largest industrials, they Heavy steel tanks with copper- 
have established fine records where accuracy and per- brazed joints. Closing valve 
formance count. These grinders are all powered by forces cleaning needle through 
Valley Motors and every unit is built to a single high | orifice without enlarging orifice. 
standard of quality. This means complete satisfaction in 


een ae builds profitable demand for these efficient, | WRITE TODAY for FREE BOOKLET 


giving full information on 
Unique’s complete line of 


; "GASOLINE and KEROSENE 
Valley Electric Corp. rurnaces and stowrorcues 
4221 FOREST PARK BLVD. © ST. LOUIS 8, MO. | NIQUE MFG. CO., INC., Est. 1921 
223 W. Walton St., Chicago 10, Ill. 




















ARMSTRONG-BRAY| 


BELT HOOKS—BELT PLATES—BELT LACING a 


WIREGRIP precision made Belt Hooks come 
with extra (patented) blue aligning cards— 
are held more rigid, assuring perfect align- 


ment of hooks—less hook loss from handling LN wy <e a “Instant” — Permanent 


—a better job when applied with any make ; pt es Just whet you've been welting fer—on 
lacing machine. 6 sizes. ~ Oe entering wedge into a lot of profitable 











PLATEGRIP Fasteners for . . . Conveyor business. Amazing Pack-Patch repairs 
belts. Make strong dust-tight joints in belts, ‘A cracks - holes i = —_ ae 
of any width. Spread tension uniformly “mage gyn lo poy Pha eee 
across belt, allow natural troughing of belt fe ‘ 9 , : 


weather-proof, freeze-proof; truck over 
and operate smoothly over flat, crowned or the patch immediately; very low in cost. 


take-up pulleys. Sizes for belts from 1%” to f Exclusive protection—a high-profit deal 

1Y2" thick. STE y for wholesalers only. Sells to industry, 
5 é cities, shippers; for platforms and docks, 

STEELGRIP Flexible Lacing, applied with a Ls AER everybody having a surface for foot or 

hammer, clinches over and protects end of : vehicular traffic. 

belt. Makes strong, flexible joints. Boxed — 

with 2-piece hinged rocker pins or can be Ce Ma\ ffic ais! 

obtained in long lengths for conveyor belt Dem Factory floors A Traf ic aisles 

use. Ramps @ Stairs ©@ Sidewalks 


Parking courts @ Loading docks 
Buy all belt needs from this —— 


one reliable source. Ready for use indoors or out 


LET: aN) j Permanent © Inexpensive 
io a -routing of traffi 
ARMSTRONG-BRAY&CO. Bases ale en 
“THE BELT LACING PEOPLE” Soe eel é 
eee CHICAGO, ILL. el '| EUGLID-URBANA CO., INC. 


Euclid Ave. at Urbana, Cleveland 12, 0. 





Get discounts and literature. 
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James Emmett, Jr. 


Electrimatic Valve 
Acquired By Jas. P. Marsh 


The Jas. P. Marsh Corp. of Skokie, 
Ill., has purchased the Electrimatic 
Valve Division of Simoniz Co. of 
Chicago. All Electrimatic valves now 
will be manufactured and distributed 
by the Marsh Corp. The line, well 
known in the refrigeration field, in- 
cludes pressure actuated condensing 
water regulators for control of cooling 
water through condensers, solenoid 
stop valves for larger cooling systems, 
suction throttling valves and back 
pressure regulators for evaporators, 

James Emmett, Jr., sales manager 
of Jas. P. Marsh Corp. explained that 
the purchase was in keeping with an 
established policy of adding products 
which can supplement the Marsh line, 
increasing manufacturing and distribu- 
tion efficiency, and increasing the ef- 
fectiveness of the company’s service to 
industry. 

The Electrimatic line will be han- 
dled through “Electrimatic Division of 
Jas. P. Marsh Corp., Skokie, Ill.” The 
sale of Electrimatic products will be 
handled entirely by Jas. P. Marsh rep- 
resentatives. 


Biggs Will Represent 
Brown & Sharpe Mfg. Co. 


John H. Biggs has been named a 
representative for Brown & Sharpe 
Mfg. Co. of Providence, R. I., in the 
company’s Philadelphia office. Mr. 
Biggs, formerly Rochester representa- 
tive for the firm, succeeds Thomas F. 
MacLaren, 

Mr. MacLaren, who has been in 
Philadelphia for many years, will as- 
sume other responsibilities with Brown 
& Sharpe. 








an Economically priced 
Automatic Bar Feeder 
for your Band Saw... 


Owners of Wells No. 8 and No. 
12 Machines or other horizontal 
metal cutting band saws can now 
convert these units into fully auto- 


matic bar stock cut-off machines 
at very modest cost. The new 


Wells-O-Bar Feed Master accu- 


rately feeds bar stock in a variety 
of shapes and sizes into the ma- 
chine and automatically controls 


For your convenience and full 
satisfaction be sure to specify a 
Wells No. 8 or No. 12 Saw com- 

letely equipped with a Wells-O- 
Bar Feed Master. Illustration shows 
Wells-O-Bar Feed Master in use on 
Wells No. 8. It’s quick and easy to 
install on your horizontal metal 
cutting band saw, too. 





the saw frame through each 
cutting and resetting cycle. Re- 
quires only 60 to 80 pounds air 
pressure. Safety features elim- 
inate necessity of constant atten- 
tion. Precision made by the world's 
foremost manufacturer of horizon- 
tal metal cutting band saws, the 
Wells-O-Bar Feed Master im- 
proves blade efficiency and 
slashes multiple cutting costs. 
Write for details and prices. “See this unit in ac- 
tion at the metal show” 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICH. 
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Open challenge! 


When a prospect tells you his lifting 
problem is a tough one and he does 
not see how an ordinary electric hoist 
will do the job, he’s given you an 
open challenge to sell him a ‘Load 
Lifter’ Hoist. 


Ask him about his difficulties — 
more floor space ded, not gh 





everhead lifting space, a 24-hour a 
day lifting job — whatever it is, get 
all the details so that you may be in 
a better position to recommend the 
right capacity and the right type of 
‘Load Lifter’ to fit his needs. If you 
need any help, we've thousands of 
case histories of tough lifting jobs 
solved by the ‘Load Lifter’ and we'll 
gladly tell you about them. 


Tell your prospect about the special 
features built into each ‘Load Lifter’ 
that makes its day-in-and-day-out per- 
formance possible in the lifting of ca- 
pacity loads. Explain its safety fea- 
tures. How convenient it is to service 
a ‘Load Lifter’ due to its one-point 
lubrication. Why not leave him a copy 
of Catalog No. 215 after you've called 
his attention to pages 12, 13, 14, 15, 
18, 19 so that he may see the many 
jobs ‘Load Lifters’ do, their mechani- 
cal superiorities, special features! 


Send for more copies 
Catalog No. 215 to 
help you sell. 


MMi LOAD LIFTER 
Ml: Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

industrial and “Microsen’ Electrical Instruments. 





CONGRESS DRIVES— 


The Complete Line — for Profitable Sales 


Congress offers you sound engineering, high quality and dependability at a low price that 
assures increasing sales in your territory. Congress Pulleys, precision cast from zinc-copper 
alloy, have twice the tensile strength of cast iron—are not brittle—and are chrome finished 
for maximum resistance to wear and corrosion. They are first choice of original equip- 
ment manufacturers. 


FRACTIONAL HORSE POWER PULLEYS 


“A” Type V Grooved—"'B” T V Grooved—Variable Pitch—"V” 
Step Cone—R” Type for 4” dia. round belts—Flush Hub—and 
Crown Face Pulleys—the Congress line-up will pull business your 
mf and keep it. All described in Booklet CD300. Be sure to send 
or @ copy. 


FRACTIONAL HORSE POWER V-BELTS 


Here is new con- 
Elastic Envelope Takes the High Tension struction devel- 
Wear —Transmits: Loeds Section oped especially 
to the Heavy Cord Sec- for the fraction- 


tion — Protects Carcass al horse power 
ie Seca size range. Flexibility—low stretch 
and high strength—elastic and wear- 


Heavy Cord Load resisting—all are sales points that will 
Carrying Section produce business for you. 
In Neutral Plane 

* 


p| Compression Section] CONGRESS V-BELT CLUTCH 


—Now in Production 


Q-D Sheaves—Always Tight on the Shaft * 


Rim and Hub of tapered design, engineered to fit as an WRITE FOR BOOKLETS 
integral unit—transmitting the load as one solid mass. 
Booklet CD 200, mailed on request. CD-200 and CD-300 



































~ CONGRESS DRIVES DIVISION 


i > - 3750 E. OUTER DRIVE - DETROIT 34, MICHIGAN 








@ UNMATCHED 
PRIMING SPEED 


@ “NEVER FAIL” 
FLOAT SWITCH 
@ ASSURES unmatched self-prim- oe : 
ing speed. Advanced Centrifu- 4 : : 7 @ NON—CORROSIVE 
gal Design. Exclusive CMC dual . FLOAT AND STRAINER 
jet construction and open thrash : eS 
type impeller mean peak per- F : 
formance and dependability. : e @ FLOAT CONTROL 
: EASILY ADJUSTABLE 
@ GIVES top performance even FF 4 at 
— et : — 4 ‘A @ SIMPLE TO CLEAN 
air handling ability permits de- oo HE 
pendable performance when : 4 a Fae JUST UNSCREW PIPE 
ordinary centrifugal pumps . 
become air bound. '. @ AVAILABLE IN 
WIDE RANGE 


@ YOUR BEST BUY! 
OF SIZES. 


Easily installed. Readily port- 
able. May be placedaway from 
pit. Suction lifts of at least 25 ft. 


™ ae iio ae 
Write for full details of CMC DUAL PRIME PUMPS 
( ONSTRUCTION Le Gat << 
WATERLOO, JOWA, U.S.A. ’ » 
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AIR COMPRESSOR gets going over 
by F. E. Hopper and E. W. Achenback 
of Farquhar Machinery Co., Jackson- 
ville, before preparation of sales talks. 


Farquhar Announces 
Personnel Changes 


Frank E. Hopper is the new sales- 
man for the Waycross territory of the 
Farquhar Machinery Co., Jacksonville, 
Florida. He succeeds Vernon Grimes, 
who has resigned to enter the Bap- 
tist Theological Seminary in New Or- 


leans. Carl W. Montgomery has | 


succeeded Earle Kirkland in the com- 


pany’s ‘Tallahassee territory, while | 
Donald McLean has been promoted | 


from price clerk to city salesman. 
The Farquhar company has com- 


pleted modernization of the second | 


floor of its building and moved the 
administrative offices into an air-con- 
ditioned and fluorescent lighted area. 
This move has provided a larger dis- 
play room on the street entrance of 


the building. 


Whiton Machine Co. 
Opens Chicago Office 


The Whiton Machine Co., New 
London, Conn., opened a Chicago 


office at 310 South Michigan Ave. | 


Vincent T. Peterson is factory repre- 
sentative located at the new office. 


He will be in charge of sales for lathe | 
chucks, centering machines, special | 
purpose milling machines and gear | 


cutting machines. The territory in- 


cludes Indiana, Illinois, Michigan and | 


Wisconsin. 


Black & Decker Mfg. Co. 
Advances Earl Roberts 


Earl Roberts has been appointed 
sales engineer with the Memphis 


branch of the Black & Decker Mfg. | 


Co., Towson, Md. Previously, Mr. 
Roberts had been with the service 
department of Black & Decker at 
Memphis. 

David Rolston has joined the Black 
& Decker organization and will be 
Home-Utility sales representative in 
the Philadelphia territory. 








FLAX PACKIN 


WHY DO Genuine 
BELMONT FLAX PACKINGS 
Seal Securely and Last Longer? 


1 We possess complete facilities for 
their manufacture. 


2 Belmont controls the purchase of the 
raw flax fibre. It is carefully selected 
for length, strength and softness. 


3 The steps of hackling, spreading and 
drawing of suitable rovings are all ac- 
complished within the Belmont plant. 


4 The braiding of rovings: lubricating 
and finishing of the completed packings 
are under expert supervision. 


And Belmont Consumer Advertising 
stresses the important construction fea- 
tures incorporated in each individual 
type of Belmont Packings—the extra val- 
ues that make Belmont Packings seal 
more securely ... last longer. 


Each advertisement tells the buyer to 
see the Belmont Distributor. It creates 
leads and sells for you. Belmont adver- 
tising works for the Distributor. 
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BELMONT 404 (Coil) — Pure 
flax fibre of next fibre length 
to Line Flax. 


Baht ss “aes 
303 (Coil) — 














()i vo Most Any nk 


“ff WITH 00-5 
WORM-DRIVE CLAMP 


“we UNIVERSAL 

“No holds barred” with Aero-Seal. Clamp odd-shaped 
connections, join multiple pipes or ducts together firmly, 
permanently, with these durable steel clamps that con- 
form easily to any shape. Worm drive prevents distortion 
at point of clamping; use again and again. 

Vibration will not loosen. Integral construction — no 
parts to lose. Corrosion resistant —cadmium plated or 
| stainless steel. Available for screw driver or thumb grip. 


ANOTHER | BREEZE | propuct 


ee nt WRITE TODAY FOR FREE SAMPLE! 
LGF ) % HOSE 
Vox 
7 wate KC] rten0- Seal’ tek. 
BREEZE CORPORATIONS, INC. 


Aircraft Standard Parts Division 
33 South Sixth Street, Newark 7, N. J. 


arose WH 
Worm Drive 
Never Works Loose 





ATLAS PERFECT 
CAR MOVER SPURS 


PERFECT 
TEMPERED 
STEEL 


PERFECT Geer 
SHARP a 
EDGES | 


ATLAS PERFECT SPURS are 
made of one of the strongest 
steels available today. There 
is nothing on the market that 
is any better for this purpose. 


SIZES FOR ALL MAKES 
OF CAR MOVERS 


Manutactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St., Milwaukee 4, Wis. 
formerly at Appleton, Wis. 


hi : \ 
‘ AeA , Ge et VAC 
« 


LP A. 














JOHNSON 
XLO Music 
Spring Wire 

Uniform cast 
Uniform tensile 
Uniform size 


Self lubricating 
surface 


Warehouse stocks ® 


JOHNSON 


STEEL AND ‘WIRE COMP ANG? 2. 
WORCESTER 1, MASS. 


Philadelphia Akron Chicago 
Houston Toronto 


Detroit 
Los Angeles 


Cleveland 
Tulsa 


New York 
Atlanta 
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more 
preapaat 


Get complete,-details of 
this profitable, small in- 
ventory stocking plan. 


Speed vise SELLS 
because it SAVES 


SAVES time 
SAVES tooling expense 
SAVE 7 tool crib space 


Yew Literature upon ALGAE 
CARDINAL MACHINE COMPANY 


Glendale, California 











IN THE NEW GENERAL OFFICES at Lewis Supply Co., Memphis, Tenn. 


two vice-presidents confer. 


Seated is L. E. Johnson, visiting him is John West, 


while Miss Margaret Warman, secretary to Mr. Johnson, adds her handsome bit 


to the room. 


Lewis Supply Co. Remodels Its Quarters 


To obtain the maximum efficiency 
and speed in executing orders from 
their inception to delivery, the Lewis 
Supply Co., Memphis, ‘Tenn., has en- 
larged and remodeled its offices at a 
cost of approximately $70,000. 

“Before we began, however,” John 
West, vice-president, relates, “a very 
detailed plan was drawn up which de- 
partmentized our business, kecping 
in mind how best to serve our cus- 
tomers. The result has been a sub- 
stantial increase in sales, and satisfied 
customers.” 

Fluorescent lighting is used through- 
out. A new modern heating system of 


- 


hot air convectors furnishes heat with 
thermostatic control, and a large fan 
is used for continuous air changes. 
Provision has been made for air-condi- 
tioning throughout offices and plant 
to be installed at a later date. 

The offices are equipped with the 
latest type all-steel furniture and filing 
cabinets, and with electric typewriters. 
An inter-communication system con- 
nects all floors and departments. 

In the shipping and receiving de- 
partments, located in the basemen, 
along with storage for some stock 
items, directive signs point the way 
for customers to locate various depart- 


THE CITY DESK COUNTER utilizes formerly waste space in its “innards” to 
display eye-and-mind catching fluorescent-lighted displays of equipment. 


ii 
Nan 


® cd 
multiply 
socket 
screw 


B-RIGHT-ON 


Quality and Service 


“THEY SELL FOR YOU" 


When you fill socket screw orders with 
B-Right-On products, you're building repeat 
business. Unvarying top quality makes Brighton 
Screws tops with buyers . . . brings buyers back 
for more. Brighton service backs you up... 
helps you keep these contented customers. 


Some territories open to qualified repre- 
sentatives. 


Write for full details. 


The Brighton Screw & Mfg. Co. 
1827 Reading Rd. Cincinnati 2, Ohio 


AH 
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Alert distributors, everywhere, 
have found from experience that 
selling VICTOR’S complete line of 
hand and power hack saw blades is 
the sure way to greater profits. 
VICTOR’S high-quality, fast-cut- 
ting and time-saving blades mean 
more satisfied customers who order 
again and again because they know 
that all VICTOR blades give them 
longer wearing and cutting 
qualities. 


VICTOR’S STEELRITE 
METAL MARKING CRAYONS 


Here is another NEW Victor 

profit-making item. Available 

in a variety of sizes and at- 

tractively boxed, these crayons 

are a natural for off-the-coun- 

ter sales. Special extrusion 
process insures uniform strength and 
composition. Markings can be made on 
hot, cold, damp or grimy metals and 
withstand pickling, yet do not affect 
enamel application. 


Don’t forget to order your supply of VICTOR’S 
free selling aids ... the famous Wall Chart, and 
the “Metal Cutting” Booklet 

...ready reference on the se- 

lection, use and care of back 

saw blades for workshop, 

pocket or tool kit. Remem- 

ber...stocking the VICTOR 

line belps to safeguard 

your PROFITS. 


@ 5093 
VIC R SAW WORKS, INC. 
Middletown, N.Y., U.S.A. 
Mokers of Hand and Power Hack Saw 
Blades, Frames and Band Saw Blades 
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ROOM TO SWING A CAT IN, or close a sale, is available to Lewis salesmen, 
each desk-and-phone equipped, where they can bring their customers and business. 


ments, such as “Will Call’, “Receiv- 
ing Department”, etc. Wherever pos- 
s:ble, manufacturers’ products repre- 
sented by Lewis Supply were used. 

One of the important features in 
the remodeling provided for a sales 
promotion literature room of ample 
space where manufacturers’ literature 
and catalogues are stored and made 
readily available for salesmen or their 
customers. An attendant is in charge 
at all times so that literature is kept 
indexed and -properly filed. 

The exhibit room is approximately 
1600 sq. ft. and features power tools 
and heavy machinery on display. Ex- 
hibits are changed at regularly sched- 
uled intervals. At one end of the 
room the city desk counter is located, 
making it necessary for a customer to 
pass by a good part of the display area 
en route for his order. Ten glass-en- 
closed cabinets, individually lighted, 
display smaller items, and under the 
city desk counter also is a well-lighted 
glass-enclosed display cabinet. A fea- 
ture of the room is the adjustable spot- 
lights mounted in each corner of the 
ceiling for high-lighting machinery 
for night display. 

The main general offices are lo- 
cated back of the city desk counter. 
Filing cabinets line the south side, 
executive offices the north side, the 
latter opening into the general offices. 

Off the rear of the general offices, 
a room about 600 sq. ft. is provided 
for the salesmen, with a desk and 
telephone for each of the 12 salesmen 
employed by the company who have 
headquarters in Memphis. 

The engineering department adjoins 
the sales room. W. S. Regenold, Jr. 
is its manager. A separate department, 
of which H. N. Bradfield, Jr. is man- 
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ager, has been created to cover power 
tools and specialty items. All depart- 
mental men have been trained in the 
factories of those suppliers whose ma- 
terials are handled in the respective 
departments. 

The firm recently issued their cata- 
log number 48, of 1200 pages and 
with 30 color inserts. ‘Their last cata- 
log, issued in 1942, contained only 


642 pages. 


Chain Belt Names Jones 
Salt Lake Manager 


Douglas Jones has been appointed 
manager of the Salt Lake City Dis- 
trict office of the Chain Belt Co. of 
Milwaukee. Mr. Jones will operate 
his business as the Douglas Jones Co. 
at 1551 Redondo Avenue, Salt Lake 
City, Utah. 

Mr. Jones has civil engineering de- 
grees from the University of Utah, and 
took post graduate work for two years 
at Cornell University. Subsequently 
he did a great deal of engineering and 
for five years was in charge of sales 
for a Salt Lake City machinery dis- 
tributor. He is well known in Utah 
engineering circles through his activi- 
ties in various engineering societies and 
is vice-president of the Utah Society 
of Professional Engineers. 


Kieley & Mueller 
Define Territory 


John G. Kirkpatrick, Pittsburgh, 
Pa., is a Kieley & Mueller representa- 
tive for Pennsylvania, West Virginia 
and Ohio. An error in a previous 
announcement stated that his terri- 
tory included Pennsylvania, New Jer- 
sey and New York. 








C. J. Dilke 


Rope Firm Names Dilke 
West Coast Representative 


Charles J. Dilke has been appointed 
representative for rope sales in the San 
Francisco area for the American Mfg. 
Co., Brooklyn, N. Y. 

Mr. Dilke, formerly, was head of 
C. J. Henry Co. He will cover the 
marine, fishing, hardware and indus- 
trial fields. 

Warehouse stocks of manila rope in 
sizes from }-in. diameter to 9-in. cir- 
cumference, will be carried at San 
Francisco Warehouse Co., 383 Bran- 
nan Street, San Francisco. 


A. J. Rinander 
Joins Harnischfeger 


A. J. Rinander, formerly with the 
Chicago Pneumatic Tool Co., New 
York, has become a member of 
Harnischfeger Corp., Milwaukee. He 
will supervise field activities, Zip-Lift 
hoist distributors and sales on a na- 
tional basis under the direction of 
E. W. Potratz, manager, Hoist & 
Trav-Lift Crane Division, Milwaukee. 


} 


A. J. Rinander 





This drop-forged ring is} 
| permanently attached to| | Bs 
} each ACCO Registered ie 
Sling Chain. All essential 
identifying information Cc 
shown on both sides of \™® 
Ring, as illustrated, pro- 
tected by outer flange. 9 “\, 


“9S a 


Wanita: an 


BY AMERICAN CHAIN 
‘The Nation’s Chainmaker” 


We believe that the best way to build safety 
into Sling Chains is to make each one indi- 
vidually—to inspect it and test it as though 
it were made to special order. 

From that belief came the idea of ACCO 
Registered Sling Chains. Each sling chain 
made by AMERICAN CHAIN is Registered. 
Each one carries a Certificate of Test and 
Warranty. Every one is identified by a per- 

4 manent metal ring on which is stamped all 
‘, essential identifying information. 


Seno for this catalog 
whichcontainsinformationon 
how to select, use and care for 
sling chains. It is DH-80, 


¢o York, Pa., Chicago, Denver, Detroit, i Los Angeles, New York, Philadelphia 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Pgs a 
S CASE CONTAINS 
2S reer 
P< MRCK 
Tt eet rat aT | 
(UeSiZreo 
Display carton avail- 
able containing ten 
boxes of feeler stock 
in most popular sizes. | 


Demanded by name for years, by machinists and mechan- 
ics in all phases of close tolerance work. Your stock is in- 
complete without a good supply of these convenient 
precision packages. Fourteen standard thicknesses from 
0015 thru .015. Available in 12” strips, ¥2"" wide, each iden- 
tified by thickness and encased in moisture-proof cello- 
phane envelope, 12 pieces each thickness to a box. Coil is 
29’, thickness indicated every 12”, packed in clear plastic 
case. Write for price sheet and stocking distributors’ dis- 
count plan. 


DETROIT STAMPING COMPANY 
332 Midland Avenue Detroit 3, Mich. 





CABAL 


(2) General Purpose Mill (3) Warehouse and Mill 
m 


CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 


INDUSTRIAL 


BRUSHES«-BROOMS 


Get your share of the profitable markets open to you by 

supplying CAPITAL Industrial Brushes cnd Brooms. The 

season is always a “selling” one in metal working plants, 

railroads, warehouses, foundries, public buildings, hotels, 

schools—in fact wherever people gather to work or play 

there is a prospect for some one of the CAPITAL Brushes 
and Brooms. We urge users to buy through 
their local distributor. Returns are g20d—and 
steady. 


(1) “Red Cap” Metal Case 
Broom 


(5) Floor 
Brush 


Broo Broom 


BRUSH AND BROOM MANUFACTURING CO. 
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WORKING MODEL displays absorb 
the attention of Robert L. Craw and 
Clyde C. Carpenter of Harry P. Leu 
Inc., Orlando, Florida. 


Record Citrus Pack 
Boosts Sales Activities 


Harry P. Leu, Inc., Orlando, I'lor- 
ida, has transferred Clyde Carpenter 
and Delmar Ramers from the inside 
to outside sales force. Mr. Ramers, 
a graduate of Ohio University, will 
cover the Pinellos peninsula. 

The company made these changes 
after a substantial pickup in sales to 
the citrus growing and citrus process- 
ing industries. These industries arc 


| preparing for a record pack this year, 


and several new plants are being built. 


Gilmore To Represent 
Webb Belting Co. 


T. H. Gilmore of Wichita, Kansas 


| has been appointed to represent the 


Webb Belting Co. in southern Kansas 
and northern Oklahoma, with head- 
quarters in Wichita. 

Mr. Gilmore has had many years 
of experience in the industrial supply 
ficld and is qualified to handle the 
large number of accounts of the 
Webb Belting Co. in the territory. 


T. H. Gilmore 





Judd Co. To Represent 
D. T. Williams Valve Co. 


The A. E, Judd Co., 2716 North 
Broadway, Los Angeles, Calif., which 
has represented The Schaible Co., 
manufacturers of plumbing and heat- 
ing equipment and vales for the past 
10 years, has been appointed to repre- 
sent the D. T. Williams Valve Co. di- 
vision of the Schaible organization. 

Albert E. Judd, Jr. and Joseph A. 
Berry are co-partners in the Judd firm 
whose territory for the Schaible prod- 
ucts has included southern California, 
southern Nevada, the states of New 
Mexico and Arizona and a portion of 
Texas in the vicinity of El Paso, will 
represent also Schaible’s Williams 
Valve division in the same area. 


Goddard To Direct 
Sylvania Utility Sales 





Charles H. Goddard was named 
manager of utility sales for Sylvania 
Electric Products, Inc., it was an- 
nounced by B. K. Wickstrum, gencral 
sales manager, in New York City. Mr. 
Goddard will be in charge of sales of 
all lighting equipment to municipali- 
tics, railroads and other transportation 


companies, central station sales and 46 “yy 
large utility accounts. 
A graduate of Ohio University, Mr. 


Goddard began in the lighting field 

with the Columbus Railway Power for 

and Lighting Co., Columbus, Ohio. 

He joined Sylvania Electric in 1944 DISCRIMINATING BUYERS 
as merchandise manager of the Fluo- 
rescent Fixture Division and prior to 
that was vice-president of the Pitts- When fittings are selected, rather than mere- 
burgh Reflector Co., with which he ly accepted, the choice is likely to be “K 

had been associated for 14 years. Fittings. This is evidenced by the fact that 

Mr. Goddard served during the war the principal usage of “K” Fittings is in in- 
on the Industry Advisory Committee dustries where the requirements are severe 
of the War Production Board, repre- and exacting—the chemical, food, refining, 
senting incandescent equipment manu- synthetic, paper, textile, ceramic, and fire- 
protection industries. 

“K” Fittings are close-grained, tough, 
smooth, symmetrical. Threads of tapped fit- 
tings are chased full and clean; openings 
chamfered so pipe will enter easily. Faces of 
flanged fittings are accurately milled; bolt 
holes exactly spaced. All “K” Fittings are 
approved by Underwriters’ Laboratories. 

Numerous orders for “K” Fittings are re- 
ceived direct from industrial purchasers. 
These orders are referred to our local dis- 
tributors. 


PRECISION FITTINGS 


KUHNS BROTHERS CO. 
DAYTON 1, OHIO 





Charles H. Goddard 3.000 SHAPES AND SIZES 
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When Purchasing Rope— 
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Established 1804 


PHILADELPHIA, PA. 
Manufacturers Of Quality Rope Since 1804 
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Here’s How One Man 
Can Handle 1500 Lbs. 


Suffalo 
ONE-MAN 
. BARREL 


. TRUCK 


Moving heavy drums and barrels used to 
be a time-consuming job requiring 2 men. 
Now one man can do the job faster with 
this One-Man Barrel Truck. 16” pneumatic 
tired wheels are designed for easy rolling 
on rough surfaces. Set sliding hook in rim 
of barrel, hold truck with foot and pull 
back. That's all there is to it. 


BUFFALO CASTER & WHEEL CORP. 


187 Breckenridge, Buffalo 13, New York 








—— 


=a —— 
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Ea 
SOLDERING PASTE 


Fi) 


= pA 


FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 

FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 











\ Rubyfluidv 
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facturers, and on the Lighting Fixture 
Industry Advisory Committee of 
O.P.A. right after the war. He was 
also Sylvania representative to the 
lighting fixture section of the National 
Electrical Manufacturers Association, 
and a member of the school lighting 
committee of the Better Light, Better 
Sight Committee. During the war, 
he worked with the Army and Navy on 
specialized design of lighting equip- 
ment. 

Mr. Goddard assumed presidency of 
the Illuminating Engineering Society 
in October, having been a member of 
the executive council committee of 
the group for several years. 


Crescent House Organ 
Receives Merit Award 


The “Crescent Comment”, exter- 
nal house organ of the Crescent Ma- 
chine Division of Rockwell Mfg. Co., 
Leetonia, Ohio, recently received the 
Award of Merit in the direct mail 
classification of the annual competi- 
tion of the National Advertising 
Agency Network. 

The quarterly publication, which 
made its initial appearance about a 
year ago, is read by men in weood- 
working plants across the country and 
has received much favorable atten- 
tion from them. 


New Warehouse, Facilities 


For Chain Belt In Dallas 


A new modern warehouse recently 
was opened by the Chain Belt Co. of 
Milwaukee in conjunction with its 
new, expanded facilities for the Dallas 
district sales office at 1611 Dragon 
Street. The new warehouse will give 
the manufacturer’s distributors in the 


| area prompt, efficient off-the-shelf 


service. 

Located only a short distance from 
the Dallas business district, it is con- 
venient and accessible with ample 
parking space. The well lighted, air- 
conditioned offices and store, Chain 
Belt executives believe, will promote 
efficient order handling. 


ae 


DALLAS, TEXAS has a new ware- 
house, opened in that city by Chain 
Belt Co. of Milwaukee at 1611 Dragon 
Street to serve its district office. 
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A PORTABLE POWER plane, illus- 
trated by Mark H. Taylor, of the Stan- 
ley-Carter Division, Stanley Electric 
Tools, had interest recently for A. S. 
Brim, assistant manager and Paul J. 
Stine, general manager, during the two- 
day demonstration held at Harry P. 
Leu, Inc., Orlando, Fla. 





Chicago Nipple Names 
Representative In West 


The Carl H. Roath Co., 1440 
Eleventh Street, Denver, Colo., has 
been appointed manufacturer’s repre- 
sentative for the line of products of 
the Chicago Nipple Mfg. Co. in 
Colorado, Wyoming, New Mexico, 
the five western counties of Nebraska, 
and the city of El Paso, Texas. 

Territory in Colorado, Wyoming 
and western Nebraska will be handled 
out of the Roath company’s Denver 
office by Carl H. Roath and Donald E. 
Biggs. The New Mexico and El Paso 
territory will be handled by Charles 
E. Barnhart from the Roath com- 
pany’s branch office at 2722 Hyder 
Drive, Albuquerque, N. M. 


Baker Truck Names George 
Sales Representative 


Edgar E. George has been ap- 
pointed district sales representative 
with headquarters in High Point, N. 
C., for the Baker Industrial Truck 
Division of the Baker-Raulang Co., 
Cleveland, Ohio. In this capacity, 
Mr. George will serve as material han- 
dling engineer for Baker truck - 
plications and will handle the sa 
of the equipment. 

Formerly, Mr. George was associ- 
ated with Dura-Products Mfg. Co., 
Canton, Ohio, as secretary, treasurer 
and sales manager, and with the Mirro- 
Products Co., High Point, N. C., as 
president. 

Associated with Mr. George is 
James H. Rigby, who has extensive 
experience as methods engineer. Prior 
to joining Mr. George as a materials 
handling consultant, Mr. Rigby was 
with the Du Pont Co. at Wilming- 
ton, and subsequently with Burling- 
ton Mills, Greensboro, N. C., as ma- 
terials handling co-ordinator. 


re 








A HEIN-WERNER HYDRAULIC oon 
is A BASIC MAINTENANCE TO 


— — 


tts easy to move loaded stock bins with 


HEIN-WERNER HYDRAULIC JACKS 


Hein-Werner Hydraulic Jacks exert a powerful, steady push when 
harnessed to a stock bin moving job . . . or many other heavy equipment 
moving jobs in your customers’ plants. There are no better implements 

. more versatile or dependable . . . than H-W industrial jacks for 
moving, bending, pressing, pushing or lifting operations in industrial 
plants. 

H-W Jacks give full power at any angle from horizontal to vertical. 
Each one is factory tested at 1/2 times rated capacity to assure absolute 
dependability. Hein-Werner's exclusive Heinite Piston assures ten times 
the wear of ordinary cups or packings for longer trouble-free service. 

Made in models of. 1 ¥2, 3, 5,8, 12, 20, 30, 50 and 
100 tons capacity. Write us for complete details. 





H-W IS THE ANSWER TO 
1001 INDUSTRIAL 


MAINTENANCE PROBLEMS 





HEIN-WERNER CORPORATION 
WAUKESHA, WISCONSIN 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1949 





* For those who 
profit by selling 
TOP QUALITY! 
STRANDFLEX 


4-SPEED GEAR DRIVE 
FLEXIBLE SHAFT 


awe. 


Tsaauwe 


« 
High Speed Motor 
Gives You 
1700 RPM = 7200 RPM 
3600 RPM 9000 RPM 


al 


Standard Motor 
Gives You 
850 RPM 3600 RPM 
1800 RPM 4500 RPM 


In the long run nothing 

beats quality, for it pro- 

vides customer satisfac- 

tion and the good will 

that results in repeat business. 
That’s why distributors are push- 
ing the sale of the new “STRAND- 
FLEX”’ 4-Speed Gear Drive Flexible 
Shaft Machine. 

4 different RPM are provided, as 
shown above, by an easy and quick 
shift method. Users get depend- 
able long-lived service . . . find the 
“STRANDFLEX” flexible shaft 
machine versatile and adaptable to 
a wide range of uses. 

Acquaint yourself with all features 
by sending for a descriptive folder. 
Be sure to display “STRAND- 
FLEX” on your sales floor ... it 
will help to sell itself. 


will help to sell itself. 


STRAND 


Flexible Shafts and Flexiktle Shaft Machines 


Corporation 


N. A. STRAND & CO. DIVISION 


* 


CHICAGO’S newest building houses the sales and service branch office of the 
Independent Pneumatic Too] Company, maker of “Thor” portable power tools. 


New Branch Buildings 
For Thor In Major Cities 


New factory branch sales and service 
buildings in Chicago, New York, Pitts- 
burgh and Toronto, Canada have been 
constructed recently by Independent 
Pneumatic Tool Co., manufacturer of 
Thor portable power tools. 

The four new buildings, replacing 
previous office sites in the same cities, 
are completely equipped service sta- 
tions staffed by factory trained engi- 
neers, and are located as sales head- 
quarters for Thor distributors and 
users in the respective territories. 

The Thor Chicago branch build- 
ing, largest in the company’s 20-city 
chain, is located at 1405 West Wash- 
ington Boulevard. 

The New York building now is lo- 
cated at 32-34 Greenpoint Avenue, in 
the Long Island City section. 

The Pittsburgh building is situated 
at 204 Thomas Street in that city. 


The Toronto building now is lo- 
cated at 1909 Davenport Road. 

The export division of the company 
will continue to be located at 330 
West 42nd Street in New York Citv. 


Fafnir Bearing Co. ‘ 
Purchases Warehouse 

The Fafnir Bearing Co. of New 
Britain, Conn. recently purchased and 
occupicd a warehouse office building 
at 3408-3410 Elm Street in Dallas, 
Texas. 

Previously, the company had served 
its Dallas territory, comprising sub- 
stantial sections of Texas, Oklahoma 
and Louisiana, from leased premises 
in Dallas. 

The new location provides two-and- 
one-half times as much warehouse 
space as the old, and a much greater 
stock of ball bearings will be carried 
than in the past. 

Wilson S. Shirley is Dallas manager. 


THE NEWLY-ACQUIRED Dallas territory office and warehouse of the Fafnir 
Bearing Co. provides double the capacity of the company’s old quarters. 
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John Albright 


Roper Corporation 
Promotes John Albright 


John Albright has been named 
chief engineer of the pump division, 
Geo. D. Roper Corp., manufacturers 
of rotary pumps. He will supervise 
all development, design and process 
engineering for rotary pump products. 

Mr. Albright has been employed 
in the Roper engineering department 
for eight years and has been respons- 
ible for much of the development and 
improvement in pumps and_ allied 
products. 


American Steel & Wire Co. 
Advances Sales Personnel 


Three American Steel & Wire Co. 
sales officials have been appointed to 
newly-established posts as area man- 
agers of sales for the U.S. Steel 
subsidiary located at New York, 
Cleveland and Chicago. The men 
will report directly to H. M. Francis, 
vice-president of sales, and John 
Graham, the company’s general man- 
ager of sales. 

Named to the post of castern area 
manager of sales was Roswell F. 
Curtis, since 1945 the manager of 
the company’s manufacturers’ prod- 
ucts sales division. Mr. Curtis started 
work with the company in 1920 as 
a foreman in its Worcester plant. 
In his new capacity he will have 
his offices at 71 Broadway, N. Y., and 
his area will comprise the company’s 
Baltimore, Boston, Worcester, New 


York, Philadelphia, and Wilkes- | 


Barre sales districts. 


Appointed to a similar post for | 


the central area, with headquar- 
ters in Cleveland, was Howard B. 


Maguire, the company’s sales man- | 











all sizes malleable chain 


Peoria Malleable offers a complete range of 
sizes and styles — detachable, H class, 400 and 
700 class and attachments. Most sizes are now 
available for prompt delivery. All Peoria Mal- 
leable chain is precision-built, strength-tested at 
the factory to assure finer performance. Also 
complete line of Elevator Buckets. Wise buyers 


look for the “Peoria’’ trademark. 


TINGS C©O- 
MALLEABLE re \LLINOIS 


PEORIA Mees 


FT. OF ALEX 
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@ machinists 
bench 
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© combination 
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e sheet metal 
workers 
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© woodworking 
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© quick action 
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@ solid nut con- 
tinuous screw 


* Fifty-five years of right manufacture recommends every MORGAN VISE you 
sell and every vise that leaves our plant has our unconditional guarantee . 
There’s always a market for the MORGAN line of Vises and they fit into any 
distributor sales plan. Nationally advertised . . . nationally known ... used 
everywhere. We urge users to buy thru their local distributor. 





MORGAN VISE COMPANY nicidoNs Mos. 

















LOWER YOUR COSTS 
By Using The Right 


VIKING PUMP 


FOR YOUR JOB. 


There is no compromise when you pick Vik- 
ings for your job. They are built in the most 
complete range of sizes and styles to give you 
the pump that will helo you cut your pumping 
costs. 


The Viking line assures you of the correct ; as stg 


pump. No wasted power ... no need to ac- Apt i bs ay” SIGGIE. Fi 
‘cept a pump not quite designed for your work y 
or one a WE SOLVE CUTTING PROBLEMS 
They are built 


+ +. or one a little too small... 
little too large. 

to fit YOUR . ‘ ~ 
job. Ask for bai! = Aaud - 
free folder 49- ry '~ Cwere 


AN HONORED NAME SMM. today. 


IN PUMPING 
Pump ComPANY SEND A NOTE FOR MORE INFO 


eimai HH. K. PORTER, INC. 
SOMERVILLE 43, MASS. 


rf 
-) 
“ 
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ager at Detroit since 1933. He joined 
the wire company’s sales department 
in 1919. He will make his headquar- 
ters in the Union Commerce Build- 
ing, Cleveland. The central area, 
which he will serve as area manager 
of sales, includes the company’s Buf- 
falo, Cincinnati, Cleveland, Colum- 
bus, Detroit, and Pittsburgh districts. 

Clarence T. Gilchrist was named 
western area manager of sales, with 
headquarters in Chicago. He was 
Chicago sales manager from 1937 to 
1945 and since that date assistant 
general manager of sales for the Chi- 
cago district. He started as a cashier’s 
clerk with the company in 1907. 
His sales area includes the company’s 
Chicago, Dallas, Denver, Milwaukee, 
St. Louis, Kansas City, and St. Paul 
districts. 

Nine promotions of sales depart- 
ment officials in American Steel & 
Wire also were made. Named to suc- 
ceed Messrs. Curtis, Maguire and 
Gilchrist were Norman M. Sted, now 
manager of the manufacturers’ prod- 
ucts sales division, Maxwell D. V. 
Millard, manager of the Detroit dis- 
trict sales office; and Edward A. Mur- 
ray, now manager of the Chicago 
district sales office. 

The other appointments were: 
Robert M. Page, to manager of the 
Worcester, Mass. district sales, suc- 
ceeding F. Kenneth Sawyer; Paul 
Ketring, to the position of director, 
cold rolled strip sales at Cleveland; 
Harry F. McAnerney to assistant 
manager, manufacturers products sales 
division Cleveland; James R. Mohr, 
to assistant manager, Detroit district 
sales; Fred L. Nonnenmacher to man- 
ager of manufacturers products sales, 
Chicago; and Frank T. Clarke to 
manager of manufacturers products 
sales in New York. 


NEW DIRECTOR of metallurgy 
and research for the Utica Drop Forge 
& Tool Corp., Utica, N. Y. is Dr. 
Falih N. Darmara. 














the recognized, 
accepted and 
complete line of 


PIPE UNIONS 


... with the 


__RECESSED BRASS SEAT 


erie Se ae All-Female Union Tee 


Male-Female Union Tee with 
Made also in All-Female with Union on the Outlet. 
style. 


Union on the Outlet. 


Jefferson Unions are known throughout all pipe-using industries for dependable, care- 
free, drop-tight service. They are time-tested and performance-proved. The name 
‘Jefferson’ therefore has definite sales value. 


By making Jefferson your source of supply, you will be in position to help your cus- 
tomers simplify their piping jobs with unions of known high quality. You can offer 
the exclusive Recessed Brass Seat with its protection against pipe ends coming in 
contact with it. Furthermore, you can furnish unions of high tensile strength air- 
refined malleable iron, with every union air-tested before shipment. In short, you 
can build a never-ending list of satisfied customers. 


Investigate the Jefferson line . . . now. 


1 “B” 3-part Flange Style “E’ 2-part Flange Style ‘“‘D’ 2-part Flange 
ol for test pressures up % Union for test pressures up to Union for test pressures up to 
2000 Ibs. 000 Ibs. 4000 Ibs. 


JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N-. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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holes - *.° 
rin 3 handy 
ch 


THEY SELL 


as fast as they drill 
... and they’re an 


OPEN LINE! 


y= THESE Carboloy Masonry Drills 
drill such accurate holes, so quickly 
and easily, and they last so long—that 
they almost sell themselves! 


If you’re interested in customer- 


satisfaction, and a steady flow of profits, 
you're eligible to sell these drills. 


Don’t wait. Send us the coupon today, 
and we'll give you the full story on this 
profitable opportunity ... no cost or 
obligation. 


CARBOLOY COMPANY, INC. 
11131 E. 8 Mile Avenue, Detroit 32, Michigan 


CARBOLOY: 


MASONRY DRILLS 


SEND COUPON TODAY TO FIND OUT MORE ABOUT 
THIS PROFIT OPPORTUNITY 


CARBOLOY COMPANY, INC., 
11131 E. 8 Mile Avenue, 
Detroit 32, Michigan 
Gentlemen: 
Send us your resale proposition on 
Carboloy Masonry Drills. 


NAME 





TITLE, 





COMPANY. 





ADDRESS. 
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Sy 
R. A. Gray 


Sparks, Gray Promoted 
By Christopher Co. 


R. A. Gray has been named secre- 
tary of the J. G. Christopher Co., 
Jacksonville, Florida, succeeding G. 
W. Sparks. Mr. Sparks was recently 
promoted to the post of vice-president 


and general manager of the company. | 


Mr. Gray has been with the firm for 
ten years. 

M. M. Chamblee has been ap- 
pointed to the city sales staff. 

The company has modernized its 
administrative offices and installed a 
new air conditioning system. Fluo- 
rescent lighting to provide higher in- 
tensity has also been added. 


|G. E. Lamp Department 


Establishes New Districts 


Three new sales districts have been 
established in 
organization of General Electric’s 
Lamp Department: the Connecticut 
Valley je district, New Haven, 
Conn., with Elbert A. Hawkins as 
manager; the Texas Gulf sales dis- 


| trict, Houston, Tex., with George S. 


Trotter as manager; and the Puget 

Sound sales district, Seattle, Wash., 

with Lloyd R. Wilson as manager. 
Walter J. Pitblado, formerly man- 


| ager of the Portland service district 


will succeed to Mr. Wilson’s old 
position as manager of the North 
Pacific sales district, Portland, Ore. 
Alex C. Ham has been named Port- 
land service district manager. 

The additions bring to 34 the num- 
ber of sales districts operated by the 
G-E Lamp Department. 


Enos & Sanderson 


Issues New Catalog 


The Enos & Sanderson Co., Inc., 
of Buffalo, N.Y., recently received 
delivery on its 3,000-odd new cata- 


| logs, published by Wisconsin Cuneo 


Press. 





the nationwide sales | 





We have a 
copy for you- 


. + « facts about industry's 
rating of gauges that you 
will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
comers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, tll. 


the gavge 
with the - 


P d 
an quickest an 

Recalibrator has been 

“"Reca Finishing 


a g 
justment—the 


GAUGES *® VALVES © TRAPS 
DIAL THERMOMETERS 


HEATING SPECIALTIES 
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Lee Bertoy 


Nott Co. Names Bertoy 
Assistant Sales Manager 


Lee Bertoy has been appointed to 
the position of assistant sales manager 
of the W. S. Nott Co., distributors 
of Minneapolis, Minn. Mr. Bertoy 
is widely acquainted in industry 
throughout the upper midwest. 

IIe has acted for the last ten years 
as northwest representative for Inde- 
pendent Rubber Co., Chicago, Ill. 
and is a specialist in mechanical power 
transmission and industrial rubber 
products. 


Manning, Maxwell & Moore 
Sponsors Sales Contest 


As a contribution toward the ac- 
complishment of a reduction in dis- 
tributors’ inventories in Manning, 
Maxwell & Moore products, that com- 
pany recently held a sales contest in 
which only its field selling organiza- 
tion took part, pushing the sale of 
“Budgit” hoists, “Budgit” chain 
blocks and “Tugits”’. 

Three prizes were offered, presented 
in cash or merchandise: for the high- 
cst total points, $250; for the second 
highest total, $150; for the third high- 
est total, $75. Each “Budgit’’ hoist 
sold earned 15 points; each chain 
block sold earned 10 points; and each 
“Tugit” hoist sold earned 5 points. 


Orrell Made Hays P. A. 


Stanley Orrell has been made pur- 
chasing agent with the Hays Supply 
Co., Memphis, Tenn. Formerly, he 
operated a supply firm in New Or- 
leans, La. and was affiliated, also, for 
a number of years with the Lewis 
Supply Co. in Memphis. 


Literally thousands of these new Vaco 
ZB50 kits sold in just a few months 
prove that buyers, engineers, mechanics 
... in fact anyone interested in tools... 
can’t resist this beautiful 5-in-1 screw 
driver set. 


There’s a good reason why the ZB50 
is a best seller, day in and day out. It’s 
the handiest, most useful, most attrac- 





Introduced in '48, the Vaco Duplex 

i] d abov ti month by 
month, to break all previous sales 
records. One publicity item alone 
featuring its handy character produced 
thousands of inquiries. The reversible 
blade gives the user a regular and Phillips 
screw driver in one easy-to-carry unit. 
Exclusive, no-wobble construction makes 
this beautiful too! outstanding. Finest 
Vaco quality at an attractive, low price. 
Available in two sizes. Full information 
on request. 


type. Pr 
Color 





PRODUCTS CO. 
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Ofusely j] 


Full 


tables to fit of 


tive value you’ve ever seen! Three regu- 
lar and two Phillips blades fit inter- 
changeably into the clear, break-proof, 
shock-proof Amberyl* handle... giving 
the workman all the drivers he needs 
in one compact package that easily 
fits into the back pocket. 


The price? It’s exceptional, at $2.95 list. 


Of thi 
lustrated ts ! 
gPPlication 
anne % the | 

¢ Sellin Sel 
man’s kit ce ! . 


317 East Ontario Street, Chicago 11, Illinois 





OCA 
10015 


have hand-honed 
cutting edges 


Cutting edges 


are accurately 
machined, and 
then hand-honed 
for a lasting 
keenness.-- 








TOOL No. 40-7” 


High Leverage 
Diagonal Pliers 


Sold Through 
Recognized 
Distributors 


menecane PY) weasons: 


1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 


UTICA DROP FORGE and TOOL CORP. 


UTICA 4, NEW YORK 








Sl WD i FT SIGHT-FEED 
OIL CUPS 

Swift Glass Body Oil Cups are a high 

quality product in polished brass finish. 

The glasses are tough, crystal clear 

Pyrex, unaffected by heat and resistant 

to straining. The glass bowls are all es- 


tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 
ings and other points where there is no 
back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust and dirt from the bowl. Capacities 





from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 
made for gravity feeding of oil against 
pressure as on gas engines, blowers, 
vacuum pumps and low-pressure air 
pumps. Capacities from 1 oz. to 18 oz. 


WRITE FOR LATEST BULLETIN 
24 HOME STREET 


SWIFT LUBRICATOR. CO., INC., 
ELMIRA, N. Y. 





BIGGEST STEAM TRAP NEWS 
iM dO yeas / 


Duo-Step Leverage — can 


save thousands of dollars 
annually for steam trap users 
-.-in lower initial costand 
greater drainage efficiency. 


DUO-STEP LEVERAGE NOW AVAIL- 
ABLE IN THESE CLARK STEAM TRAPS 


€. (A ""71-D"", "80-0": SERIES &*1800-D" 
“1900-D"’ SERIES 


INCREASES TRAP DRAINAGE CAPACITY OVER 100% 


ps 4 fe ae 
puo- Stepte ve 
verege tedoy? 


STEAM TRAPS AND FLUID CONTROLS 
THE CLARK MANUFACTURING CO. «1830 E. 38th St. CLEVELAND 14, OHIO 
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Martin Walter 


New Bedford Cordage 
Elects Walter President 


Martin Walter has been elected 
president of the New Bedford Cord- 
age Co., New Bedford, Mass. man- 
ufacturers of manila, sisal and nylon 
rope. He succeeds George W. Hay- 
wood, who has resigned. 

Mr. Walter, an M. I. T. graduate, 
joined New Bedford’s experimental! 
staff in 1926 and continued in that 
capacity until 1928, when he was 
made mill manager. In 1938 he be- 
came a director of the company and 
in 1940 was promoted to a vice- 
presidency. 


Morse Chain Co. 
Names Reynolds Secretary 


Walter M. Reynolds of Dearborn, 
Mich., has been elected secretary of 
Morse Chain Co., a division of Borg- 
Warner Corp. Mr. Reynolds also 
retains his post as controller of the 
division, which operates plants in De- 
troit, Ithaca, N. Y. and England. 

The duties of treasurer of Morse 
Chain have been assumed by R. P. 
Johnson, the first vice-president. The 
positions of secretary and treasurer 
now filled by Messrs. Reynolds and 
Johnson formerly were combined in 
one office held by the late Stanlev B. 
Waring. 





MANY HANDS make light work of 
the day’s business at Textile Mill Sup- 
ply Co., Charlotte, N. C. when the 
office force begins its labors. 


GARDINER 








Customers demand the solder that =— wigan 
brand solder. 
TIGHTER... Federated Gardiner nena” 
; ively colored packages, 
Il sell it. Comesin attract ; : 
— compositions. Acid Core, Solid Wire, Rosin Core 








CALDER .. . the Dresser Line 


for Bigger. Profits... Easier Sales 
WHYALLA 


BUILT RIGHT—Best materials throughout . . . tool 
steel cutters . . . Right and Left hand Threaded Bushings 


for Automatic Tightening. S \\ \ 
‘ 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 


WAAAY 


Also CALDER Fine Diamond Dressing Tools 


NANANA NN ANNA NR ee RN NS \\ 
\ SOLD ONLY THROUGH DisrRiBuroRS \ 
QQ ARAL 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 
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REASONS 
WHY 


TO 


Meals more 
$$$$$ 


These two new Stow portable power 
tools were developed to provide a com- 
pact, versatile machine capable of do- 
ing a wide variety of jobs . . . grinding, 
buffing, routing, brushing, filing . . . 
at a price that brings them within the 
range of every tool-room or workshop 
customer. 


Stow Jiffy machines are efficient 

proven, adaptable—and so economical 

fl of first cost— 

and operation 

.—that sales 

potential is 

unlimited! 

Tool Rooms 

. . . Factories 

core Auto 

Shops... 

Hobbyists . . . 

all are your 

market! Best 

of all — each 

s a | e creates 

more profit 

p ossibili- 

ties through 

the fine assortment of accessories 
available for the Stow Jiffy Tool. 


YOU‘LL BE INTERESTED IN 
STOW’S DISTRIBUTOR PROPOSI- 
TION. WRITE TODAY FOR FULL 
INFORMATION ON THE NEW 
STOW JIFFY TOOLS! 


STOW Flexible TOOL SHAFTS 


Seventy-four years of “know-how” 
in solving Power-Drive and Re- 
mote Control problems are packed 
into the new Stow booklet on 
Flexible Shafting. 


Send for your free copy today. 


MANUFACTURING CO. 
TO 5 Shear St., Binghamton, N. Y. 





CLERICAL duties at Gastonia Mill 
Supply Co., Gastonia, N. C. are han- 
dled by Mary C. Craven, June Aber- 
nathy and Mary Emma Craig. 








| SKF Names Ogle 
Industrial Sales Head 


Emerson D. Ogle was named mana- 
ger of the industrial sales department 
of SKF Industries, Inc., it was an- 
nounced by R. R. Zisette, general sales 


manager of the ball and roller bearing 


firm. 


Mr. Ogle succeeds C. D. Cum. | 


mings who resigned. Mr. Ogle is a 
native of Catonsville, Md., and joined 
SKF in 1937 as an engineer trainee 
after being graduated from the Uni- 
versity of Maryland. He served two 
vears as field engineer in the Buffalo 
sales office and for the last two years 
has been manager of the automotive 
and electrical section of the industrial 
lepartment. 


A. P. Schmauch 
Joins Rockwell Mfg. Co. 


A. P. Schmauch has been ap- 
pointed manager of industrial engi- 
necring for the Rockwell Mfg. Co. of 
Pittsburgh, Pa. 

Prior to joining Rockwell, he spent 
several years with Albert Hamond and 
Associates as a consulting produc- 
tion and industrial engineer. He was 
affiliated also with Armco Steel Corp., 


Sega —" me 


A. P. Schmauch 
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W 
MACHINE TOOL SALES 


These modern methods 
help open new markets 
and build goodwill 


ERE’S successful machine tool sell- 

ing, distilled from the experience 
of dozens of top-flight machine tool sales- 
men and users of industrial production 
equipment. 

_. Every page of this new sales manual is packed 
with concrete suggestions that help you sell more 
prospects and increase your unit sales. It enables 
you to determine a prospect's specific needs, and 
adapt your sales strategy to suit the situation. 
You get the facts on how to answer tooling prob- 
lems in terms of the equipment you are selling 
. . . how to make accurate estimates and present 
quotations . . . how to close the sale . . . how 
to service the account for continuing business. . . 
and how to survey the market to develop new 
leads. 

Practicality assured! 


All of the hard-hitting selling methods com- 
piled in this manual came out of a comprehensive 
sales refresher course sponsored by the National 
Machine Tool Builders’ Association and the Ameri- 
can Machine Tool Distributors’ Association. 


Just published 


By Harry J. Loberg 


Professor and Head, Dept. of Industrial and Engi- 
neering Administration, Sibley School of Mechanical 
Engineering, Cornell University 


203 pages, 6 x 9, $3.50 


Here's effective machine tool selling based on the 
actual dollar return to your prospect on his investment in 
your products. It explains how to show the ways your equip- 
ment can save him money and step up his output—without 
guesswork on your part. This practical manual helps you 
use sales engineering to develop new business and keep the 
“‘Welcome’’ mat out where you've already sold. 

Here are just a few of the basic topics treated 
fully, without any wasted words, in this guide- 
book: 


—assessing territory for potential business 

—following industrial changes in your market 

—buying motives of large vs. small manufacturers 

—planning the sales talk without ‘‘canning’’ it 

—handling group interviews with maximum results 

—using photos, slides, films, printed matter in sales 
interviews 


A few of the 25 solid chapters! 


The Four Fundamentals of Machine Tool Selling ¢ The 
Buyer’s Slant on Past Performance ¢ Analysis of Cus- 
tomer Personality ¢ Market Analysis ¢ What Does the 
Buyer Want? ¢ Tooling Up the Job e Work Simplifica- 
tion ¢ Selecting the Equipment to Be Offered ¢ Eco- 
nomics of Installation ¢ Sales Presentation ¢ Sales Engi 
neering Interviews ¢ Sales Procedure—the Written Word 
¢ Selling Tools e Analyzing Failure ¢ Follow-through 
after Sales ¢ Paper Work and Procedures ¢ Cost of 
Selling ¢ Selling to the Government. 


10 DAYS’ FREE EXAMINATION 


McGraw-Hill Book Co., Inc., 330 W. 42nd St., NYC 18 
Send me Loberg’s Machine Tool Selling for 10 days’ 

| examination on approval. In 10 days I will remit 
$3.50, plus few cents for delivery, or return book 
postpaid, (We pay for delivery if you remit with this 
coupon; same return privilege.) ~ 


J Posttion ....2.-. 2s seseenseesesesseneees ms-10-49 | 
This offer applies to U.S. only 
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Republic Steel Corp.-and Pharis Tire | 


& Rubber Co. 


Mr. Schmauch is a member of the 


Professional Engineers of Georgia. He | 


will make his headquarters at the 
home office in Pittsburgh. 


Tyson Names Lange 
Regional Sales Manager 


George M. Lange has been ap- 
pointed regional sales manager for 


the midwest area by The Tyson Bear- | 


ing Corp. of Massillon, Ohio. Robert 
R. Flaisig, formerly a Tyson inspector 
and metallurgist, and until recently 
a special representative of the com- 
pany, has been designated regional 
sales manager for the eastern territory. 

The Michigan-Ohio territory will 
be serviced direct from the factory 
under the supervision of the assistant 
sales manager, Ivan C. Mann. 

Mr. Lange served successively as 
sales engineer and district manager 
for The Timken Roller Bearing Co. 
from 1927 to 1944. Immediately 
prior to his new appointment he was 
a project engineer for the Excello 
Corp. of Detroit, Mich. 


O’Connell Will Represent 
Star Tubular Products 


W. J. O'Connell has resigned his 
position with the United Plumbing 
& Mill Suppliers, Inc. of Louisville, 
Ky., to become sales representative 
for the Star Tubular Products Co. of 
Chicago. 
Ohio, Indiana, Kentucky and south- 
ern Illinois. 


Mr. O’Connell was sales manager | 


at United Plumbing for the past three 
years. 


W. J. O'Connell 


His territory will include | 





TR Steel Loading Chain 
is fabricated from electrically butt- 
’welded carbon steel links. The short 
links permit tight binds when used 
with a load binder. It is a favorite in 
the lumber industry for loading and 
binding logs, and wherever a short 
link chain is required. TM Steel 
Loading Chain will pull stiff before 
breaking. Easily identified by a brass 
tag located in every 20 ft. of chain. 


T™ Hi-Test Steel Chain is man- 
ufactured from C-1017 steel butt- 
welded links. High tensile strength 
and long wearing qualities enable it 
to withstand proof tests far greater 
than those of ordinary low carbon 
steel chain. Its use in mines, oil fields 
and lumber camps and by original 
equipment manufacturers is evidence 
of its exceptional strength as a small 
diameter chain. Easily identified by a 
brass tag located in every 20 ft. 


TM Wire Rope End Chain adds 
economy... safety...flexibilityand long 
life to your complete wire rope-winch 
assembly. The entire chain and the 
hook is made from Taylor Made Hi- 
Test Steel. It’s heat-treated— it’s tough 
and has greater resistance against 
wear than proof coil or BBB chain. 


S. G. TAYLOR CHAIN CO. 


72 14st Street, H 
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TM HI-TEST 
STEEL CHAIN 


TM STEEL 
LOADING CHAIN 


TM WIRE ROPE 
END CHAIN 


Taytor Mape— 
hatu 


ALLOY 


“THE BEST BY TEST 
SINCE 1873." 


231 





your 
customers 
depend 


MACOR 


Scoops 


Your customers know they can de- 
pend on MAGOR’S reputation for 
quality. That's why they ask for 
MAGOR scoops, shovels and 
spades by brand names*. The 
MAGOR brand on the handle 
means long-time, dependable 
service, because the special steel 
used in all MAGOR implements 
is normalized to prevent splitting 
and turning of the cutting edges. 


Stock MAGOR for more volume, more 
profit, more satisfied customers. 


*Arrow Brand — Bull’s-Eye Brand — 
Gold Target Brand. 
@® 4524 


| noon sessions. 
| sales manager for the Lunkenheimer 
_Co., described products, their features 





MAGOR 


| CAR CORPORATION 


SHOVEL DIVISION | 
| 50 CHURCH ST., NEW YORK 7,N.Y. 
=a 











DISTRICT MANAGERS of the 
Lunkenheimer Co., C. R. Williams, 
Philadelphia (extreme left), H. T. Wil- 
ber, Boston (third from left), and Bill 
Agert, New York (second from right), 
posed with W. W. Jones of the Desco 
Corporation, H. S. Coyne of Hartford 
Mill Supply, Paul E. Du Bois and 
Thomas Morris of Wycoft and Lloyd, 
and D. P. Sullivan and Henry S, Allen 
of M. J. Daly & Son. 


Lunkenheimer Holds 


_3-Day Sales Meeting 


More than 125 distributors and 


_ their salesmen attended the opening 


session of a three-day sales meeting 


| held by The Lunkenheimer Co. at the 
Hotel Statler, New York City, re- 
| cently. The following two days of the 


meeting were devoted to sales repre- 


| sentatives of The Lunkenheimer Co. 
| from the Boston, New York and Phila- 
| delphia branches and from the Export 


Division. 
The opening day was devoted to dis- 


| tributors and their salesmen. The pro- 
| gram started at 10 a.m. and continued 
| until 1 p.m., when lunch was served 


in adjoining rooms. ‘The afternoon 


| session started after lunch and con- 


tinued until 5 p.m. when the day’s 
program concluded with a cocktail 
party. 

Product features and applications 
dominated both morning and after- 
Harold H. Layritz, 


and applications with the help of a 
VisualCast machine which projected 


| slides upon a large screen. Mr. Lay- 
| ritz answered questions from the floor 
| during his exposition. 


Among the subjects discussed at the 
meetings for the company’s branch 
representatives were: Delivery Prob- 
lems and Effect on Customer Rela- 
tions; Marketing Policy; How To Hold 
Distributors’ Sales Meetings; and 
What Can We Do To Increase Sales. 

W. J. Angert, New York branch 


| manager, welcomed the distributors 


at the opening session and introduced 
Homer E. Lunken, first vice-president 


| and assistant general manager; Harold 


Wilbur, Boston branch manager; C. 


| Roger Williams, Philadelphia branch 


manager, and Mr. Layritz. Mr. Lay- 
ritz conducted the remaining sessions. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1949 


MIXING WITH the distributors be- 
fore the meeting started was Harold 
H. Layritz (fourth from right), sales 
manager of the Lunkenheimer Co. 
Others are Frank Pilgrim, Jack Mulli- 
gan, Ed Hendess, Tom Ruane, R. W. 
Carter and Jack Stromp of the W. S. 
Wilson Co.; Jim Seanan of W. L. 
Smith & Co.; E. A. Burwell of Per- 
rigo, Inc.; and Henry Pierce of the 
B. F. Gilmour Co. 


E. Lunken (fifth from left, standing) 
to distributors attending the eastern 
district sales meeting of the Lunken- 
heimer Co. Included in the grounp 
are Paul Du Bois and Thomas E. Mor- 
ris of Wycoff & Lloyd Co.; Paul P. 
Auerbacher and Stanley W. Jones of 
Jones and Auerbacher; Lynn Dosh, 
Robert Lee Curtis and Bob McLean 
of Carey Machinery and Supply Co.; 
John Sheafer and Wm. Murphy of 
J. B. Baxter & Son; and Ed McAbee 
of Lunkenheimer. 





Hurlburt, Schutz 
Named Rockwell Ad Managers 


Edward Hurlburt has been ap- 
pointed manager of consumer adver- 
tising and Walter E. Schutz manager 
of industrial advertising of the Power 
Tool Division of Rockwell Mfg. Co., 
Pittsburgh, Pa. Fran Hopp was 
named assistant manager of indus- 
trial advertising. 

The Power Tool division markets 
Delta, Crescent, Multiplex and Delta- 
Homecraft wood and metal working 
tools manufactured by Rockwell. 

Mr. Hurlburt has been advertising 
manager of the Ritter Co., Rochester, 
N. Y., since 1942. Previously he was 
assistant advertising manager of the 
Taylor Instrument Companies of 
Rochester. 

Mr. Schutz has been advertising 
manager of the Delta Mfg. Division 
of Rockwell for a number of vears. 
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J. E. Terry 


Superior Mfg. Assets 
Acquired By Toledo Firm 


The assets of the Superior Mfg. Co. | 
of Cleveland have been acquired by | 
the Bingham-Herbrand Corp. of To- | 


ledo and Fremont, Ohio, and will op- 


erate in the future as a part of the | 


Herbrand Division. 
Mr. J. E. Terry, who has been asso- 


ciated with Superior since its founding | 
in 1932, will carry on as general man- | 
ager of Superior Mfg. The firm’s line | 


is being improved and enlarged. 
Superior Mfg. is located at 1302 


Ontario Street, Cleveland 13, Ohio. | 


Levinson Named To Chair 


Of Iron And Steel Group 


Albert Levinson, president of the | 
General Pipe & Supply Co., Los An- | 


geles, has been named chairman of the 
public relations committee of the Na- 
tional Scrap Iron and Steel Institute. 
Mr. Levinson is the first westerner 
and the youngest member to hold a 
chairmanship in the institute. 





SALESMEN Ray Smith and Clarence 
James discuss catalog additions at the 
Belt-Rope Supply Co.’s branch in 
Utica, N. Y. 
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RUST-OLEUM Stops Rust! 


ciel 





In the first six months of 1949, Rust-Oleum sales were 26% greater than 
for the same period in 1948—and, month by month, they continue to show 
substantial gain. That's solid proof that Rust-Oleum has the sales power 
that distributors want. Positive protection for metal against rust is a 
“must” in every maintenance program. Rust-Oleum’s effectiveness in 
stopping and preventing rust is outstanding. Fach new sale makes a 
repeat buyer. 


Every industry is a possible buyer. Factories, utilities, public works de- 
partments and thousands of other potential users need Rust-Oleum low- 
cost, long-lasting protection. It cuts Preparation time, goes on faster 
right over the rust, saves valuable “man hours” in application and out- 
lasts ordinary materials many times. Our plan of selective distribution 
and hard-hitting sales promotion gets results for distributors. 





Rust-Oleum Makes Money for Distributors --Here’s Why: 





@ Rust-Oleum is a good profit, REPEAT SALE line that offers practical time, 
labor and money-saving advantages. 


@ An exclusive formula provides a powerful sales story that gets new business and 
wins more volume from established accounts. 


@ Rust-Oleum gives lasting protection—at a big saving over any other anti-rust 
method. It prevents rust . . . and is decorative too—available in aluminum, all 
colors and white. Dries to a firm, hard finish. 


@ It’s very easy to apply. No sandblasting or chemical cleaners are necessary. 
Brush, dip or spray after wire-brushing. 


@ Rust-Oleum is easy to sell—salesmen require no complicated technical knowledge. 


@ Advertising in Time, Newsweek, Business Week, Factory and other nationally- 
read publications, plus direct-mail, directories and our complete catalog in 
Sweets’ draws salesmaking inquiries for distributors. 


@ A proved sales program, backed by Rust-Oleum’s trained field engineers helps 
you to get sales volume faster. 


Write today for complete information on Rust-Oleum's tested promotion 
plan based on selective distribution and sales promotion program. 


CORPORATION 





2413 Oakten St., Evanston, Illinois 
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THE PHILIP CAREY MANUFACTURING COMPANY. 


BUILDING MATERIALS Canon INDUSTRIAL propucts 
LOCKLAND. CINCINNATI 15. OHIO 


ADVERTS inG DEPARTMENT 


Fevruary 10, 1949 
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ify Jand purchase our industrial products... 
...the readers of FACTORY” 


The Philip Carey Mfg. Company knows its sales targets and knows how 
to hit dead center, too. The makers of Carey building materials and indus- 
trial products have long recognized the importance of reaching tlie Plant 
Operating Group — the men who exert a vital influence on the purchase 
of Carey products that serve industry. According to Frank J. Smith, 
Advertising Manager: 











“One of our major sales targets is to reach the plant operating men 
who specify and purchase our industrial products . . . roofing, siding, 
flooring, pipe and boiler covering, asbestos duct, to name a few. We 
have found from experience that this target coincides with the ° 
readers of Factory.” 
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The story of Carey products in Factory helps Carey distributors and 
salesmen in four ways: 






@ making contact with plant operating men 





@ arousing interest among plant operating men 





@ creating preference among plant operating men 





@ selling the men they cannot always see personally... the men behind the orders 





Factory reaches these powerful buying influences most effectively 
because it is edited for and concentrates its circulation on the Plant 
Operating Group. Its more than 51,000 paid circulation includes more 
subscribers in the Plant Operating Group than any other monthly business 
magazine serving the manufacturing industries. This group, the heart of 
multiple-influence buying, prefers Factory because timely reporting and 
editing make it a highly useful guide to action on the many manufacturing 
problems which demand prompt solution. And this is a significant reason 
why industrial distributors and salesmen welcome product advertising 
in Factory. 
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If you’d like to see for yourself why so many of your customers look to 
Factory for help on their daily jobs. we'll be glad to send you a com- 


PACTORY 


MANAGEMENT AND MAINTENANCE 
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A McGraw-Hill Publication, «© 330 West 42nd Street, New York 18 WN. Y. 
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“UNBRAKO” Socket Screw Products—manufactured from high-grade alloy steel, 
to close tolerances—have these outstanding advantages: INTERNAL WRENCHING 
. Promotes compact designs . . . saves space, weight, materials and costs; 
KNURLING . . . an exclusive “UNBRAKO” feature—which on the head of the 
“UNBRAKO” Cap Screw speeds assembly—and on the points or threads of the 
“UNBRAKO” Set Screw assures positive Self-Locking. All of our patented 
“UNBRAKO” Set Screws, regardless of point, are excellent SELF-LOCKERS . . . sizes 
available in a full range of diameters, lengths, thread series and types of points. 


And these Quality Products—widely recognized and accepted by industry—are 
profitable and easy to sell because, they are produced in a fully equipped, modern 


peste plant, and merchandised by effective sales promotion, consistent business paper 


Ry Baa | advertising and prompt, courteous service to your customers. 


“Unbrako” in 1934. 
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"BOX 519. JENKINTO WN, PENNSYLVANIA 
“Serving Industry continuously since 1903 through Industrial Distributors” 
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Look for 
“slow-down”’ 
spots! 


Whenever you're in a factory, mill, 
warehouse, garage, automotive serv- 
ice station or repair shop; on a farm; 
in a big food-processing plant or food 
manufacturer—any place where 
load-handling plays a big part in the 
day's work — look for those ‘“‘slow- 


down" spots that hold up production. 


Whenever or wherever you find 
them, you've found a market for selling 
‘Budgit’ Electric Hoists. You won't find 
it difficult to sell the man at the top 
on ‘Budgit’ Hoists once you tell him 
how they increase production, elimi- 
nate all slow-down spots, lower op- 
erating costs, safeguard his workers 


from rupture and sprained backs. 


Don't forget the time saved, too. 
Time that means profit to the man 
and the company using easy, fast 


lifting, portable ‘Budgit' Electric Hoists. 


It’s a good idea to carry 
a supply of Bulletin No. 
391 with you to help you 
sell ‘Budgit’ Hoists. If 
your supply is low, write 
us for more. 


‘BUDGIT™ 
 Hossts 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, 'Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated' Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 


MANNING 
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You'll find the new ‘Tugit’ Hoisfy sells 
itself to the farmer with @ fence to 
stretch; a mill or factory foreman with 
new machinery or equipment te in- 
stall, a telephone gang with power, 
telephone, and guy wires to pull,taut, 
truck body manufacturers | vith door 
frames to square, contractors. with lots 
of close-quarter lifting jobs te be 
done, and a host of others such as 
road crews, railroad repair ‘shop 
crews. Wy 
i) 

Here's just part of your market — 
a market where handy)’ paftable 
‘Tugit' Hoists are needed for doing all 
kinds of lifting, pulling, and tighten- 
ing jobs. Construction gangs, service 
shops, fence erectors, scrapyard’ fore- 
men offer you additional markets for 
selling ‘Tugit’ Hoists. 


The small, toolbox size of’g ‘Tugit' 
Hoist, its light weight but great 
strength, its accuracy\in spotting 
loads, its specially designed grip 
which prevents the handle. slipping 
from the operator's hand, and the 
fact that it's a lever-operated hoist 
with gearing and automatic brake are 
selling features you'll want to em- 
phasize. 


Running low on Bulletin No. 
388? If so, a posteard will 
bring you as many as you 
need to help you sell ‘Tugits.’ 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, 'Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen' Electrical Instruments. 
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You can always assure your 
customers of prompt deli- 

very when you purchase 
ALLMETAL Stainless Fas- 
teners. From our large and 
complete stock you can 
obtain immediate delivery of 
Stainless Screws, Nuts, Bolts, 
Washers, Rivets, Pins, Nails, etc. 
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backfires 


(Don’t start here—turn the page) 
of planned distributor sales meetings and keep his 
own score, then show his fellow-members of the manu- 
facturers’ association what results can really be 
accomplished. 

**You and | both know that groups of manufacturers 
won’t budge an inch until one of their members jumps 
the gun and makes some improvement. Just as soon 
as one gets ahead of the parade, then the whole bunch 
scrambles to get aboard. Maybe the chief function of 
an association of manufacturers is to preserve the 
status quo. That, and also to establish the pace of 
the slowest for all members of the group. | wouldn’t 
know about that, but sometimes it seems that way. 

“One thing | do know and that is that seven out of 
ten of our sales meetings, conducted by our suppliers, 
are an absolute waste of time; two are so-so, and the 
remaining one, worthwhile. Something ought to be 
done about it.”’ 


There it is — what do you think about ir? 


ARCH MORRIS 
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THE PUBLISHER’S PAGE 


... where the views expressed are his own 





SALES MEETINGS 


During the last several months, I have received 
numerous letters and had a number of telephone 
conversations in connection with ‘‘manufacturers’ 
participation in distributors’ sales meetings”’. 

It seems to be a red hot subject right at the present 
time, and, due primarily to a questionnaire that was 
sent out recently to distributors by an advertising 
agency to get the feeling of the distributor as to the 
effectiveness of manufacturers’ efforts at such 
meetings. 

It certainly seems to have stirred up a hornet’s 
nest, and it has been rather a shock to me to learn 
that far more than 50 percent of the efforts of manu- 
facturers, to stimulate distributors’ sales forces seem 
to be worse than worthless. In fact, for all concerned, 
it would have been better if most of these sales 
meetings had not been held. 

I am quoting below a letter: from one distributor 
which is typical of others I have received. It is repro- 
duced without any comment, but I would be interested 
in hearing from other distributors, and particularly 
from distributors’ salesmen, because certainly the 
subject is worth pursuing. 


* 7 * 


“Thanks, Arch, for your recent letter. | believe you 
are correct in thinking that a questionnaire, covering 
distributors’ sales meetings, must be very carefully 
prepared. 

“We recently had a meeting of -.....--- Officials 
and were asked to indicate, by raising of hand, our 
opinion (decision) on a certain matter. 1 was horrified 
that the indication was opposite to discussion I had 
had privately with four or five of the gentlemen 
present. | commented upon this to one of the officials, 
present, who had been in business much longer than | 
have. His reply was that little dependency could be 
placed on the raising of the right hand, or the answers 
to questionnaires by some otherwise honest, truthful 
and reputable people. 


“7 know,. of course, that many distributors are 
friendly with individuals representing manufacturers 
who may appear and put on their act at the distrib- 
tors’ sales meeting, Thus, a report of a meeting might 
be tempered agreat deal by the personalities involved. 
For that reason it would be difficult to get the actual 
or true picture. 

“‘The sole purpose of a distributors’ sales meeting 
is to sell goods, although this seems often to be lost 
sight of, and particularly in recent years. Could we 
eliminate these personalities by gauging the effec- 
tiveness of the sales meeting by the amount of goods 
that it sold? The answer is yes on a sales basis by 
the distributor, but, it would be necessary that he 
keep the sales of the particular line separate for a 
month following the meeting, and then supply the 
manufacturer with a percentage report as to the 
increase in the month’s sale, over the average month’s 
sale for the particular line. Or, the manufacturer 
could gauge this more effectively himself without 
bothering the distributor, if he was interested to that 
extent. If it were a good sales meeting, it would move 
goods off the shelf. The replacing orders would show 
up during the next. 30 days or so. Thus, the manu- 
facturer and supplier would determine the value of 
orders received from a distributor for say a 30 to 60 
day period following the meeting, and then compare 
it to the average amount of business received monthly 
during the year. 

“Certainly it appears that all of the tools for 
gauging the effectiveness of sales meetings are right 
in the hands of the manufacturer if he wants to use 
them. | am tempted to believe that the real answer is 
that the manufacturers have not really been interested 
in selling, or at least not to the point of wanting to 
do much about it. 

“‘Let’s face the facts! If the distributor's sales 
meeting, where the manufacturer has an opportunity 
to ‘do his stuff, is going to be any good at all, it’s 
got to be well enough planned and well enough pre- 
sented to sell goods. The only real test that | can 
think of to measure the value is in whether or not it 
produces more sales—and inspires our salesmen to 
move more goods from our shelves. 

“1 feel rather certain that the suppliers would get 
poor cooperation from the distributors if they left 
it to them to measure the results. At least it seems 
to me that too many of our distributors ask themselves 
not ‘Will it work?’, but, ‘Is it work?’. Thus, it would 
seem that the real practical solution is to get the 
suppliers, or maybe just one of them to put on aseries 
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These new Starrett FAST-KUT Band Knives are used for 
stack cutting, trimming, slicing or cut-apart operations on 
soft or fibrous materials. Their keen, slicing action cuts fast 
without waste, chips or dust—gives a smooth, finished cut 
without ragged edges. Available in a complete range of sizes 
in straight-edge, scallop-edge or wavy-edge types*—either 
single or double bevel—in coils of any length or cut to length 
and welded. Expand your sales, add new customers with these 
new and profitable Starrett items. Stock them, display them, 
feature them in your selling. New Starrett FAST-KUT Band 
Knife Folder “EG” gives complete information, Write for it. 


* Wavy-Edge Knives — 14", 5", 1", 114", 144", 2” or 3” 
between waves. Scallop-Edge Knives — 1" scallop only. 


SELL 


STARRETT BAND 


KNIVES FOR BETTER, 
FASTER CUTTING OF... 


Boneless Meat 
Bread 

Cake 

Cardboard 
Cardboard Rolls 
Cellophane 

Cloth 

Cork 

Corrugated Board 
Dressmakers’ Patterns 
Felt 

Fish 

Leather 

Paper 

Pie 

Sponge Rubber 
Tissue Paper 


@ Transformer Coils 
@ And Many Other Soft 
or Fibrous Materials 


Standard of Precision 


MECHANICS’ HAND MEASURING TOOLS AND PRECISION 
“INSTRUMENTS * DIAL INDICATORS + STEEL TAPES 
HACKSAWS * BAND SAWS AND BAND KNIVES 

PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 


THE L. S. STARRETT CO. . World's Greatest Toolmakers. ATHOL, MASSACHUSETTS, U. S.A. 





WRIGHT EQUIPMENT is used in many 

new buildings at Caterpillar 

Tractor Co., Peoria, Illinois. 

Shown here are 3 of 10 Wright Speedway 
No. 2 Frame Electric Hoists on one © 
of “Caterpillar’s” scraper assembly lines. @ 








We like to do business | 


with the type of buyer who’s “from Missouri” — 
who makes his own performance tests 

on the job— whose idea of value is 

based solidly on such tests. 

Send for your copy of the descriptive folder DH-65. 
Your nearby Wright District Office 

can supply you... 

Or write direct to us in York, Pa. 


y @ York, Pa. - Chicago - Denver - Detroit - Los Angeles - New York 
Philadelphia - Pittsburgh - Portland - San Francisco - Bridgeport, Conn. 47 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





